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Complete Story of Twenty-first Annual 
Convention of the National Supply and 
Machinery Distributors’ Association in 
Atlantic City, April 26th to 28th, with 
Special Pages of Pictorial Sidelights 
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St. Louis Awaits Mill Supply Convention 
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Seasonal Drop Is Recorded in Walworth Index 
Joseph H. Barber 


New President of National Tube Company 


Essay Contest on Subject of Price Cutting 


“The Mill Supply Salesman” Section 


Selling the Idea of a Saner Service 
Ruel McDaniel 
Arousing Interest in the Buyer’s Mind 
Frank Farrington 
General News from the Field 
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Disengaging Swivel 


To supply lubrication before the engine or 
machine is started, which in some cases is de- 
sirable, the Detroit Model JTS Force Feed 
Oiler is equipped with a disengaging swivel. By 
grasping this swivel and pressing the latch it is 
disengaged from the driving pin. Then the drive 
arm is operated by hand as the hand crank would 
be, to pump an initial supply of oil. 


This important feature, together with twelve 
other distinctive characteristics are fully ex- 
plained in our Bulletin No. 100. Write for a 


copy. 


DETROIT LUBRICATOR (COMPANY. 
DETROIT, U. S. A. 




















A Recognized Standard— 
Anderson Steam Traps 


When Anderson Steam Traps are ac- 
cepted by the U. S. Government as 
standard equipment, you may be sure 
that they will measure up to every 
claim made for them by the manu- 
facturer. 


It’s the Anderson policy of square 
dealing and perfection of product 
that has brought about this merited 
recognition for Anderson Steam 
Traps. 


Write us about your problems today 
and let our engineering department 
help you in your solution. 


Use an Anderson 
It’s a Trouble Killer 


The V. D. Anderson Co. 


Cleveland, Ohio 







Junior Model 
Steam Trap 


Model “O” 
Air Trap 
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336 3rd Ave., New York City 242 Race St. Philadelphia 
100 Pearl St., Boston 207 Union Trust Bldg., Baltimore 
134 Plymouth Court, Chicago 











Model “D” Steam Trap \Y 
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The Capital “RED CAP” Line of industrial brooms and brushes is 
a “self-seller”. It requires no time nor effort from your salesmen, 
because after the first purchase your customers re-order RED CAPS 
by name, without solicitation, due to their high quality. 


CAPITAL Brooms and Brushes are sold by most of America’s lead- 
ing jobbers for that very reason. They produce a steady, profitable 
volume, without sales effort, simply because they give better results 
in service than any other brooms or brushes. 


Let us explain how our dealer-cooperation develops business so suc- 
cessfully that many of our jobbers now buy RED CAP Brooms 
in car-load lots. Details of this sales plan furnished upon request. 


We will send you also, details of our business- 
building sales plan. Catalog 17 free on request. 


Indianapolis Brush & Broom Mfg. Co. 


126 Brush St. Established 1890 Indianapolis, Ind. 


CAPITAL For All Industrial and Trade Uses 


FOR HANDLING ALL YOUR ELECTRIC TOOL INQUIRIES 
COMPLETE NEW 


DESCRIBES OVER JUST RECEIVED 
130 TYPES FROM PRINTER 
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THE HISEY-WOLF MACHINE COMPANY, Cincinnati, Ohio 
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HILE this is an era of efficiency 

which tends to take personality out 
of business, HEWITT believes that the 
highest service comes with individual in- 
terest to the individual customer. 


Every member of the HEWITT organ- 
ization, from the mill mixer to the man- 
ager, has been trained to put himself in 
the position of the purchaser. With this 
dominant idea the customer WILL be 


served most satisfactorily. 


Through the era in which we are now 
passing, and in the future, HEWITT 
will endeavor to preserve this tradition. 


With such a policy steadfastly main- 
tained and with a complete line of in- 
dustrial rubber products, HEWITT 
makes an ideal proposition for every en- 
terprising Mill Supply Dealer. Write 
today. 


HEWITT RUBBER COMPANY 


BUFFALO, NEW YORK 
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IF IT’S LARGE PIPE TO CUT— 


A “TOLEDO” Geared Pipe Cutter 
will do the work easily, quickly, and 
leave a straight, square-end cut without 
burr. 














It is possible with these light, com- 
pact, portable tools to cut off pipe any- 
where, right in position. 


They are made in four sizes: the No. 
250 cutting 21/2” to 6”; No. 300—41,,” 
to 8”; No. 350—7” to 10”; and No. 
400—9” to 12”. 





They are tools you can recommend 
to your customers when large pipe cut- 
ters are desired. 

















If They Buy By Comparison They'll Buy 

“TOLEDO 
ve" 
THE TOLEDO PIPE THREADING 
MACHINE CO. TOLEDO, O. 


New York Office: 72 Lafayette St. 





may be highly recommended to meet your calls for 
a high grade protective paint for metal and wood 


ae 
work. SY 
For over sixty years it has maintained a reputation A 
for quality. long life, and economy. Long service 


records of from five to ten years are not uncommon 
and when judged on ‘“‘cost per year of service’ it is 
more economical than “‘cheaper per gallon’ paints. 


Write now for Booklet 71-B and dealer prices. 


JOSEPH DIXON CRUCIBLE COMPANY 


Jersey City, N. J. p 4 Established 1827 


TRADE MARR 
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WELL I GUESS I COULD 
GET ORDERS TOO IF 
I WAS A SMOOTH , 
TALKER LIKE YOU . 







DON'T 


WHEN YOU HAVE THIS. 
IT DOES ALL THE , 
TALKING FOR YOU . 
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“Show-Me” Salesmen Prove Strong Supporters 


of Skayef Method To Increase Sales 


‘“TYILL” was one of the “old school” 
B salesmen, who cocked a skeptic 
eye at every new sales aid. Conse- 
quently when his house took on 
Skayef Self-Aligning Ball Bearing 
Hangers and transmission appliances 
he could not see the value of Skayef 
Certified Surveys. 


Some time later the “boss” checked 
‘éD:]]» . ; : 

) S C c - 

Bill” on his poor showing as com 

pared to other salesmen who were 

using the Surveys regularly. “Bill” 

turned over a new leaf and made an 





Whe 


n writing to 


Advertisers please 


honest effort to get the benefit of 
Skayef co-operation. The Skayef 
Surveys did the trick and now— 
Bill’s sales record is right near the 
top! 


No matter how skeptical your men 
might be —Skayef Certified Surveys 
will prove a big factor in getting sales 
and keeping the customer “sold.” By 
the way—Mr. Jobber—are you cash- 
ing in on the profits of Skayef trans- 
mission sales? Just drop us a card for 
details of our proposition. 


* INDUSTRIES, INCORPORATED, 165 Broadway, New York City 


BALL BEARING 
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A New Booklet 


on 
PIPE WRENCHES 


Of Course——- | the | 
You'll want a supply of these attractive | Pipe 


circulars for enclosure with your mail and 
for distribution by your salesmen. 


In a Few Days— 


You'll receive your supply imprinted with your 
name and address. 


CNV, 








\ e ~ . — 
caine Actual size. Just 
— right for enclosure with 
your mail, 
Now is the best time of year to push 
pipe wrenches. Be sure that your stock is ade- 


quate to meet the demand for this popular GYD tool. 
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GREENFIELD § TAP AND DIE 


CORPORATION. 


GREENFIELD, @  MASS.USA 
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50 Years of 
LEADERSHIP | 


Lay Metal Case Brooms Have Made Good Since 1876 


: JOBBERS and MILL SUPPLY HOUSES find 
i Lay Brooms easy to sell. The percentage of repeat 
gE business is often amazing. Profits are excellent. i 
BR Missionary work is practically unnecessary. Lay & 
leer 3rooms are known the country over. ei 
The Lay Line is complete—a broom for 
I AY every industrial need and every one an HI 
uf An BELLA: \y lil 
active seller. Aha WALA, i 
Peet”, WY 
A letter or wire will bring you mene | {\ 
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THE JOSEPH LAY COMPANY 


PORTLAND, INDIANA 


full details and prices. 


Sales New York City. Cleveland, Chicago. 
Offices 110 W. 34th St. 93143 Gorman Ave. 920 Medinah Blde. 











May, 1926 

















RUBBER BELTS, 


When 


OO Cu.)ds. 





Sharp Sand 
5% Gravel 


If you will watch Diamond Rubber Products, 
and this goes for the whole line, hose, belting, 
packing and molded goods, you will find them 
bettering “record performances” right along. 


This particular length of Titan Sand Suction 
Hose gave 27 months’ service for the Ottumwa 
Sand Co. of Ottumwa, Iowa. It handled 
135,200 cu. yds. of very sharp sand (approxi- 
mately 35% of it gravel) at a cost per cu. yd. 
of only .000246, which bests any record we 
have ever heard of. 


And it would have done better than this if it 
had been turned at intervals so as to wear 
evenly all around. 


Diamond Quality is a proven fact—no matter 
on what product, that name is positive assur- 
ance of highest quality. You can prove it for 
yourself by an investigation of Diamond per- 
formances in every industry. 


THE DIAMOND RUBBER COMPANY, Inc. 
Akron, Ohio 





Atlanta Boston New York Kansas City Philadelphia 
Chicago Dallas Seattle Los Angeles San Francisco 


The superior service value of Diamond belts makes the 
line not only profitable but a permanent business builder 


for the jobber and distributor. We shall be very glad 
to give you full details on the Diamond proposition. 
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you'll like to sell 
a Car Mover that— 


has only 
2 movable joints- 





which means longer 
wear and less 


lost motion , 















OD} GQ Ge el FFA an oF 


1S widely 
advertised, 


and satisfies 
customers — 





thats the 


NEW BAEGER 


write fEor information 
SXDVANCE CAR MOVER Co 


APRMLETON, WISCONSIN, ~ 
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It takes a 2 
Delta to cut, -: 
like that/ | 


UT Delta filings under a microscope. 

You'll see veritable chip s—amazing 
chips, such as you’ve seen come spiraling from C) 
lathe tools manicured to the tenth of a degree 
in styles prescribed by Taylor’s immortal 
treatise! Such chips as prove that, as some- 
body said, there are more things in heaven 
and earth (and filing) than are dreamed of in ¢ 
your philosophy. 


Deltas remove metal from 40 to 100 per 
cent faster than files made the ordinary way. 


Figuring overhead, and allowing for non- 

filing time, that means $1 to $2 added to the & 
value of a day’s work. A Delta pays for it- } 
self before lunch! «) 


Order a dozen Deltas on trial. 
filings from 100 strokes. 


Weigh the 
Count the finished 


pieces. Note how the files stand up. If i 
after 10 days you are not wholly satisfied a 
return them and your money will be refunded. by 
wv 
“Buy Fileage as vou buy Mileage” B 
P 
vd 
J ] me 
“y 
{ & pf 
Vo 
Sa oe 


The Delta story is told 
in a surprising booklet, 





“Files that Cut.” It is 
worth money to any 
shop. 
DELTA FILE WORKS 
BRiIDESBURG AK. 


PHILADELPHIA 





2 DELTA Ce 
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Gate Valve Business Tripled 


HAT is the experience of a Los Angeles jobber who started 

handling the O-B Flexitite Disc—never leak—gate valve. 
This particular jobber states his valve business not only tripled, 
but that he also secured a number of new accounts that mean 
increased business in his other lines. 


This statement, although very gratifying, is not startling or un- 
usual. Other jobbers throughout the country, who are handling 
the Flexitite Disc Gate Valve, report like experiences. 





Flexitite Disc, used in the O-B Gate Valve, is the greatest im- 
provement brought forth in valve engineering for many a day. 


It actually gives to valve users the first never leak gate valve. 
A One that will sell itself. 





Never Are you familiar with this Flexitite Disc—self selling gate valve? 

Leak Do you know of its never leak features? If not where shall we 
send more detailed information? 

Gate 


Ohio Brass Company 
Mansfield, Ohio 


Ohio Bre rass Co. 


ALS, KAIL BONL AK EQL IPMENT, MINING MATERIALS, VALVES 











‘The CHICAGO Line’”’ Ball Bearing Loose Pulleys 


This is the pulley that is guaranteed to operate 
Power Transmitting Appliances day in and day out without bearing troubles. No 
noise—no dirt—no dripping of oil. 


Lubricate but two or three times a year. Suitable 
for Machines, Countershafts, Idlers, Belt Tighten- 
ers or to replace any ordinary loose pulley. Slip 
off the old and slip on the new. 


This is only one of many trouble saving special- 
ties of CHICAGO LINE Equipment. 


Send for Special Booklet and Learn 
What Users Say 


Chicago Pulley & Shafting Co. 


MAIN OFFICE: 


23 N. Desplaines St., 
Chicago, IIl. 





“DAGGETT” BALL BEARING 
LOOSE PULLEY 
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Broadest Line of Quality Electric Tools in the World 












Most Profitable 
Campaigns Ever Staged’ 


C)F strive constantly to make such expressions possible for our 
jobber friends. @ The U.S. Plan of Selective Jobber Distribu- 
tion, and U.S. superior quality electric tools, are designed to give 
the jobber and his salesmen everything necessary for profitable, 
constantly increasing business. @ We are proud of U.S. Electric 
Tools—the oldest and broadest line of its kind in the world— 
and we back them with every ounce of sound merchandising 
effort. If you want to know how it affects you, write us now. 
Also ask for Catalog “‘C.”’ By the way, there are no quotas. 


THE UNITED STATES ELECTRIC TOOL CO. 
Cincinnati, Ohio, U.S.A. 





Portable Electric Drills 


Grinders-—Polishers 
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A Complete Service 


Elevators—Conveyors—Power Transmission 


HE reward of skilled engineer- 
ing, good manufacturing and 
honest merchandising, is permanent 


patronage and the confidence of the 
public. 


The Caldwell Creed is to give all 





that you pay for and more—un- 

questioned quality, plus an intelli- 
: gent engineering service. SAW, ewckoy 
It should mean a great deal to you 
¥, that Caldwell customers stay with 


us year in and year out—thoroughly 
sold on the fact that Value for their 
money is certain. And that is real 
economy in buying. 





Whatever your needs may be in 
the elevating, conveying and power 
transmission field, there is a 
Caldwell product adaptable to your 
use. Write or wire Caldwell or 
nearest Link-Belt office. 





Caldwell Products 


Power Transmission Machinery—Bearings, Shafting, Pulleys, Machine Molded Gears, Cut 
Gears, Chains and Wheels. 

Machinery—Helicoid Conveyor and Accessories, Belt Conveyors, 

hain Conveyors, Elevator Buckets, Boots and Casings, Car Spotters, etc. 


Send for Catalogue M.S. 45 


H. W. CALDWELL & SON CO. 
LINK-BELT COMPANY, OWNER 
CHICAGO: 1700 S. Western Ave. 
NEW YORK: 2676 Woolworth Bldg. DALLAS, TEXAS: 810 Main St. 
Link-Belt Company Offices in Principal Cities C-it. 





Elevating and Conveying 




















CALDWELL 


Conveying and Power Transmission Equipment 
Pe ra eR EE | 
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It works fast 
and it sells fast 


HE Genuine WILLIAMS “VULCAN” 
Drop-Forged Chain Pipe Vise is a 
world-beater for speed and positive grip. By 
the same token it is a fast seller and sure 


profit-maker. 


Drop-forged from high grade steel, with no 
castings whatever, it is unbreakable; being 
a Genuine Williams’ product, it is fully 


guaranteed. 


It's the fastest selling pipe vise on the market 
because it’s the best all-around tool for this 
service ever made. [There's a strong and con- 
stant demand for the Genuine “Vulcan’”’ 
with Williams’ reputation behind it. Take 


advantage of its popularity——cash in on it 


NOW! Literature? 





Look for this 
Trade Mark 


 winians’ Wate" J. H. WILLIAMS & CO. 


Chain Pipe Vises 
are made in 4 sizes 
for ¥%° to 8” pipe. 


“The Drop-Forging People” 


New York BUFFALO Chicago 











’ “ DROP-FORGED Tose , 


S 


“VULCAN” 
CHAIN PIPE VISE 
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58 YEARS OF SIMPLICITY 











HERE are no frills in this belting 
business. With usit has always been 
a matter of making good belting. 


We have gone along making itand selling 
it these 58 years. It has never been a hard 
problem to find buyers who want quality 
at a fair price. We have never had to sell 


frills. 
So much good belting for so much good 


money. That is the sum and essence of 
our business. 


We will be glad to discuss our Jobbers’ 
cooperative sales plan with those dealers 


who are interested in the sale of good 


belting. 


We believe we have the right product and 
the right method of approach. The plan 


is more effective because it is simple. Let 
us explain it. 


C Coy. + 
Chas. % hicren lim CUNY 42 FERRY ST., NEW YORK, N. Y. 
— eee — 
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Clipper 
Laci 


In nearly every branch of manufacturing the proper connection 
of joints is a problem worthy of serious consideration—and 
, each manufacturer has his own individual joint problem. 
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, ne ' 'New Uses Found for 
Practically every factory man is familiar with the present ac- Cli aaa 
cepted method of joining machinery belts with Clipper Lacings. ipper Lacings 
He recognizes the superiority of Clipper Hooks, Clipper Pins 
and the Clipper Lacer. 


But why apply the wonderful efficiency of Clipper Lacings only 
to belts? A Clipper Lacing can be used with equal success in 
many other cases where flexible materials require a smooth, 
firm, quickly joined connection. 


Study the joints in your factory equipment or in your product 
itself and consider them in terms of Clipper Lacings. Experi- 





ment with your Clipper Lacer where you now glue, nail, rivet How the Laundry Industry 
or sew. You may find in Clipper Lacings, 2s many have al- ‘Jains with Clipper’ 
ready found, an ideal solution to your joint problem. Clipper Lacings are rapid- 
ly replacing old methods 
We will be glad to cooperate with’ manufacturers in of joining Laundry Ap- 
the application of Clipper Lacings to their purposes. rons. Inestimable savings 


in time, efficiency and 
costs are being made. 





Clipper Belt Lacer Company 


GRAND RAPIDS MICHIGAN 





Clipper Lacings prove In- 
valuable in the Auto- 
motive Field 












Automobile accessory 
manufacturers sought a 
smooth, flexible inexpen- 
sive lacing for Blowout 
Boots. Clipper Lacings 
proved exactly suited to 
the purpose. 
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YOST VISES 


GUARANTEED THROUGHOUT 






















Machinists’ © : f Machinists’ a 
Vise *) Vise ipe 
» Vise 


4 Sizes 


Machinists’ 3%” to 6” jaw 








Machinists’ ; ; 
Vise Hinge Pipe 


Vise 


Heavy and 
Light 
12 Sizes 
Holds Pipe 
%” to 12” 














2 3%” and 5” jaw 


Gas Soldering Furnace 











Pattern 7" 

. | Let ize 
Makers Jaws 
Vise ware 






Manual Training Vise 
Single and 
Double Burner 





All Steel Anvils 








3 Sizes 
3. 3 1h”, 4” 
jaw 






2 Sizes 


7” and 10” jaw 60 Ibs. to 450 Ibs. 





Complete Line Manufactured by 


Yost Manufacturing Company 
Meadville, Pa., U. S. A. 
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Whitman & Barnes 


AKRON, OHIO 
TWIST DRILLS AND REAMERS 
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Let your next drill be a 


New 


HERCULES 


tested and approved 




















Palmer Match Company’s 
Match Plate Drilling Machine in Action 


The work of drilling 612 holes in each cast iron plate illustrated and described 
on the preceding page is quickly and efficiently accomplished on the Drilling 
Machine shown above. 


< 


E> 
S379 QyaH 


This machine has two rows of spindles of seventeen each. 
All operations are automatic, except indexing, which is done by the operator. 


The plates are countersunk om one side with another machine, but in this 
operation as well as the drilling, Whitman & Barnes products are used with 
great economy. 


The importance of drilling economy in this industry and the uniformly satis- 
factory results provided by Whitman & Barnes products in this busy and effi- 
cient factory, all go to show that there is plenty of proof of ‘‘W & B”’ superiority 


Chucking = in the list of industrial leaders who use ‘‘W & B”’ Twist Drills and Reamers. 
Reamer wo 


No. 119A Photographs courtesy The Palmer Match Co. 


Whitman & Barnes 


AKRON, OHIO 
TWIST DRILLS REAMERS 


Warehouses: 99 Chambers St., New York City and 565 W. Washington St., Chicago, II. 
For Complete List of Distributors, see MacRae’s Blue Book 
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Cut-open view of Yale 
Model 20B Ball Bear- 
ing Electric Chain Hoist 
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Ball Bearings 
Steel Suspension 
Steel Hoist Chain 
Steel Load Sheave 
Roller Ratchet 
Planetary Spur Gear 
Upper and Lower 
Limit Stops 


INCREASED SALES—with the 















Yale Model 20B Hoist 


Yale Material Handling 
Equipment includes Ball 
Bearing Spur-Geared Chain 
Blocks, Screw-Geared and 
Differential Chain Blocks, 
Ball Bearing Electric Hoists, 
I-Beam Trolleys, Overhead 
Crane Equipment, and Elec- 
tric Industrial Trucks, Trac- 
tors and Trailers. 

Factory Locking Equip- 
ment—To acquire locking 
contro], security and conven- 
ience throughout the factory, 
use Yale Master Keyed Locks. 





Yale Model 20B Electric Chain 
Hoists are sales builders. 

The name YALE helps make the 
sale. Yale business paper advertis- 
ing, and the many superior points 
incorporated in the Yale Hoist, lead 
to quick acceptance on the part of 
the customer. 

One of the strong features of the 
Yale Model 20B is its adjustabil- 
ity to suit all overhead and service 
conditions. A simple adjustment of 
two bolts in the steel suspension 


plates serves to accommodate the 
hoist to any width of I-Beam flange 
and the three suspension methods 
provide for varying headroom. 

Unusual lifts are readily taken 
care of by inserting the proper 
length of Yale steel chain. 

The Yale Hoist with its ball bear- 
ing load sheave and all-steel suspen- 
sion from load hook to trolley, is the 
safest, most compact and most high- 
ly efficient hoist on the market. 


The Yale & Towne Manufacturing Co. 
Stamford, Conn., U.S.A. 


YALE MARKED IS YALE MADE 





Hoistin 






gi Conveyin 
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Now 
ONE BILLION 


The first report was 27,000,000 revolutions without percepti- 
ble wear or added lubricant. Then a check was made after 
207,000,000 revolutions. And now one billion revolutions 
have been completed in one year by a Timken-equipped idler 
pulley being tested by Variety Iron Works of Cleveland. 


The Timken Tapered Roller Bearings are unaffected, and no 
additional grease is needed yet, although the pulley has 
yielded the equivalent of 30 years of average conveyor service. 
This is merely by way of a formal record of what Timkens 
are doing daily in coal, stone, ore and gravel operations and 
throughout materials handling industries. 


Timken load capacity, Timken positive roll alignment, 
Timken-made bearing steel, and Timken simplicity of mount- 
ing, fit Timken Bearings conspicuously to conveyor require- 
ments. Timkens specified in leading makes of conveyors 
usually pay for themselves at once by permitting lighter 
driving equipment. The operating savings become pure profit. 


THE TIMKEN ROLLER BEARING CO., CANTON, OHIO 


TWOSY HUNDRED MILLION+ 


TWENTY-SEVEN MILLION 
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Opened and closed 
18,273,706 


times ~ 
this valve is 
still going ie 
strong 






















ERE’S one of our regrinding valves in these fifteen years and is still tight. 


that has been in use since 1911 on a It went right on with its job after this 
testing machine in our Kewanee works. photograph was taken last December, 


It has been opened and closed more than and is still going strong. 
eighteen million times. (We happen to Doesn't this help back up the state- 
know because every operation has been out we’ te sls male Gee “CE tl 
Regrinding Valves can be depended on 
The most significant fact is that the to give long, severe 


counted by an automatic device.) 


and continuous 
valve has been reground only five times service.” 


WALWORTH COMPANY, Boston, Mass. Distributors in Principal Cities of the World 


lan t Boston, Greensbu bi Kewaner I I At a Ala Walworth International C« New York, Fe en Represents 


WALWORTH 


“WHATEVER YOU BUILD, YOU NEED WALWORTH” 
Valves, Fittings and Tools for Steam, Water, Gas, Oil and Air 





When writing t \dvertisers please mention MiL_t Supplies. 








FELTHOUSEN 
OIL PUMPS 


. _ - > 






(Hand 
Operated ) 


A a main source of hand lubrication, or as an 
auxiliary to prevent interruption of oil sup- 
ply during possible breakdown of automatic lubri- 
cators, the Felthousen Pump is easily the simplest 
and most dependable device that money can buy. 
Good practice calls for an independently piped in- 
stallation on every steam, air and ammonia cyl- 
inder in the plant. 


The Felthousen Pump is also particularly desir- 
able for use on journals and other points requiring 
lubrication where access is difficult or dangerous. 
In such applications two locations may be lubri- 
cated at the same time or independently from the 
same pump by putting a two-outlet cock in the 
delivery line. 


Made with either side or bottom outlet and 
either plain brass or glass chamber, the latter to 
show the oil level. Capacities 14 pt. to 1%, qt. 


This Sherwood 
Catalog FREE 


if you return the coupon 

Send for your copy and keep it 
handy as a guide to proper selec 
tion of Injectors, Ejectors, Cellar 
Drainers, Force-feed Oil Pumps, 
Sight-feed Lubricators, Oil and 
Grease ( ups, Oil Gauges, Indi 
cator Cocks, Gauge Cocks, High 
Pressure Gas Valves, Flue Clean 





ers, Fusible Plugs, et« 


G A GOOD NAME TO REMEMBER WHEN BUYING 


POWER PLANT and INDUSTRIAL SPECIALTIES 





May, 


ple, Safeand Sure 
Requires Only Heat 


KESTER SCLF-FLUXING WIRE SOLDER 





KESTER Acid Core SOLDER 


For general soldering and heavier electrical work. 
Self Fluxing—‘*‘Requires Only Heat.’’ Standard size 

o. 3 about 1/8 inch in diameter, runs about 30 feet 
per pound. Packed on 1, 5 and 10 pound spools, 
Special gauges also available. 


Kester Metal Mender 
The Household Solder 
Here is the small package of Acid Core Solder. So sime 
ple anybody can use it. Ten cans about 1/4 pound 
each are packed per carton. Ten cartons (100 cans) 
to the case lot. 





EWE SOLDER “a 


“ 





cabin ———— | 
Kester Rosin Core Solder 

For very delicate electrical and radio work. Contains 
highest quality metals and rosin flux. Standard size 
about 3/32 inch in diameter, runs about 50 feet per 
pound. Packed on 1, 5 and 10 pound spools and 18 
inch sticks in 5 pound boxes. Special gauges also 
available. 


- — 
Kester Radio Solder 
(Rosin Core) 

Safe, Sure and Simple — approved by radio engineers. 
Harmless to the most delicate parts. Absolutely non- 
corrosive flux makes low-loss joints. Ten cans about 
1/4 pound each per carton. Ten cartons (100 cans) 
to the case lot. 





GENUINE SOLDER 


1926 


Sherwood Manufacturing Company 
1713 Elmwood Ave., Buffalo, N. Y. 





CHICAGO SOLDER COMPANY 
4215 Wrightwood Avenue, Chicago, U. S.A. 
o—_—6 
Originators and world’s largest 
Name : manufacturers of Self Fluxing Solder 

o¢———_-0 
Position and Company Your Jobber Can Supply You 


Please send t Sherwood Catalog, and quote on Felthousen Oil Pumps, 








Address 
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Watch Bristo Advertising during 1926 


Sell Bristo Safety Set Screws while your cus- 
tomers are reading about the advantages 
of the unique dovetailed flute design. 









A151 BRISTO| (BRisya 









SAFETY SET SCREWS } 





CAP SCREWS 


¢ Diff. 





, of the Set up Tight Doy . 
: ne 2VIP sures <i e 
The grip of the wrench He Seen "| ff Easily Removed ls tailed 
_ a ve ; Pipestone Mare = esign 
assures a perfect set ecrtncelltiesioest Whe iti 


= erat at 2 























i i 


2 









ose ce grip ‘of the e wrench 
= , —_— assures : a es set 


THE BRIstoy : 
: f° pie Se ee Mee hy L co 
at haa / tre ughued ot ond te =" hs Frage oe 


S ES 





THE BRISTOL APANY 


T AMERICAN MACHINIST 
FACTORY 
MACHINERY 
IRON AGE 
AMERICAN WOOL and 
COTTON REPORTER 


— ) Cz =... & a es 
> as  —_ = a Yoke force Se 4 ae . 
mee 4 Ase abs eee Li — Sk sled ain ui Gk ot 
ss 
Wes 
% 

















SAFETY SET SCREWS _ ) 


ERS NTS 


Behe, 
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He is your business partner 


He considers first and foremost your interests. 
He is truthful and honest in his dealings with you. 
He is not provincial, but his experience is nation-wide in scope. 


He is not opinionated, but brings to you unbiased facts, news, 
and reports. 


He has a finger on the pulse of your trade’s activities. He pro- 
mulgates helpful information. 


He is in close touch with manufacturers, producers, distributors 
—those from whom you buy. 


He deals with none which has a tendency to mislead or which 
does not conform to business integrity. 


He is a consultant that “sits in’ with you regularly. His sugges- 
tions are profitable to you. 


He holds a fellowship in a select association with exacting stand- 
ards of membership. 


He has pledged himself to determine the highest and largest 
function of the trade which he serves, and to strive in every 
legitimate way to promote that function. 


HE IS THIS PAPER. 
Your paper. A member of the Associated Business Papers, Inc. 


THE ASSOCIATED BUSINESS PAPERS, Inc. 
Executive Offices: 220 West 42nd St., New York, N.Y. 





The A.B.P. comprises a group of business papers that reaches 54 
fields of trade and industry. Membership requires the highest 
standards in every department of publishing, circulation, editorial, 
and advertising. 





The advertisers in this publication demonstrate by their presence 
here that they are awake to modern methods of selling as well as 
production— methods that cut costs and standardize operations. 


























Mitt Suppuies is a member of the A. B. P. 
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HOLLOW HEAD CAP 


pressure 





—— eee 


and the “Unbrako’”’ set 
screw never murmured! 


Ohio man ques- —a calculated 5 tons pres- 


N 
A tioned the toughness 
of “Unbrako” set screws. 
So we borrowed a mech- 
anic,a lever, a vise and the 
Ohio man picked a screw 
out of stock. We made 
the test, as above and 
later had it photographed 


sure was applied and the 
screw never showed the 
Strain. 


If you want tough screws 
specify “Unbrako’’. Sam- 
ples free for tests—just ad- 
dress Box 3, please. 











—_ 
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Standard Pressep STEEL G'@ 


Jenkintown, Pennsylvania 
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It Means Bigger Profit! 










tages! 


No matter whether it is a cone head, a geared head, 
special purpose lathe your prospect may want, 
and motor driven! With this wide range to choose from you can meet the 
needs of your entire field at any time, at any price and at a greater profit to 
yourself. For Sidney discounts show larger percentages, while selling price is 
lower than found ordinarily on similar equipment. 


Sidney builds it in both belt 


Then, too, servicing all Sidney lathes direct from fac- 
tory to user, and not through the Jobber, has its advan- 


Why not let us mail you ALL the facts on the 
Sidney Jobber Policy? It carries no obligation. Drop 
us a card today. Address Dept. 605. 


The Sidney Machine Tool Company 


a production, or a 





A 











Sidney, Ohio wl 
no 
tan 
bur 
hea 

ar Belt Dressing pur 

Lei 

a 20 Years on the market without a Complaint are 
. wo!) 
Only in rare cases do belts actually wear out. From neglect they strt 

usually become hard and crack on the pulley side. Atlantic Belt ye 

Dressing will prevent this. We manufacture three kinds, all of high ae 

grade materials, for leather, rubber and canvas belts. Also made in the 

liquid form. Price reasonable. a 


cylii 


ATLANTIC MANUFACTURING CO. the 









































orc 
Wilmington, Delaware L 
THE EDGEMONT LINE ee ——— 
~ ~ ~ Y ~ ta i ae) a em i 
OF FRICTION CLUTCHES ) 
| 
Veets the Demand for a | 
Wide Variety of Applications 
‘6 ” 
The Edgemont “Type B” Clutch Al EN 
is an expanding type with metal to 
metal friction surfaces. Especially ie 
adapted for moderate speed line- | the 30% stronger hollow screw 
TYPE B shaft and counter-shaft service. 30% extra strength over broached hollow screws— 
The Edgemont ‘Type C” Clutch the only other kind made. Cold-drawn by a pat- 
: ee : ented process which increases the density of the 
is a disc type with renewable woven steel around the socket-hole, and heat-treated scien- 
asbestos friction surfaces. This type tifically according to size and style cf point. 
was designed for use in dirty and The Allen process makes deep, perfectly formed socket-holes, 
a . ee 7 with no chips in the bottom. The entire length of the 
dusty places, and for applications “Allen” is utilized either for solid metal at the point, or 
where clutch must slip considerable depth of socket for the wrench. All sizes in stock from % to i 
: s ‘ . i} 1%” diameter; any length, point or thread. Also Socket 
TYPE C in picking up loads. i Head Cap Screws, Pipe Plugs, Tap Extensions and Socket 
: | Wrenches—Allen process. 
The reputation of Edgemont clutches will make H 
sales for you. Their efficiency will keep them a ong Re ge Redd sizes ane 
sold. Send for catalogue and get in on this trade ply dealer who sends for it. 
that you now are losing. A complete line of pul- 
leys, extended sleeves and cut-off couplings to Th All Meé ( 
choose from. e en g. O. 
\-@@jm, 143 Sheldon St. Hartford, Conn. “ac, 
THE EDGEMONT MACHINE CO. ah S 
Dayton, Ohio 
Y EE = 
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Among the many uses to 
which air may be put 


none exceeds in impor- 
tance the operation of fuel oil 
burning furnaces for domestic 
heating as well as for commercial 


The system of construc- 
tion used is patented— 


nevertheless Leiman 
Bros. Rotary Air Pumps are not 
high priced nor even priced up to 


their worth to the user, 
purposes. 


lLeiman Bros. Rotary Air Pumps 


are especially adapted for this LEIMAN BROS. Se a pete cg 


the user. 





Once used, a new friend is made — 


work Pscageane ~~ a “a PATENTED Slow speeds, few moving parts, no 
struction enables them to deliver R Ai P springs or tips on the wings. j 
— ae otary Air Fumps ie P — a see 
the air in large volume and at the ; simple, powerful, efficient pumps. 
proper pressure. The curved wings for Fuel Oil Burners 
scoop up the air and push it along to OTHER USES 
the outlet and it cannot escape or leak ARE NOISELESS Soe Vacuum Cleaning Printing Presses 
é . é e = i a razing Wrapping Machines Malling Machine 
back because centrifugal forc e keeps The interior construction is so arranged tha Soldering Laboratory Work Melting ne 
the wings in close contact with the Withes eg abrir — rig staggers Forging Blow Lamps Blowing Dirt from 
Wil n perte act Witt the cynnaer how Hardening Blow Pipes machines 
cylinder curved surface and also with ever old the machine may be. This results in the Oil Furnaces Gas Pumping Glass Bending 
est eff ency ind the 1 the nis yJowers ¢ ‘ ae 
the inside surfaces of the side flanges : : sia ey hy ft sak even. after fons Gas Furnaces Pressing trons 


Blowing Chips & Stamp- 
Suction Chucks Paper Feeding Devices ings from machines 


And Many Kinds of Automatic Machines and Devices. 


LEIMAN AIR PUMPS Vakers = ee 23 oe Gane H-K 


PYOTT POWER WHEELS 


SPROCKETS - 


or cylinder heads. 








Whatever the Specifications 


For over a quarter of a century Pyott has been making quality 
pulleys. Today Pyott Red Face Pulleys are recognized as the stand- 
ard because they are absolutely uniform in crown, balance and 
roundness. 

From our vast stock of patterns—thousands of them—any demand 
for size, weight, face, can be instantly met. No delays—no corres- 
pondence—your orders filled as you specify and when you specify. 


Carry our price book with you so that you can write the order 
at the time of inquiry. If you haven't one, ask for it. 


PYOTT FOUNDRY COMPANY, 


334 N. Sangamon St. Leaders in quality pulleys for over 25 years Chicago, Ill. 
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TWENTY YEARS 
WITHOUT A DRINK! 


Camels go a week or more 
without a drink. Then time is 
taken out to hunt an oasis. 


While the camels are being re- 
plenished with water the car- 
avan is halted. 

But, at that, the camel has 
something on metal bearings. 
For they function only as long 
as they have constant care and 
attention. But the usual treat- 
ment of bearings on quantity 
production machines is _ inter- 
mittent oiling. Then friction 
takes its inevitable toll. 


Machines Are Stopped 
Production Ceases 
Idle Hands Stand Around 

New bearings are put on—and another 
red-ink entry goes in the _ ledger. 
Argutos have gone 20 years without oil 
or attention. Their economy and rep- 
utation are international. 

If you care to know more about these 
20-year bearings just fill out the coupon. 


Arguto Oilless Bearing Co. 
Wayne Junction, Philadelphia, Pa. 



























Arguto Oilless Bearing Co., 
Wayne Junction, Phila., Pa. 


Please send 


ings 
Name 
\ddress 


City and State 


information 


and facts about 


Arguto Oilless Bear- 





; please mention Mitr 
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A Half a Century of 
Undisputed 
Leadership 


HOYT 


OLDER 





amen . ment 


iW 























The perfect result of more than half a 
century's research and practical experi- 
mentation, backed by the guarantee of a 
nationally known institution, and stamped 
with its exact proportions every twelve 
HOYT SOLDER takes all the 


““euess’’ out of soldering operations. 


inches. 








HOYT 


BABBITT 


Genuine ‘“‘A”’ 


The best possible bab- 
bitt metal for every 
bearing condition — 
also evolved through 
more than 50 years’ 
striving to reach the 
HOYT Ideal — the 
Best. 





Eagle ‘“‘A”’ 


Super-care in selection of 
base metals, plus HOYT 
methods of amalgama- 
tion, has produced a 
babbitt-metal that will 
give you exceptional 
service. 








You can’t go wrong on a HOYT Product. ‘ 


To get best results, send for descriptive 
literature and order after reading it. 


There's a HOYT for every metal purpose. 


HOYT METAL COMPANY 
ST. LOUIS 
New York Chicago Detroit 


— mireeE EERE 7 
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more 
sales — 


more 
profits 


Resistance is the most effective profit- 
eater in sales. 
Youknow from yourown experience that 
Divine Canvas Cushion Truck wheels 
for industrial trucks have such immense 
sale because users know that they stand 
up to their jobs at a profit. 
This factor alone breaks down resistance; 
makes sales easy and nearly automatic 
—and, of course, your profits follow 
your sales. What's the answer? | 


ivine Brothers Gmpany 


Utica, N.Y., U.S.A. 


DIVINE 


cazvas cushion 


Wr ELS 
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aN 
poss pees 








1 A line of rubber items sufficiently 
* complete to permit effectively supply- 
ing the requirements of the trade solicited. 


2 A quality of product uniformly good 
* and capable of delivering service re- 
sults that should reasonably be expected. 


A price basis inducing and making 
* possible aggressive competition with 
reasonable profit return. 


4 Freedom from competition from his 
* source of supply, either direct or in- 
direct, among the trade covered by his day 
to day solicitation. 


Selling helps of reasonable amounts 
so that his sales force may be given 
the advantage of specialized training and 
a knowledge of the product sold, 























Putting the Horse 
Before the Cart 


C); course the horse should go first. 


Just the same idea applies to the jobber, 
for he, and not Republic, is the one who 
moves the goods to the consumer. 

But like the cart, Republic carries the 
load for the jobber when it comes to ad- 
vertising. 

Don’t think we are trying to be philan- 
thropic. We merely know that your 
success means ours. If the horse gallops, 


the cart is going to roll along too. 
Should you wish to get in front, a post 
card will bring a more detailed 
explanation. 

THE REPUBLIC RUBBER COMPANY 


Youngstown, Ohio 
No Branches 


REPUBLIC 


BELTING — HOSE — PACKING — MOLDED 
LATHE CUT GOODS AND FLOOR COVERING 


So —— 





























This LUPTON HANDBOOK 
on your customer's desk 
creates business for you 


The Lupton Handbook of Storage and 


nN +) 


Display equipment gives your customer 
something he's always needed and never 
before had—a handy reference to the 
sizes, arrangement, and price of conven- 
ient stecl shelving. 





With your imprint, the Lupton Hand- 
book brings you the storage equipment 
business, not only because Lupton 
Shelving is best, but because this Hand- 
book is easiest to use and order from. 
The Handbook is one of the reasons why 
the Lupton franchise is valuable to you. 
There are many more reasons. Write 
now and get the whole story. 
DAVID LUPTON’S SONS COMPANY 
Philadelphia and Chicago 


Sales Office—Shel ving Division—1114 Steger Bldg. , Chicago 





STEEL SHELVING 
STAN DARD 


I N 
SECTIONS 
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e 
against 
INY needles, shuttling back and 
forth at terrific speed, are always 
clearly visible to the watchful eye of 
the operator. 

Imperfections are readily seen when 
they occur—a flood of light i is brought 
down to the job by means of Reelites. 

Every machine gets perfect light yet 
the individual lamps are adjusted to 
exactly the right height so that whether 
the operators are short or tall the light : 
never shines in their eyes. 

Efficient light, light on the job but 
out of the operators’ 
eyes, light that can be 


Re elit 


T he Handy 


When writing to Advertiser 


imperfections 


33 





moved up or down at a touch, port- 
able light that keeps its cord out of 
the way and off the floor at all times 
—this is the Reelite kind. 

Reelites carry a good margin of 
profit, produce volume sales, are 
priced low enough to make them an 
attractive investment for even the 
smailest mill. 
information and prices together with 
liberal discounts. 


geht 


s plea 


e mention Mrzut 


Suppries 


Let us send you full 


APPLETON ELECTRIC COMPANY 


1706 We 


ai Reel 
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> Make that j ‘oint | 

































































A fi  semamaaatly tight! 
Ol Y) ; 
¢ | 




















=) JN a gasket, it is the material that 

ae 8) counts; the time and labor of 
eo cutting and fitting go for noth- 
ing if the packing used is not the right 
grade for the work. 


Wherever INDESTRUCTIBLE White 
Sheet Packing is used, a perfect joint is 
the result—one that will remain tight in- 
definitely. It will not yield to the attacks 
of steam, air, ammonia, hot or cold 
water, gas or creosote. Sufficiently firm 
























Fe 
bs 
in composition as not to flatten out when p 
the bolts are drawn up. fi 
Carried in stock at all our branches in all 
thicknesses up to % inch, 36 inches wide. 4 
= 
For especially tough jobs, use Style 29 Inde- ‘ 
structible with brass wire insertion, or Style ‘ 


30 with iron wire insertion. 


NEW YORK BELTING & PACKING CY. 


High Grade Rubber Goods for Mechanical Purposes 


New York Boston Chicago Philadelphi.- 
Pittsburgh St. Louis San Francisco 
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Don’t let your 
eyes deceive 
you y. 





— 


PTT TET 


were 


This is the Screw Thread Com- 
parator—the most accurate 


thread measuring device. 








Comparator pho- 
tograph, New Pro- 
cess bolt thread. 


T thread may look all right, but are threaded is just the reverse of cutting. The 
when it strips or jams in the nut, its dies used are of a new kind; they build up the 
true character comes out. thread without removing any of the steel. They 
The only trouble is that it costs money to donk grees Sey Neuen Sey: Sone so aye 
- The thread tolerance does not vary. It pos 
sesses the accuracy of a hardened and ground 
gauge, as proved by the Comparator. The blank 
This is a condition that will never remedy it- has to be especially prepared for this new way 
self as long as you continue to use cut thread of threading. A new and more precise type of 
bolts. In any quantity of cut thread bolts there machine tool had to be designed to make the 
will be many that won't fit. No dies can cut dies. Its like is not to be found in other plants. 
into steel for long without loss of keenness — 
consequently no great number of threads can Whereas a thread loses strength by cutting, it 
be accurately fashioned that way. Moreover, 64 strength when produced the New Process 
when you cut into steel you weaken it, through 9Y- There a8 OG Tit made that will strip the 
the breaking down of the molecular structure. It thread of an Empire New Process bolt! 
takes very little strain to strip a cut thread bolt. 


——ow 


make the discovery after the bolt is on —just 
as it costs money to buy bolts you can’t use. 


Empire New Process bolts cost about the same 
New way eliminates cutting “ ey ~ thread bolts. Less, in fact, for they 
anish waste. 


ee 


In its effect on accuracy and strength, the 
method by which Empire New Process bolts Samples for testing, if you want them. 












RUSSELL, BURDSALL & WARD 

© BOLT & NUT COMPANY ® 
PORT CHESTER.NY. 

ie i, a eee nea 

CHICAGO DETROIT ROCKFALLS,Is. ‘SEATTLE SAN FRANCISCO 

‘ [ } 

Comparator pho- 

i tograph, hardened 

> and ground gauge 

thread. 


~ 
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The Bronze Bar With a Reputation 


When you offer your customer a Bunting Phos- in a strong wooden box with hinged lid is the first 
phor Bronze Cored or Solid Bar you are talking real specialty to appear in the bearing metal trades. 
about something which the mechanical trades have It is replenished by your customer from the 80 
respected and preferred for years. Sale of Bunting stock sizes always ready to ship from the factory 
Phosphor Bronze is affording splendid volume and and stocks in New York, Boston, Philadelphia, 
satisfaction to an ever-increasing number of mill Chicago, and San Francisco. We have pattern 
supply jobbers who are concentrating their sales equiment for hundreds of other sizes. Investigate 
effort back of this one widely known metal. A the Bunting Bar proposition for mill supply 
handy shop assortment of 5 Bunting bars packaged wholesalers. 


THE BUNTING BRASS & BRONZE CO. 


TOLEDO, OHIO 
VCHES AND WAREHOUSES A 
NEW YORK CHICAGO PHILADELPHIA SAN FRANCISCO BOSTON 


West 54th St 2015 S. Michigan Av 1330 Arch St 198 Second St 


6 Oliver St 
Colur u 7528 Calumse t 68 62531 Spruce 


Douglas 624 Main 8488 


INTIN 


PHOSPHOR BRONZE 


CORE and SOLID BARS 


PATENTED 
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Es 
Superiority 


makes it the choice— 
the world over. 


No matter in what part 
of the globe you travel, 
you will find a 


IGHT 


IMPROVED 
HIGH SPEED 


HOIST 


and the best 
Jobbers everywhere 
can supply you. 


ee 
ee 
ie 
ee 
fe 


The Revers 
Side tells yor 
“Why thi 
Popularity.’’ 





Pe 


rIMKEN TAPERED 
ROLLER BEARINGS 


Fight to each trolley 


STEEL SIDE PLATES 


Bumpers protect wheel flanges and 


treads 


CHILLED TREAD WHEELS 3 


Absolute roundness insures ease in 
handling loa 


STEEL EQUALIZING PIN 


Permits pl acing trolley on | Beam 
at any point and insures equal dis 
tribution of the load on the four 


Wheels 


STEEL HANGER PLATE 


May be eliminated and hook hung 


on equalizing pin to save headroom 


STEEL HOOK—-DROP FORGED 
PROOF TESTED 
The strongest part of the hoist 
This hook never opens to drop the 
hoist and load 


STEEL DROP FORGED 7 
CROSS HEAD 


SAFETY LOAD CHAIN GUARD os 


Completely shrouds the upper half 
of load wheel, holding six links of 
load chain in wheel at all times 


STEEL LOAD WHEEL 9 
Special analysis electric steel cast- 


ing, annealed 


OIL TUBES I O 
To insure positive and easy 


lubrication at vital points 


AND PINION - & 
Upset forging S.A.E. steel 1035 
heat treated. 


BRONZE BUSYHED ] - 
LOAD SHEAVE 


BALL BEARING DRIVING SPINDLE 
Where speed is greatest. Not sub- ] oO 
jected to heavy and shock loads. 
Eliminates wear on this part 


STEEL SUSPENSION PLATES ] i 


An extra precaution to care for 
heavy overloads 


MAIN DRIVING SPINDLE 1 ] 


NON FOULING HAND 
CHAIN GUIDE 15 
(Malleable tron) 


GEAR COVER—EXTRA HEAVY 


Pressed from '4" plate. Insures { o 


permanen 


STEEL CHAIN—ELECTRIC WELDED 


Special s sat treated and proof I 7 
d 


teste elastic limit 4'/2 times 
rate d capacity, and breaking 
strength 61/2 times rated capacity 


STEEL HOOK—DROP FORGED 


PROOF TESTED 18 


s to drop the 


DETACHAB!"E STEEL COUPLING 


DROP FORGED t 9 
Completely closed Ball Bear- 


La alla off 


- 





load chaan ‘han ging 


and feeding perfectly 
nto load sheave pock 
This insures longer life to 
and wheel the greatest 
point of friction and wear 


OIL CUPS SPRING COVER IN 
ALL OIL HOLES »} ] 


Ask Us About Them 


ing. Easily detachable to renew 
chain Load is not held on < on 
necting bolts but by the forgings. 
BALL THRUST BEARING ON 
BOTTOM SWIVEL HOOK 2O 
uts easy swiveling of load 



































STANLEY 


MADE IN SCOTLAND | 











UST because your car will 
take the rough heavy roads, 
you don’t avoid the concrete. 


Stanley Solid Woven Cot- 
ton Belting takes rough and 
heavy drives, and the rough- 
er and heavier they come the 
more impressive the per- 
formance. But she takes the 
“concrete”, too—yjust like 


any other good belt and gives 
length of service that makes 
the price extremely low. 


Regard Stanley correctly 
as having the widest range 
of reliable utility of any belt. 


There’s good profit in it, 
too. Put Stanley in your 
catalog. 


Stanley Belting Corporation 
13) N. Jefferson St., 320 Broadway 
CHICAGO NEW YORK 


124 Adelaide st., W. 122A Southwark St., S. FE. 1, 
TORONTO, ONT. LONDON, ENG. 
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A GOOD MECHANIC 


USES GOOD TOOLS 


February 15, 1926. 
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Bonney Forge & Tool Works, 
Allentown, Pa. 
Dear Sirs: 


I thought I would drop you people a line in regards to the 
best wrench I have ever used. I have been using tools of all 
kinds ever since I was nine years old and I am now twenty- 
eight. My past trade has been a mechanic on all kinds of steam 
and gas engines, on highway and construction work, but now i 
own my own garage. Well, to make a long story short, I 
always look for the best tools I can buy. I mostly used ———— 
wrenches. One day I happened to get a hold of two of your 
old wrenches. One is a No. 1028 S and the other a No. 
1731 A. I did not think much of them at first; I thought they 
would spread or break. Well I will tell you now those two 
wrenches are worth more to me now than all my other tools 
put together. When all wrenches fail to move rusted or set 
nuts I get my Bonneys and they always do the trick. I only 
wish that space would permit me to write more of how your 
wrenches have gotten into tight places with no cussing or 
broken and skinned knuckles—and that is a lot in garage work. 
My only hope is to have every wrench in my shop a Bonney, 
both tappet and general service wrenches, before long. I hope 
and trust this line or so will help a little for your business 

as you have helped me. 

Most truly yours, 
James J. Britt, Prop., 
Service Garage, 
Mechanicsville, N. Y. 





Contains six *““CV” Engineer's 
type 15 degree angle wrenches 
with 12 different openings from 
¥"' to 1’. Price, east of Missis- 
sippi $6.85 without Leatherette 
Roll. $7.85 with Roll. Canadian 
and Wester prices slightly 
higher. 





Mr. Britt, whose letter is quoted 
above, is one of thousands 
of real mechanics who prefer 
Bonney Wrenches 


Chrome-Vanadium 
registered 
August Lith, 1925 


You can secure from your jobber. Write for detailed information. 


Bonney Forge & Tool Works 


Allentown, Pa. 


Makers of Special Service Wrenches of Chrome Vanadium, Carbon 
Steel Drop Forged Wrenches, Stillson Wrenches, Vises and Drop 
Forgings and the Bonney Rim Tool. 


BORREY 


WRENCHES 


(Patents Pending) 






*c°\ 1 Bonney trademark registered in the U, S, Patent Office 


When writing to Advertisers please mention Mitt SuppLies. 
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Howand Why 


NATIONAL Buft-weld PIPE 
is made free from scale 


Hl. welding-seale, or mill-scale, which forms on skelp in the welding furnace, is 
removed from “NATIONAL” Butt-weld Pipe (sizes 1% 


to 3-inch) by a process 
that is entirely mechanical. 


While still hot from welding, the pipe is reduced slightly 
in diameter by passing through the rolls shown in Fig. 1, which loosen the scale some 
what. It is allowed to cool slightly, and then passed through another set of rolls 
shown in Fig. 2 (diagrams exaggerate reduction). These last rolls further reduce 
the diameter, and in doing so, the scale, which has become brittle while cooling, is 
fully loosened and falls from the pipe walls. The last pair of rolls gives the pipe its 
proper diameter and true circular shape. After further cooling, the 
blown out by compressed air or washed out with water. 













ke OSL scale 1s 


By removing this scale, a clean, smooth surface is obtained for galvanizing 
or other coatings; friction losses caused by rough interior surfaces are reduced 
ind increased working capacity of the pipe is obtained ; clogging of pipe, valves, 
restricted orifices and delicate apparatus by loose scale is practically elim- 
inated and any tendency to corrosion, especially in the form of pitting, is 
minimized. For details of this process and its advantages, write for a copy of 


“NATIONAL” Bulletin No. 7. 
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NATIONAL TUBE COMPANY 
Frick Building, Pittsburgh, Pa. 


on. 


Showing approximate amount of 
scale removed from a 20-foot 
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_ "NATIONAL PIPE 


IS MADE BY THE SCALE FREE PROCESS 


When writing to Advertisers please mention Mitt SupPiies. 
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You Can Always Recommend 


Joule Values 


TO DO THE WORK 


fg eed 
~LEF REQUIRED OF THEM 
BRONZE STEEL 
WHITE STAR GATE RISING STEM 
VALVE GATE VALVE 





Monel Metal working 
parts. 400 lbs. working 
to 200 pounds. Powellium steam pressure. 750° EF. 


Steam working pressure up 
Nickel Disc. Sizes '4 to 3”. Total Temperature. 


Your customers will appreciate your 
having POWELL VALVES on hand 


THE WM. POWELL CO. 


Dependable Engineering Appliances 





Cincinnati, Ohio Fig. 3416 
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JI, Used the World Over 


From coast to coast and in distant parts 


fj of the world, ““The Cincinnati’ Portable 


— Electric Drills, Grinders and Buffers have 
fou eae : la done their work for the past twenty-four 
a \inamescil) years. In great metal and wood working 
—_—) plants, machine shops, garages and repair 
shops, they are on the job steadily, speed- 

ing up production and keeping down costs. 





Their dependability has won them the 
respect of an army of mechanics, who 
want tools they can be sure of. 

Complete catalog sent on request. 

Sent on trial 
“They stay on the job” 


The Cincinnati Electrical Tool Co. 


Madison and Edwards Roads 
Cincinnati, Ohio 





service Stations—New York, Philadelphia, Pittsburgh, Chicago, 
Cleveland, Detroit, New Orleans, San Francisco, Los Angeles, 
Porthind, Seattle. for Tis it ae hi ‘avy work 


T mo} aha nt "hea cage with and without feed 
a. = arious types 
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ONWARD AND UPWARD—PROGRESS 

It is no uncommon occurrence to receive news that 
a mill supply house has moved from its former loca- 
tion into ‘new and more spacious quarters,” where 
the company is in better position to meet the de- 
mands of an increasing business. A single mail de- 
livery during the present month brought to MILL 
SUPPLIES news reports of two such changes, and 
within the month we have been invited to attend 
the opening of one large new warehouse building, 
and have received word of the merger of two prom- 
inent distributing organizations. Ever upward and 
onward seems to be the story of the mill supply 
field. It is a continued march in the direction of 
progress. 

Only the other day we had occasion to glance 
over some statistics about one prominent southern 
mill supply house. Its history showed that exactly 
two decades ago it has started in business with less 
than 10,000 square feet of floor space, and in that 
short space of one score of years has progressed to 
the point where today is occupies eleven times as 
much space as in its original quarters. 

The story of this one house illustrates what is 
true about most of the reliable old distributing or- 
ganizations in the field today. It portrays the true 
character of the mill supply business, proving better 
than anything else how the service stations of the 


industrial field in the United States have kept pace 
with the expansion of industries. 

Some, who may not be conversant with the true 
facts about industry, may immediately draw the 
conclusion that the business of selling mill supplies 
must be an easy one, and that it certainly is one 
which brings a grand reward. 

Those who have made a study of the real facts 
know that there is a different interpretation of these 
stories of expansion. The truth of the matter is 
that by the very nature of the business organizations 
which by their inherent strength have been able to 
overcome the vicissitudes of this very complex busi- 
ness, have been forced to expand. To be real service 
stations, which can meet the pressing demands of a 
wide variety of industries, requires tremendous in- 
vestments in capital and stock. Those companies 
which could not meet the demands soon fell by the 
wayside, or continued to be minor factors in their 
territories. 

The expansion of small mill supply houses in 
many instances has been largely due to the increas- 
ing industrial importance of the territories which 
they selected to serve. Then there arrived a con- 
dition in some sections, where, because of the neces- 
sarily narrowed territories, there was but one 
direction of growth, and that was in merging with 
a strong competitor. 

There is every indication that as time goes on, 
there will be many noteworthy changes to strengthen 
the system of mill supply house distribution. The 
impetus which has been given in the past few years 
to the development of hydroelectric power plants is 
bound to result in far-reaching alterations of the in- 
dustrial map. With the location of new factories 
in sections which will be served by the new power 
sources, there undoubtedly will come a need for 
stronger supply houses in some sections, an addi- 
tional narrowing of territory for some houses in 
older sections, and a consequent 
mergers. 

There are certain cities in the United States which 
at the present time have more than their proper 
proportion of mill supply houses. Time is bound to 
eliminate some of them, because a condition of ex- 
cess competition for business cannot fail to have its 
effects. 

Recently an executive of one of the largest mill 
supply companies in the United States stated that 


need of more 
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his plans called for a gradual reduction of the terri- 
tory which he would attempt to serve, until within 
a comparatively short time, he would depend en- 
tirely upon what he now terms his “city trade.” 

What is going to be the result when this intensive 
cultivation of the prospects closest at hand becomes 
a more general rule? In the case of the house in 
question, it seems improbable that, with its large 
resources and knowledge of the business, it can fail 
to entrench itself even more solidly than at present 
in the minds of industrial buyers in its own com- 
munity. What are its competitors going to do? It 
would appear that some of the weaker sisters would 
have to begin to take note now of the changes that 
are bound to come. Those which place themselves 
on a firmer foundation now are most likely to avoid 
the necessity of fading into the background later on. 

The first quarter of the present century witnessed 
most amazing strides in the development of produc- 
tion facilities of American industry. The second 
quarter, now in its infancy, is certain to bring more 
emphasis on the eflicient development of distribution 
facilities. The industries have reached a point where 
they can produce enormous quantities of goods with 
remarkably low production costs. They have before 
them the problem of how to get their products to 
the consumers at the lowest possible cost. In some 
industries, the solution is more difficult than in the 
mill supply field, for there is an additional step 
necessary in the flow of goods from point of produc- 
tion to point of ultimate consumption. In the mill 
supply field, however, there is one certain and eco- 
nomical method of distribution, from manufactur- 
ers to mill supply houses, to consumers. 

The problem from now on is not so much to sell 
the general idea of distribution through mill supply 
houses, as to bring the mill supply houses themselves 
to a realization of their own needs. Progress must 
continue upward and onward, with stronger houses, 
which means “better business” organizations domi- 
nating the field. 





THE POSTAL SITUATION 

It is deplorable that recent advances in posta! 
rates were made without proper knowledge of de- 
partmental costs, or reasonable consideration of the 
results almost certain to exist under the new rates. 
Post office employes received increases in salary, and 
President Coolidge demanded that 
vide the money. 


congress pro- 
The post office department reported 
an apparent, but not a real deficit. Under its method 
of bookkeeping government mailings aggregating 
$15,000,000, free-in-county mailings approximating 
$7,000,000, and the free or under-priced mailing of 
the printed output of various associations and privi- 
leged classes should have been deducted from the 
cost of operation as related to rates of mail users 
paying on a basis truly profitable to the department. 

The witnesses who appeared before the committee 
represented the leading business houses of the coun- 
try, and their testimony can be summarized in the 
statement that the rates are too high; that they are 
prohibitive in character; that they are doing a tre- 
mendous amount of harm to American industry; 
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that mailings are being curtailed and abandoned; 
that in some instances business is being destroyed ; 
that in all, it is being hampered. 

The figures from the post office department show 
clearly that from the standpoint of the government 
the increased rates have not only failed to produce 
the needed revenue, but by their prohibitive char- 
acter have jeopardized and are tending to destroy 
the very purpose for which the United States mails 
are maintained. 

The post oflice department was not intended pri- 
marily as a money maker. It was founded as a 
service to the country, as can be noted in the parcel 
post and air mail service. Under the increased postal 
rates the last six months of 1925 revealed the mails 
were short 721,000,000 pieces, and that that period 
covered the most prosperous period in our history. 
This result was produced largely by the increase in 
the rate on private mailing cards, and the two-cent 
service charge on parcel post packages. Second- 
class mailing charges are not only outrageously high, 
but are restricting to a fatal extent the distribution 
of business papers. Business demands a return to 
the 1924 rates on first, third and fourth class mat- 
ter, to the end that a greater volume be produced, 
thus securing a lower cost on each piece of mail 
matter carried. The rates now in force have failed 
of their purpose and brought disastrous results to 
business generally. 





BALANCED STOCKS NEEDED 

Everybody knows that the mill supply business 
is one in which it is necessary to carry a wide var- 
iety of sizes and styles of products, often complete 
stocks of several competing lines. The work of 
simplification, that has been progressing during the 
past few years, has brought a large reduction in 
the number of items of many lines carried on the 
shelves of supply houses. Even when the point is 
reached which simplification cannot go, 
there still will remain to the supply trade the very 
grave problem of how to keep a balanced stock. 

Within the past few weeks the Walworth Com- 
pany has announced to its dealers the results of a 
very careful analysis of the problem of turnover on 
cast iron fittings. As a result of its merchandising 
studies, this manufacturer has come to the conclu- 
sion that no matter what the trend of business in 
the fittings line may be, the proportion of size to 
size or size to total remains fairly constant. It has, 
therefore, drawn up a list of cast iron screwed {fit- 
tings, fixing a value of $9000 on the stock, and show- 
ing in definite proportionate quantities the actual 
number of pieces which represents the normal de- 
mand upon a stock. This manufacturer found that 
in a stock of cast iron fittings representing an in- 
vestment of S98000, the normal demand would 
require almost exactly 5700 one-inch elbows, and 
but two ten-inch cast iron screwed elbows. For 
those jobbers whose business required larger invest- 
ments in stock, the proportion of inventory to the 
Walworth list would remain the same. 

It would seem that if a balanced stock list can 
he accurately drawn in as complex a line as cast 
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iron fittings, where the sizes, variations and styles 
run into thousands of items, a similar list can read- 
ily be drawn for many other lines which are carried 
in stock by supply houses. 

There is one mill supply house whose ‘frozen 
stock” is valued at upwards of a hundred thousand 
dollars. There are probably many others who are 
relatively as badly off. Isn’t it quite probable that 
the cause is largely a lack of knowledge of the proper 
balance of stock? Certainly if in fittings there is 
a proportionate demand for 5700 elbows of a one- 
inch size to two of a ten-inch size, it is easy to 
see where a jobber, who did not study the require- 
ments of his line, could carry an excess of the larger 
size, under the belief that he must do it to carry a 
complete stock. 

The day is not far off when one of the expected 
services of manufacturers will be to study the exact 
relationship between sizes and varieties for each 
of their distributors, so that a balanced stock will 
be a minor problem in the supply field. Naturally 
many manufacturers already consider this problem 
one of concern to themselves as well as their dis- 
tributors, but there are still many who, largely be- 
cause they do not have a thorough understanding 
themselves of the proper proportions, do not hesitate 
to sell their dealers a ‘‘complete stock.” A stock 
that is not properly balanced according to the indi- 
vidual dealer’s requirements is certainly not a ‘‘com- 
plete stock” in the true business sense of the word. 





LIQUOR PROHIBITION AS IT IS 


The most important public problem confronting 
the people of the United States today is that of the 
proper regulation of the liquor traffic. It is rela- 
tively unimportant that the federal government, the 
states and cities are losing millions of dollars an- 
nually in license and other fees. It is almost equally 
unimportant if the country as a whole is in a better 
financial position than it was before the passage of 
the Volstead act. 

It is also relatively unimportant that a few hun- 
dred or a few thousand lives have been lost as a 
result of the police killing law breakers, and high- 
jackers and rival bands of illegal traffickers in liquor 
murdering each other. That sounds cold blooded, 
but these killings do not loom very large when com- 
pared with the health and morality of the millions 
of people remaining. 

The recent investigation by congress produced a 
mass of information and misinformation that was 
startling, and possibly only widened the breach be- 
tween the radical drys and the all wets. All through 
the picture presented by the opponents of prohibi- 
tion was the vivid red of bribery, corruption and 
murder, the debauching of homes, especially as con- 
cerned the vounger generation. It is no longer a 
question of whether or not the individual desires the 
privilege of legally buying a drink of wine, beer, 
whisky or gin, but whether or not the manufacture, 
sale and consumption of these drinks can be so con- 
trolled as to result in a minimum of harm to all 
the people. There is neither pleasure nor profit in 
talking the matter over with the radicals on either 
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side, and yet it seems sure that the fairly indifferent 
millions constituting the mass of our people must 
awaken to the seriousness of the situation, and fol- 
low through with a workable plan that will allow 
formerly law abiding citizens to secure a drink of 
pure beer or wine without breaking any law. 

Illicit stills by the hundreds of thousands are 
turning out stuff to drink that is poisonous, and 
badly concocted home brews are being consumed be- 
fore they have time to become properly aged. Poison- 
ous denatured alcohol, colored and uncolored, is 
everywhere, and the profits in its sale are so great 
that bribery and corruption of police and other 
officials is a stench in the nostrils of every decent 
citizen. It is beginning to be believed that no amount 
of money spent by the federal government can ever 
really enforce the Volstead Act. 





MEET YOUR SOUTHERN DEALERS 

All aboard for Saint Louis. We have the state- 
ments of the oflicers of both the Southern Supply 
and Machinery Dealers’ Association and of the 
American Supply and Machinery Manufacturers’ 
Association, that the so-called “industrial capital of 
the great Mississippi valley” is to be the mecca for 
mill supply dealers and manufacturers on May 18th, 
19th and 20th. The reservations received to date 
by the Hotel Statler indicate that the diligent work 
of the secretaries and committees of both associa- 
tions has met with a hearty response on the part of 
the members, and there is vet time for many others 
to make plans for attending this important get-to- 
gether. 

As has been pointed out in MILL SUPPLIES on 
many occasions, the yrowing industrial strength of 
the southern states is making the southern mill sup- 
ply dealers more and more important as distributors 
of mill supplies and allied lines. Yet, because of the 
distance from the sources of supply, many of these 
dealers do not have the opportunity of receiving 
frequent visits from the executives of the manufac- 
turing organizations whose products they sell. The 
annual convention is often the one yearly opportun- 
itv for injecting that always important personal 
touch into their business relations. Those manu- 
facturers who are looking to the south’s industrial 
expansion as a coming field for additional business, 
cannot afford to overlook this annual opportunity to 
cement their friendships with their dealers, and to 
acquire new acquaintances among the latter. 

Saint Louis is itself a great industrial city, and it 
would seem that almost every manufacturer of mill 
supplies can find occasion to take advantage of this 
opportunity to transact some business of import- 
ance within the city, and at the same time be on 
hand for the mill supply convention. 

For all who plan to attend the convention, we have 
one final plea: Don’t forget to ask for a convention 
certificate when buying your ticket to Saint Louis. 
You may reside only a short distance away from 
that city, and the saving of one-half fare on the re- 
turn trip may be of slight concern to you, but an 
extra certificate may help some other convention 
guest to make a very substantial saving. 
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“We wish to take this opportunity to thank you for the splen- 
did co-operation that you are giving us in the sale of the Mechanical 
Rubber Company's products. We have never done business with 
any concern that has given us as much real co-operation and sales 
help as your company gives us. Your salesman in this territory 1s 
a mighty good man and is of great assistance in helping us sell your 


products and our sales force is always glad to work with him. 


“We consider the Mechanical Rubber Company's account the 
most valuable that we have and since taking it on, our sales have 


been continually increasing and our salesmen are most enthusi- 
astic about the line.” 


This is an extract from a letter written 
to us by one of our distributors. A copy of 
the entire letter will be furnished on re- 
quest. 


All Mechanical Rubber Company 
distributors are pleased with our line 
and service—they are more than that, 
they are enthusiastic. Our line is the 
most complete on the market and we 
are always prepared to give all pos- 
sible co-operation and sales assistance 
to our distributors. 


: THE 
MECHANICAL 
RUBBER CO, 
mean 


A complete line of Mechanical Rubber Goods for Every Industrial Need 


THE MECHANICAL RUBBER COMPANY 


Cleveland New York 
“WE BACK THE DISTRIBUTOR” 
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Co-operation Keynote of 
Atlantic City Convention 


First Gathering of National Supply and Machinery Distributors’ 
Association Under the New Plan Was an Unusual Success in Many 


Ways—Members Unanimously in Favor of Proposal to Organize 








Local and Regional Associations Throughout the United States 


When a boy becomes a man, he is presumed to have 
arrived at that period of his life when no longer should 
he think as a boy. The National Supply and Machinery 
Distributors’ Association has just celebrated its twenty- 
first birthday, and in a manner befitting its arrival at 
that age of maturity. The 


and spoken in but a single word, “Co-operation.” From 
start to finish, the convention demonstrated that there is 
a new spirit abroad in the mill supply field, and that 
the near future will bring a closer harmony in the re- 
lationship between manufacturer and distributor, and 
between distributor and 





celebration was staged at 
the Ambassador Hotel, At- 
lantic City, on Monday, 
Tuesday and Wednesday, 
April 26th, 27th and 28th, 
and if there be any mill 
supply man who failed to 
recognize any important 
change in the manner of 
thinking of this twenty one 
vear old association, it was 
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The most important ac- 
tion taken at the conven- 
tion was the adoption of 
a resolution, urging the 
formation of local and sec- 
tional organizations 
throughout the United 
States. This action was 
taken at the suggestion of 
George Puchta, president 
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because that man didn’t at- 
tend any of the business sessions during the three days’ 
period of the convention. 

There are times when visitors come away from con- 
vention gatherings with one or two ideas to what 
were the important accomplishments, but it was a simple 
matter for all present to grasp and carry away with them 
the keynote of this, the twenty-first convention of this 
great mill supply organization. This note 


as 


was written 


of the Queen City Supply 
Company, Cincinnati, and the oldest living past presi- 
dent of the National Association. Mr. Puchta expressed 
the belief that something more is necessary in the mill 
supply field than the associations are at present doing. 
He believes that more frequent group meetings are es- 
sential in order to provide a better working basis. 
Another important resolution adopted was one favor- 
ing the passage by congress of the pending Kelly-Capper 
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bill, which 
prices. 

The third resolution recommended that the standard 
invoice form as advocated by the National Association 
of Purchasing Agents, should be adopted by members 
of the National Supply and Machinery Distributors’ 
Association, wherever practicable. 

Interwoven with the discussions at the convention, 
and this was equally true in those informal lobby gather- 
ings and room sessions, was a distinct appeal for a broad- 
ening of mill supply association activities. Manufac- 
turers made it evident that they would like to have one 
big gathering a year at which they could meet all of 
their distributors, and there was plenty of enthusiasm 
expressed at the suggestion of W. C. Allen, of the Black 
& Decker Manufacturing Company, who favored the up- 
building of the national mill supply association along the 
lines of the Automotive Equipment Association. 

The exhibits, featured for the first time at a mill sup- 
ply convention, and one of the important parts under 
the new associate membership plan of the association, 
indicated beyond a question of doubt that, if properly 
supported, meaning that if sufficient time were provided 
for planning the exhibition, and if there were more 
definite time allotments for distributors to view the ex- 
hibits, the show portion of the convention could be made 
a very alluring feature each year. As it was, in spite 
of the very brief time that was allotted for organizing 
the exhibits, Chairman Fred S. Durham and the other 


would legalize the maintenance of resale 


May, 1926 


members of the exhibit committee did a very fine job. 
Thirty-four associate members took advantage of the 
opportunity to display their wares, and while the exhibits 
were not elaborate, in keeping with the policy adopted 
for this first show, they were a credit to both the com- 
mittee and to those exhibiting. 

The entertainment features included a banquet, an ex- 
hibition of swimming and diving by the Ambassador 
Girls Swimming Club, and an informal dance. These 
constituted the formal end of the entertainment, but the 
board walk, the nearby golf courses and the innumer- 
able attractions of the world famous pleasure resort 
provided sport and exercise a plenty for those who pre- 
ferred to arrange for their own convention fun. 

The reelection of President B. H. Ackles to serve a 
third term was an evidence of the popularity of the new 
plan of the association, under which those manufac- 
turers who support the distributors are invited to become 
In addition it attested Mr. Ackles’ 
own popularity with the members of the association. 
Mr. Ackles now becomes the second president of the 
National Association to have been elected three times, 
this honor having been conferred previously upon H. W. 
Strong, Strong, Carlisle & Hammond Company. 

The convention did not express a preference for next 
year’s convention city, although it is evident that there 
is a large element in favor of a meeting at the same 
time and place as the Southern Supply and Machinery 
Dealers’ Association. 


associate members. 








Business Reported Good at Opening Sessions 


Mill Supply Distributors and Manufacturers Are ( ptimistic Over Future 
Business Conditions— Many Testimonials to Value of the Supply Houses 


President B. H. Ackles formally opened the convention — facturers 
Monday morning In addition 


interested in disposing of their products throug! 
to extending a cordial the distributors of the country. We have tried to make it 


welcome to the manufacturers and distributors present, Yer) plain that we had no quarrel with the manufacturer who 


Mr. Ackles extended a welcome to Mrs. George Puchta, Pelieves it to his advantage to sell direct to the consumer 
1 1 . . . . . Suc nanufacturers lave our best Wishes. We honor them 
who attended the opening of the convention. Following > : : : : 
' , ° ‘ ; ° 1 for having a policy, and we have far more respect for a 
these remarks, the entire group joined in singing the : 


manufacturer who has a policy and who adheres to it, than 


chorus of “‘America,.” and President Ackles delivered 








or one who has no policy except that of turning goods out 
his annual address as follows: of his factor) and then disposing of them without any fixed 
PRESIDENT ACKLES’ ADDRESS nethod of distribution. 
. . , During the war years all the brains of the commercial 
Our a ciation a reacne t rity i! I think you om 4 “ a, : 
' es er ge eagle life of the United States were concentrated upon one problem 
zi j ; productio1 ind t problem was solved. In fact many of 
eas ge inu ‘jend ay that this great country of 
, ce . na at ! yoard during ours ¢ Oo ce all tha s needed, but a reat deal 
ssa slip eres Er ee more in ¢ be consumed by our present domestic 
Pp siti ‘ : Il ip : : : iter car ne¢ i! export possibilitie . Since e termination of the 
, e ae it , ae ba ! war we have had with us another problem, namely, distribu- 
reaniz , riter I: disk et r official boar t tion. 
tp 
a ; ; =) se ; In the mill s ipply indu try we have been floundering 
rour The apparent desire of manufacturer eemed to 
ined eb Of Er a be to secure sufficient orders to run their plants at full 
: i =ACCU : , 4 waited our ela capacity , and it 1 ad to relate that in the effort to vratifys 
CLUFerS, al | ra at at desire many abuses and unethical practices crept into 
ve ¢ ves of manufacturers together, maki! the distribution of mill supplies. 
niet geet ag athe tin ee salibeotecs ee Manufacturers and distributors alike apparently believed 
si yeaa vrs ito = that volume would cure the ills of the post-war period, and 
: sag — a ees " i all being actuated with this same motive, profits were in 
— nany cases reduced to the vanishing point. 
\ _ at No neeting of | The correspondence I have had during the past four or 
weal on ne oe tae os laws was ap five months convinces me that with the establishment of ou. 
‘sie pilin enacted Db mail vote of the mem associate membership, we have laid the foundation for a 
‘ x) Pall, selecslabe bs OF tne stint eect oF manufacturers to out structure which should be of inestimable value to the in 
ociation as associate members. dustry. The manufacturers and distributors occupy a common 
The official board set up one requirement, that invitation plane and the problems of one are the problems of the other. 
ciate men bership should only be extended those manu You manufacturers are interested in having your products 
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placed in the hands of the consuming trade in an efficient, 
economical manner, and you are likewise interested in having 
your distributors conduct their business on a profitable basis. 

We distributors are anxious to perform efficient service 
for you manufacturers and for our customers, and we realize 
full well that while we represent prosperous manufacturers, 

much more fortunate than when the 
in a comfortable financial condition. 


we are manufacturer 


is not 


NEED OF COOPERATION ON SIMPLIFICATION 


During the past year I have attended four meetings of the 
division of simplified practice of the Department of Com- 
merce, Washington, D. C., working with Mr. Hoover’s plan- 


ning committee, consisting of representatives from the 
government, manufacturers associations, distributors’ as- 
sociations, national association of purchasing agents and 


others. 
A number of lines in the mill supply field have been simpli- 


fied. Most of our manufacturing friends have been pleased 
to work with the department in an endeavor to eliminate 
slow moving items from their stocks as well as from our 


field have 
committee up to the point 
simplification, and at the last minute 

simplification, intimating that they 
operate their own business without cooperating 


stock Other manufacturers in the mill supply 
met and worked with the planning 
of adopting would 
wished to 
with 
This, of course, is very disappointing to us 
mill supply distributors, and is not a cooperative 


decide against 
other 
manufacturers. 
pirit on 
the part of the manufacturers. 
program will have 
and accomplishments of the 
the past year. 


Later in our you a complete report on 


Department of 


the activities 


Commerce 


CANNOT COOPERATE TOO CLOSELY 


I am convinced beyond the shadow of a doubt that the 
: turer so closely 


distributot 


woven 


uccess of the manufac and are 
intimately inter 
too closely. 


connected ana that we cannot co 
operate 


done 


I wish to particularly draw your attention to the work 





by the association in connection with the overhead expense 
researc report the collection of delir quent accounts and the 
SCal L, Lil ul I Cl qu Me AaACCOUT aAll¢ Lilie 
national clearing house bulletins. 
With this convention we have inat one feature 


vhic an experiment; that is an exhibition of new good 


oclate members 


Th i 
our as 


All 


have been extended an opportunity 











to participate in the exhibition, and as you have notice H 
large number have taken advantage of the opportunity It 
is 1 earnest hope that vou will give careful attention to 
rious displ we are very certain that you will 
mfitable tine imong then 
ight together at this time for the purpose o 
proble renewing friendships an 7 ne new 
our conventions as being mat ( Tain 
ve err if too emphasis is placed upon 
any one feature. In our business sessions, we should earnest 
iV al ankly diseu our common prod nd endeavor 
to ar) ea sat acto solutions of them. 

Out ( e busine ssions, our convention ve us a 
excellent opportunity or individual conference betwee} 

al etul ind distributo) 

W ( f oul Or wmournment irrive D it every 
one it ittendance will le to ry % ecured 
a ere deal of knowl e ane orm , ! 
liberat Ol an f ) ey ft it e " est »] ¢ ly ) ee re] 

t ! \ ( vill be o lue 

»>m our convention not o1 ly a celebra 
101 ) e Cl ple on of another year’ work by the issocia 
ion, bu Iso a post-graduate school of distribution and an 
eX ition o ew goods and conference headquarters. 

\s we are here assembled, let each and every one speak 
for himself. We have ample time for discussion and so as 


topic is presented, 
and that your 
member and ask 

During the 
beatin 


I ask that it be 
chairman be 


him to 


thoroughly discussed, 
not required to single out 
participate in the discussion. 

the executive committee and ad- 
board have been extraordinarily active, and at 
time I express my gratitude for the very loyal support they 


an) 


past year 


lave extended me as president of your association. 
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Following the presidential address, Secretary-Treas- 
urer George A. Fernley presented his annual report as 
secretary, substantially as follows: 


SECRETARY FERNLEY’S REPORT 


Time and again during the past twenty years, it has been 
demonstrated that the prosperity of the distributor and the 
well-being of the manufacturers are so closely interwoven 
that one cannot suffer without the other being affected ad- 
versely, and during the periods when the factories are able 
to show a profit the distributors of the country have also 
made money. 

It is, therefore, evident that the interests of the producers 
and distributors in the industry are interdependent and that 
such problems as over-production, hand-to-mouth buying, etc., 
are as important to one as to the other. 

A realization of this fact on the part of our executive 
committee resulted in a recommendation to the membership 
at large, to invite those manufacturers primarily interested 
in dealer-distribution, to affiliate with us as associate mem- 
bers. 

This new plan has met with very general approval as is 
amply evidenced by the attendance at this convention. 


EFFICIENT AND ECONOMIC DISTRIBUTION 


It has been gratifying to note during the year an in- 
creased willingness on the part of an increasing number of 
important manufacturers to recognize the value of the serv- 
ice performed by the distributor. Theorists and demagogues 
have in the past attempted to gain the plaudits of the con- 
sumer by urging the elimination of the middleman, and 
would you believe it economical for the manufacturer 
to sell direct to the consumer. 

The report of the committee on methods of distribution of 
the National Distribution Conference, prepared after months 
of exhaustive examination and inquiry into the whole « 
tion of distribution, the 


tatement: 





have 


yues- 
contains following highly signifi- 
cant 

“The middleman, who is often blamed for taking too large 
a portion of the consumer’s dollar, is performing a necessary 
function, which 
he is eliminated, so that the expense remains.” 

The impartial judgment of the committee which included 
in its members retailers, manufacturers, operators of chain 
house-to-house selling and co-op- 
organizations should carry great weight. We 
further f report of the committee as follows: 

middleman system of has 


‘The 
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middlemen are abie to perform the 


tores, mail order 


erative quote 


rom the 


marketing developed fon 
the simple reason that 
marketing function 


ildlemen achieve economies in 


ix performed by some other agency even if 


in the most economical and effective 


two principal ways 


they acquire skill in performing marketing function 
through specialization and achieve economies by combining 
products mai lifferent producers and manufacturers. 
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term ‘eli ation of middleman’ is slig] ) 
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middleman is 





because wl a so-ealled 
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ing, 
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producer, oO} omeone else, has to undertake 


previously performed by the eliminated mi 





Our system of distribution is built upon the 
formance of a necessary service and will endure despit 
ttempts of theon o undermine it 

Quite frequently we are illed upon for information by 
members with reference to various problems in connectio1 

h the conduct of their business, and we find one of the 
CAUSE f much price den lization e compensation of 
alesmen on the basis of volume sold and not on profi 
ecured We desire to draw tl condition to the attentior 
of our members, with the suggestion that they give it con 

eration. 


PRAISE FOR TRADE PRESS 

The trade 
of all connected \ 
indebted to periodicals 
they r 


Hand-to-mouth buying, or as it 


press is a constructive force in the educatior 
ith the our 


connected with the 


assoclation 


business, 
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ervice onder. 


t has recently been terme 
has increased the expense of doing busi 


ness, particularly as for small 


“niecemeal buying,” 


orders 


lots and for parcel 


industry for the 


i 
{ 





May, 1926 
—_— 


a 


_, = 






in the Dodge Foundries 


ASTINGS are not “just iron.” A casting that will give satisfac- 
tory results in one place may be wholly unfitted in another. 
A pulley casting that looks good is generally accepted as being good. 
While it is not our intention to sacrifice appearance, we realize that 


the element that controls the service a pulley will give, is something 
that is not visible. 


That which causes the arm to snap or a section of the rim to jump out 
when the pulley is subjected to a sudden shock is something we call 


“internal strain.” Iron expands with heating. The higher the tem- 
perature the greater the expansion. 


Consequently the lower the temperature at which a pulley can be 
poured consistent with good foundry practice, the less contraction, 
and naturally the less danger from “internal strain.” 

The men in charge of Dodge foundries have had years of experience. 
They know at just what temperature a mixture should be poured to get 


the best results. Each pound of iron poured into a casting is mest 
carefully watched. 


This practice in our foundry is a strong sales argument in favor of 
Dodge iron products, over competitive products, which are made in 
foundries doing a jobbing business, and where no attempt is made to 
standardize production methods to meet the requirements of the serv- 
ice each product is supposed to perform in the field. 


Dodge foundry methods guarantee Dodge products to do the job on a 
day-in-and-day-out performance basis. 
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To meet all conditions 
to which transmission 
castings are subjected, 
we feel it is necessary 
to have at least four 
distinct foundries. At 
the right is the hanger 
foundry. 


























The pulley foundry, on 
the left, is under the 
direct supervision of a 
man, who before tak- 











ing charge, worked as ; 
a molder, making noth- ' 
ing but pulleys for 


twelve years. 
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23,040 square feet of 
floor space! This foun- 
dry is used for “Big 
Jobs.” The equipment 
consists of two cu- 
polas, moulding pits, 
cranes, hoists and the 
modern foundry facili- 
ties for the production 
of special machinery. 
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Branches: 
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Boston 
Newark 
Philadelphia 
Oneida 
Cleveland 


Cincinnati 
Athanta 
Houston 

st. Louis 
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San Francisco 
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530 Fioor Sw eeping Brush (‘‘Oid 
Faithful’’). Made of special mixed 
hair body high grade horse hair 
casing Especially recommended 
for smooth and slightly rough 
floors. Can be furnished in widths 


from 12" to 18 


Longer-Wearing 


Floor and Bench Brushes 


The economy of Osborn Floor and Bench 
Brushes lies in their longer-wearing 
qualities. 


Wherever these brushes are used they 
show a marked decrease in the yearly 
brush expenditure. 


Osborn brushes do better work, quicker 
and easier work because they are 
especially designed and constructed 
of the right materials for the job 
intended. 


The Osborn trademark is the assur- 
ance of brush economy and satisfac- 
tion—and has been for the last 30 years. 


Tit OS80RN MANUFACTURING LOMPANY 
Cleveland, Ohio 


5401 Hamilton Ave. 
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640 ‘‘Heavy Duty” Floor Brush. 
Made of select Palmyra Fibre— 
staple set. Large flare on sides and 
ends makes sweeping faster—very 
food for factories, garages, side 
walks or any heavy duty work. 
Widths, 14" to 30". 





16 ‘‘Black Bird’? Floor Brush. 
Made of pure black horse hair 
staple set A high grade 


Widths, 14" to 24". 


brush. 





421 Counter or Bench 
Duster. Made of Mixed 
Grey Hair—staple set 
Length of hair 2°.” 
overall Jength 8" 





984 Floor Brush. Designed 
for use with floor sweeping 
compounds A stiff fibre 
center gives cutting effect 
and body to the brush. The 
casing, made from extra 
stiff pure black horse hair, 
picks up fine dirt. Widths, 
399 Factory Bench 14” to 36", 

or Machine Duster 

Made of Grey Tampi- 

co Fibre—staple set 

Length of fibre 2” 

overall length 10’. 





656 Counter or Bench Duster. 
Made of pure Black Horse Hair 
stapleset Lengthof hair 24%” 


overall length 8". A moderate 
price brush for factory or office 
use. 


A BETTER WEARING BRUSH FOR EVERY USE 


When writing to 


Advertisers please mention MiLt Supp.igs. 
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(Continued from page 49) 


post shipments call for an unusual amount of labor, packing, 
detail, ete. 

Some members have endeavored to overcome this expense 
to a degree by carrying their own parcel post insurance, 
while still others have added to invoices an item ‘guaranteed 
delivery,” and lumped in this the postage and insurance, plus 
a service charge based upon a sliding scale depending upon 
the value of the shipment. 

Information received indicates this method of handling 
parcel post shipments, by adding a charge for “guaranteed 
delivery,” is being used quite extensively by distributors in 
other lines, and we believe it is worthy of the serious con- 
sideration of our members who are not at present following 
some such method. 


THE RIGHTS OF SELLERS 


Court decisions during the past year have placed additional 
emphasis upon the rights of manufacturers to supervise the 
distribution of their products. The United States Supreme 
Court several years ago in the celebrated Beech Nut Packing 
Case distinctly stated the seller has a right to sell or to re- 
fuse to sell as he sees fit. 

In December we sent to our members an opinion prepared 
for us by Felix H. Levy, Esq., commenting upon the recent 
important decision of the United States Circuit Court of 
Appeals in the case of the Federal Trade Commission vs 
The American Tobacco Co., in which the court not only re- 
iterated previous decisions to the effect that a seller has a 
right to refuse to sell to a buyer who has cut the prices 
suggested by the seller, but that a seller has the right to 
refuse to sell to a buyer where the buyer has cut prices 
fixed by a trade association. 

It is to be observed that in so doing the court did not 
sanction the right of an association to fix prices, for that is 
clearly unlawful; but in spite of such unlawful act upon the 
part of the association, the court upheld the right of the 
American Tobacco Co. to refuse to sell to dealers who had 
cut the prices, which had been fixed by the Wholesale To- 
bacco & Cigar Dealers’ Association of Philadelphia. This is 
the most important decision with regard to this matter that 
has been rendered since the decision in the Beech Nut Case. 
It firmly fixes the right of a seller to refuse to sell to a 
buyer who has cut the price suggested by the seller, and 
it does so upon a stronger basis than has ever been declared 
by the courts. 

NET PROFITS 


Speaking generally, the volume of business during the past 
twelve months has been fair, but orders for small quantities 
and keen competition have reduced the gross margin obtain- 
able close to the overhead. There are certain factors which 
have brought about this condition among which are: 

First—The general thought prevailing that volume should 
be obtained without thought of net profit. 

Second—The fact that the productive capacity of the in- 
dustry has been increased far in excess of the consumptive 
ability of the country, which coupled with the increase in 
transportation efficiency has made is unnecessary to carry 
large stocks. 

Third—The competition of manufacturers with their cus- 
tomers, the distributors, which competition is unethical, un 
economical and expensive. 

The time has arrived in American business when less 
thought should be given to volume, and when we should bend 
every energy toward the securing of a net profit. The over- 
head figures collected by our research bureau indicate that 
in comparison with other lines of distribution our members 
are functioning in an extremely efficient, economical manner, 
and frankly speaking, we believe there is little room for a 
further reduction in overhead expense. 


AMENDMENT OF ANTI TRUST LAWS 


In accordance with the resolution passed at our last con- 
vention, your office in co-operation with Hon. Felix H. Levy, 
Esq., has been using its best efforts to secure the amend- 
ment of the anti trust laws so as to permit agreements of co- 
operation between merchants. 

A large number of trade and commercial organizations 
have followed the lead of our association in this matter, and 


during the past year several prominent industrial leaders, 
including Judge E. H. Gary, have emphasized the need for a 
revision of the federal trust laws. 

At the sessions of the National Distribution Conference 
in Washington, great interest was shown in the question of 
resale price legislation, and also in the broader question of 
amending the anti trust laws so as to permit reasonable and 
sensible agreements of co-operation. Although no definite 
action was taken thereon by the National Distribution Con- 
ference, it was evident that the subject is one of great im- 
portance and is receiving widespread attention. 

It is pleasing to note that recent decisions of the United 
States Supreme Court and of other federal courts are mani- 
festly in the direction of a more liberal construction of the 
anti trust laws, so as to permit business men to co-operate 
more freely than was previously possible, but this does not 
mean that competitors are immune from prosecution if they 
enter into price agreements; in fact recent actions by the 
Department of Justice indicate emphatically that such is 
not the case. 

Our overhead expense research report, which will be pre- 
sented to this convention, contains considerable interesting 
and valuable information. The annual overhead expense 
reports of our association are of increasing interest to our 
members, and during the year we receive numerous requests 
for additional copies of the report and for information on 
various points. 

As our members are aware, some manufacturers in sug- 
gesting resale prices are apparently not well informed re- 
garding the expense of distribution, and do not provide a 
margin sufficient to cover the expense involved. Our overhead 
expense reports are of real value as indicating to such manu- 
facturers the cost of the service performed by the distributor. 


ELIMINATION OF UNPROFITABLE LINES 


To an increasing degree our members are eliminating un- 
profitable lines, and we believe manufacturers generally are 
realizing the importance of making the sale of their prod- 
ucts attractive from a net profit standpoint. 

During the year we have continued to actively co-operate 
with the department of simplified practice of the Department 
of Commerce. President Ackles has attended several confer- 
ences in Washington of the advisory committee of the divi- 
sion, and real work is being accomplished. As we have ad- 
vised you from time to time, various groups of manufac- 
turers have completed their simplification programs, and the 
number of lines simplified is constantly growing. Our mem- 
bers can greatly assist this work by constantly drawing it 
to the attention of manufacturers whose lines contain un- 
necessary sizes, styles and varieties, and in view of the 
manifold advantages of simplification, we urge our members 
to do this. 

In this connection, we would also draw your attention 
to the fact that in connection with certain lines, simplifica- 
tion is being blocked through the obstinancy of one manufac- 
turer, and in such cases considerable pressure can be exerted 
to good advantage by our members in urging such manufac- 
turers who for one reason or another refuse to co-operate, 
to do so. 

Your officials during the past year have considered ad- 
vising your members where simplification programs have 
been blocked by certain manufacturers, but to date we have 
not taken this action although we know of no reason why 
this should not be done. 


INSIST ON CASH DISCOUNT 


Our efforts of many years to induce all manufacturers to 
allow the usual and customary premium of 2 per cent for 
cash, have been continued during the past year. It is pleas- 
ing to report that one group of manufacturers did, during 
the year, temporarily reduce the cash discount, but after 
they had fully ascertained the views of their customers on 
this question, they decided to reinstate it. Our association 
is on record as urging its members to strictly observe the 
terms surrounding the allowance of the 2 per cent cash 
premium, and also in insisting upon the observance of terms 
by their customers. 

During the past twelve months we have continued the serv- 
ice of assisting members in the collection of delinquent ac- 

























































CHICAGO, ILL. 14-16N. Franklin Street 
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The Williams Line of 
High Grade 


LEATHER BELTING 


COCHECO 


Every inch of leather = in Cocheco 1s 
choicest oak tanned, cut from the center 
of the butt. It is absolutely free from 
belly or shoulder leather, 1s strictly short 
lap, of heavy natural weight and fully 
suaranteed. 


DEFIANCE 


\ good, heavy belt for straight drives 


and for even steady strains. Made 
from Care fully selected side stock 
leather. Strictly short lap, pure oak 


bark tanned and made up with the same 


. P 947° y ~har 
care as our Cocneco., 


BUCKEYE 


\ very serviceable belt for light work 
mly. It is cut from lower edge stock 

ln ade only in widths up to and in 
luding four inches. Meets the demand 


elt in narrow sizes at reasonable 





CAIRO 
The heaviest and best shoulder belt 
made. \daptable for use On low pow 
ered machinery It is pure oak tanned 
and well and carefully made. The price 
extremely low 


SHEDITE 


Phe most perfect waterproof and steam 
proot belt that belting science and_ skill 
can produce. It is strictly center stock 
belting and can be furnished in Heavy, 
Medium and Light weights 


EviceResults have proven 
‘ow Service Cost of- 


IAMS BELTS 






















Ikach grade of the Wilhams line 
of Leather Belting is designed and 
built to give maximum service 


under given conditions. 


The materials used are the best 
obtainable; the processing of dem- 
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counts. During the past year we have placed with us a 
large number of accounts and the reports received indicate 
that between 60% and 70% of such accounts have been paid, 
as a result of our letters, direct to the member interested 
without the annoyance, expense and delay connected with 
collection through an attorney. This service is rendered 
without charge and we trust our members will constantly 
use it. 

At frequent intervals during the year we have issued 
bulletins listing overstocks held by members and numerous 
sales have been effected in this manner. 

In this report we just wish to mention the 7% x 105s-inch 
standard page size for catalogs which was adopted by our 
association in 1924. 

The American Fair Trade League had introduced at the 
present session of congress by Senator Capper and Repre- 
sentative Kelly, a bill, the passage of which would enable 
manufacturers to lawfully control the prices at which their 
products are resold. Our association has been using its best 
efforts to promote this legislation and it is to be earnestly 
hoped favorable action will be secured. 

Last December we distributed to our membership a card 
on the topic of “Price Cutting a Menace,” and we wish to 
report that your association distributed thousands of copies 
of this ecard, which we believe 


conveyed a 
lesson. 


very helpful 


PLEA FOR ASSOCIATE MEMBERS 


It seems quite appropriate that in this report we should 
advise those new members of our association of the desire 
of the officers to render them every possible service. Our 
associate members have, by affiliating with us, indicated in 
a definite manner their desire to co-operate with our active 
members. Their affiliation with our association entitles them 
to all the advantages of our association, except the power 
to vote, and it will be the object of your office to keep in con- 
stant touch with our associate members throughout the year 
on matters of mutual] interest. 

We trust that our associate members will freely and fully 
use the office of the association and realize that at all times 
your advisory secretary and secretary-treasurer are 
able for consultation regarding selling policies. 

During the year the association emblem has been rede- 
signed and electrotypes are available, without charge, to our 
active and associate members. 


avail- 


TRIBUTE TO PRESIDENT ACKLES 


Our association has been exceedingly fortunate in the se- 
lection of its presidents, and with all deference to the mem- 
bers of our advisory board, we wish at this time to pay trib- 
ute to President Ackles. He has given most freely of his 
time and thought in directing the work of our association, 
and he is responsible for the broadening of our activities, 
which has taken place during the past year. The 
of our advisory board and executive committee 
sponded to the leadership of President Ackles, 
given him most generous support. 


members 
have re- 
and have 


It is my wish at this time to express my appreciation to 
the members of the association for the very hearty co-op- 
eration we have received during the past year. 

At the conclusion of the secretary's report, Fred S. 
Durham, chairman of the exhibition committee, explained 
what the theory behind this year’s exhibit was. He said 
that he and the other members of his committee wanted 
it understood that this was an exhibit in the strict sense 
of the word, rather than a selling show. He invited the 
distributors and other convention guests to examine any 
article at any time at any of the exhibitors’ tables, re- 
gardless of whether there was any attendant 
or not. 


present 
He assured them that there would be no strong- 
arm selling methods employed. Men would be present 
to show the products at least three hours a day. Mr. 
Durham hoped that it would be possible to get an ex- 
pression of opinion as to the type of subsequent show at 
future conventions. 

The first topic slated for discussion was entitled, “The 
Business Outlook As It Relates to the Mill Supply Indus- 


wn 
ur 





try.” The first man called upon was W. R. Simpson, 
vice-president of the American Pulley Company, Phila- 
delphia. He was rather taken by surprise, and admitted 
it, explaining, “This is rather a surprise. You know I 
am of Scotch ancestry, and usually a Scotchman says 
nothing until something is put up to him.” This drew 
a round of laughter, and then Mr. Simpson stated that, 
speaking for his own company, business has been fairly 
good. April seemed to have opened up well. New Eng- 
land was a little behind, but in a general way, he is 
very optimistic. 

W. L. Rodgers, president, Pittsburgh Gage & Supply 
Company, was next called upon. He said that business 
in the Pittsburgh territory is reasonably good. There 
is some suffering because of the bituminous coal indus- 
try, which has been in bad shape for two or three years, 
and, if anything, it is a little worse now. The dealers 
in Pittsburgh are optimistic as to the future and expect 
a marked improvement very shortly. 

E. P. Welles, the Chas. H. Besly & Co., Chicago, said 
that “Chicago’s all right,’’ and then outlined the plan 
which the Chicago Chamber of Commerce has adopted 
for trying to sell Chicago to the outside world. He 
stated that there are 40,000 traveling salesmen working 
out of Chicago, and that there is now being carried out 
a policy of familiarizing these salesmen with what Chi- 
cago has in other industries besides their own. He also 
told about many other undertakings of Chicago civic or- 
ganizations. His own business is good. A nice increase 
was noted in the first quarter. “‘We make money on 
what we sell,”’ he emphasized, and then followed with this 
remark, “and we are eliminating the lines that are not 


profitable. We do not care for volume unless the profit 
is there.”’ Incidentally he stated he was on his way to 
Europe. 


Charles E. Allinger, Charles Strelinger Co., Detroit, 
tossed a little fun in the direction of Mr. Welles, when he 
said: “Very good for Mr. Welles. He has told you all 
about what Chicago is doing, but he has not told you 
about the water they’re stealing from Michigan.” (Those 
who have followed the controversy over the Chicago 
drainage canal problem will appreciate this remark.) 
Then Mr. Allinger continued with the following: “They 
say that when a supply man makes money, he goes to 
Europe. Mr. Welles says he is on his way to Europe. 
It’s a wonderful thing when we think of Europe. 1 


just returned from there myself.’ (Another round of 
laughter.) Mr. Allinger said that when we think of 
how the stock market has been the last four or five 


months, the minute we feel we have it all, we find we 
haven’t as much as we thought we did. As for his own 
company, they’ve had four months of good business. He 
said you hear a lot of talk about Ford’s business slowing 
up. In his opinion, Ford has only started. He said that 


on the whole Detroit has a good average business, and 
he feels that this vear will be as good as last year. 
O. D. Collis of the Collis Co., Clinton, Iowa, was 


called upon to tell how he finds business. He said he 
was exceedingly well pleased with the first quarter. Not 
very many large orders were received, but lots of small 
ones. His company has had the best volume since 1920, 
and there are no signs of a let-up. He said that he is 
more or disturbed at the pessimistic attitude of 
the traveling men. Pessimism is the worst thing we can 
possibly get. 


less 


What an organization wants is men who 
can tell us what is going on. He said he believed in the 
distributor. If there isn’t a place for the latter, then 
surely he is going to go. We must analyze our situation, 
and if there is no place for the distributor, then let us 
quit. If we are not right, we'll go down and out. He 
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believes the distributor method of merchandising is 
right. 

H. W. Strong, Strong, Carlisle & Hammond Co., Cleve- 
land, stated that the story in Cleveland is much the same 
as that in Pittsburgh and Detroit. The first three months 
his own company’s business ran 40 per cent ahead of 
last year. In general, Cleveland supply men are opti- 
mistic. There is, however, one thing to remember. He 
then told about the Kelly-Capper resale price legisla- 
tion. A meeting of the congressional committee was 
held in Washington during the week of April 19. Mr. 
Strong was present. He thinks there is a better chance 
than ever that the committee will bring in a favorable 
recommendation. The members should help by urging 
the passage of the legislation. 

George Puchta, Queen City Supply Company, Cincin- 
nati, before telling of business conditions there, said he 
went to Europe himself last summer. (Another round of 
laughter.) Somebody piped up, “Thought you distribu- 
tors weren’t making any money.” Mr. Puchta quickly 
came back with, “This is money we made before the 
war.”) Business in this country is generally not suffer- 
ing and isn’t going to suffer. He quoted J. 
Morgan’s famous remark: ‘‘Whoever the United 
States short is going to go broke.” After congratulat- 
ing the number of manufacturers in the association, and 
congratulating the association on having them as mem- 
bers, he said: “The trouble with us distributors today is 
that we have lost our grip, we’ve lost our nerve. We 
have gotten to feel like pikers—and a good many distrib- 
utors It is up to us to make a legitimate profit.” 
Mr. Puchta said that he is the oldest living president of 
the organization, and has been in the business since 
1881. At first, anybody could make money in the supply 
business. The great trouble was to get the goods. Pur- 
chasing agents would come to you with requisitions, 
saying, “Can you furnish this, can you furnish that? If 
so, send it.” 


Pierpont 
sells 


ore. 


Times, however, have changed materially since those 
early days. Competition came in. On and on and on we 
went until things became so bad that 21 years ago the Na- 
tional Supply and Machinery Dealers’ Association came 
into existence. Conditions were so bad that many were 
coing to get out of business if they didn’t change; others 
would have to get out. ‘Unless we change the present 
conditions,” said Mr. Puchta, 
fronts us today.” Up to the war, the supply business 
was in fairly good condition, not only from the point of 
distribution, but also of profit. The association taught 
us the value of knowing our cost of distribution. The 
feeling of co-operation was enlivened. 

Then came the war. 
distribution. — It 


“the same condition con- 


Abnormal production, abnormal 


was a matter of getting goods. The 
older men have forgotten their past experiences; the 
vounger men never knew. So, after the war they were 


left with a problem. Today they have a higher cost of 
doing business. The past gone. The cost of 
doing business last year was 20.75 per cent. Where will 
the distributors land if they sell at less than five per cent 
profit on their sales? If they do want to net five per 
cent, the cost of doing business, if the 
manufacturers allow 25 per cent, the net will be less than 
five per cent. Mr. Puchta concluded by remarking that 
selling through the distributor has been proven the most 
eflicient and economical methods for mill supply manu- 
facturers, and he didn’t believe that the manufacturers 
would want 95 per cent of their business to be unprofit- 
able to their distributors for the benefit of the other five 
per cent. 


cost is 


even then at 


He closed with a strong plea for greater co-op- 
eration, and expressed the belief that “it is time to get 


together more than once a year.” (Great applause.) 
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Frank Collins, president, Toledo Pipe Threading Ma- 
chine Co., Toledo, Ohio, was asked to say something 
about the resale price legislation now pending, and in 
the support of which he has been an outstanding figure. 
He told about attending the hearings in Washington on 
Thursday and Friday of the preceding week. He de- 
plored the lack of information on the part of the average 
business man as to the state in which the law is today. 
He then told about his own experience. Three years ago 
he thought he knew a lot about the subject. A young 
man came into his office, and asked permission to go 
through his company’s files, to see if there wasn’t some- 
thing that the government should know. Permission 
was granted, and the young man was given free access 
to all records. Then, Mr. Collins wrote the Federal 
Trade Commission a letter, stating what his company 
was doing. Although he had done business with the 
same policy ever since the company was started, he 
never had any idea that he wasn’t within his rights. 
After costly litigation, his company received a cease and 
desist order. To illustrate how terribly confused is the 
state of the law in this country, Mr. Collins gave ex- 
amples of decisions of three circuit courts, all equal in 
standing as courts of justice, and yet one held for, one 
against and one straddled the fence. Mr. Collins closed 
with a strong plea for the adoption of a resolution favor- 
ing the passage of the pending Kelly-Capper bill. 

Ek. B. Galaher, president, Clover Manufacturing Co., 
Norwalk, Conn., stated his conviction that the new plan 
of the association is a move in the right direction. He 
believed that the expansion of credit through installment 
selling is a vicious, pernicious thing, and loaded with 
dynamite. He also sketched the post-war conditions with 
over-capacity present, and over production. This latter 
caused the manufacturers in many instances to use pres- 
sure to dispose of the over-production. Boom conditions 
Branch houses selling direct were established. 
The industry has to get down to a better basis, with 
complete co-operation between manufacturer and distrib- 
utor. Mr. Galaher told about the 
movement in various sections of 
good that has come from it. 

The following committees were appointed: Resolutions 
committee—George Puchta, chairman; William J. Rad- 
cliffe, H. H. Kuhn, W. L. Rodgers, E. D. Morton; Nomin- 
ating committee—W. L. Rodgers, chairman, Charles E. 
Hanssen, Vonnegut, W. T. Todd, 
Root. 

The morning session then adjourned. 


MONDAY AFTERNOON SESSION 


The Monday afternoon session opened with a discussion 
of the report of the secretary-treasurer. The treasurer’s 
report, according to T. James Fernley, advisory secretary- 
treasurer, showed that the association is self-sustaining, 
and with the new dues from the associate members, the 
organization will be in an even more favorable financial 
condition. 

The first speaker of the afternoon was W. L. Chandler, 
secretary of the National Association of Purchasing 
Agents, whose assigned topic was: “Efficient Co-opera- 
tion Between the Distributor and the Purchasing Agent.” 
Mr. Chandler’s address was as 


arose, 


local associational 
the country, and the 


George George F. 


follows: 


W. L. CHANDLER'S ADDRESS 


Whoever conceived the subject assigned to me very kindly 
narrowed it down for me. Years ago some one pointed out 
the importance of the little word “if.” In this case whoever 
chose this subject had that in mind only instead of a word 
of one syllable he has made it “efficient.” Perhaps it is he 
who put if in efficient. 

There is much co-operation between 


distributors and 
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purchasers and some of it is not efficient, and in order to 
say what is efficient it may be necessary to mention some of 
that which is not. 

Among purchasers you undoubtedly have encountered the 
type which is not ready to accord a very prominent place 
to the distributor in the economic structure. To begin with, 
therefore, I wish to assure you that the National Association 
of Purchasing Agents as an organization realizes that so 
long as the word “efficient” may be properly applied to the 
relations between distributor and purchaser, there is the 
most friendly feeling between our organization and distrib- 
utors. 

The word “co-operation” is tremendously abused, and when 
the average man speaks of co-operation he has in mind some 
one else who will co-operate with him, but in my interpreta- 
tion of the subject, I am assuming that genuine co-operation 
is Meant where each side appreciates the importance of the 
other’s position, and is intent on a square deal and a legiti- 
mate profit. 

In considering the expense of doing business, frequently 
reference is made to the cost of distribution, and we are all 
agreed on the importance of reducing this cost, but the 
purchaser has a little different angle. The distributor thinks 
of the cost of distribution as representing the expense of 
getting rid of things, of moving them off of his shelves, 
while the purchaser has the angle of procurement. By bring- 
ing together these two viewpoints we can perhaps come 
closer to an ultimate solution of some of the more important 
phases of the problem. 

Possibly one of the items of overhead which confronts 
every distributor, and which causes many of his gray hairs, 
is that of the cost of salesmen’s visits. Inasmuch as the 
price of the goods must include the cost of overhead, the 
customer eventually pays for this heavy addition to over- 
head. For that reason, as well as because it is economically 
unsound and a waste, our association has for a few years 
been urging the expediting of salesmen’s calls. In consider 
ing that subject we immediately develop some other elements 
which are very closely allied with it. There is not only a 
great deal of salesmen’s time wasted in waiting for inter 
views, but a lot of time is wasted in irrelevant conversation. 

A great deal of it is wasted also in unnecessary calls. 
Unnecessary calls are of two type The first type does 
not interest distributors belonging to this association because 
it is the calls of specialty salesmen, who call upon prospects 
without sufficient knowledge of the potential sales possibil 
ities. A salesman would never think of selling pig’ iron to a 
beauty parlor, and yet 25 per cent of salesmen’s calls on 
the whole are made where there are no potential sales possi 
bilities. This waste is chargeable either to the salesman him- 
elf, his sales manager or to the high pressure sales plans 
where a given community is expected to return a sales vol 
ume arrived at mathematically by some executive who has 
never been in the territory. 

While this does not apply to supply and machinery dis 
tributors, because they know their territory, nevertheless 
your salesmen are constantly making a great many unneces- 
sary calls. Every unnecessary call is an economic waste for 
two reasons. First, it wastes the time and money of the 
salesman and his employer; second, it wastes the time of 
the purchaser, which again represents money. 


THIRTY SALESMEN PER DAY TO SEF 


The average purchasing agent is asked to interview thirty 
salesmen per day the year around, so if we can eliminate 
the unnecessary calls we shall be saving at both ends of 
the procurement and distribution problem. 

The other extreme would be a condition where a_ sales- 
man never called unless he had an urgent invitation, but if 
we could co-operatively arrange a method for analyzing 
more carefully the need for salesmen’s calls upon each and 
every prospect in his territory, and get the purchasers on 
whom he calls to expedite his visits when he made them, 
we should be rendering a definite service to all concerned. 

It will interest you to know that the number of salesmen’s 
visits seems to be increasing at the rate of about 20 per cent 
per year. Naturally the distributors are particularly im- 
pressed with the importance of expediting calls of their sales- 
men to which I refer. 
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As an organization, we realize that it is just as important 
that the purchaser be competent to intelligently discuss his 
needs with the salesman, as it is to have the salesman well 
informed. If a purchaser buys a given commodity contin- 
ually, he does become informed upon it. On the other hand, 
he is frequently called upon to buy some material for the 
first time, and the intelligent purchaser has learned to lean 
upon the well-informed salesmen and, in such cases, the 
order is quite apt to go to the salesman who creates the most 
confidence in the mind of such a buyer. 


MODERN SCIENTIFIC PURCHASING 


Our organization is developing what we call modern scien- 
tific purchasing, and one of the first principles is that of 
deriving fullest possible benefit from salesmen’s calls, and 
elimination of all waste which can be accomplished by elim- 
inating unnecessary calls and expediting all calls. 

Another phase of scientific purchasing is that of issuing 
standard purchase orders so that the vendor may interpret 
and fill orders with the least amount of work and hazard. 
To aid in this movement, a standard form has been prepared 
whereby the vendor will eventually have no difficulty in cor- 
rectly and expeditiously handling the orders he receives. On 
the other hand, we have for several years been working with 
vendors to produce a standardized invoice. The invoice is 
primarily meant for the use of customers to bring about 
prompt payment of the account and to enable them to pre- 
pare for payment. It is unnecessary to go into the minute 
details of this job because you men are already familia) 
with it. More than 1200 national organizations, including 
trade associations and others, were invited to sit in on the 
preparation of a standard invoice form and a goodly numbei 
did so, and the form was designed by them to best meet the 
needs of all concerned. That is the only equitable way in 
which to arrive at such a standard and, having arrived at 
it in that way rather than by setting up any arbitrary 
lesign of our own or of any one individual, we are very 
pleased to see the rapid manner in which the form has been 
adopted by vendors. That form has been approved by the 
Department of Commerce at Washington and is known as 
the national standard invoice form. Railroads representing 
90 per cent of the mileage are either urging or insisting upon 
vendors billing to them on the national standard, and a large 
number of industries are doing likewise, so that we shall have 
rapidly increasing benefits from this movement. 

The use of the national standard invoice form is a most 
efficient method of co-operation between the distributor and 
his customers. 

There is one problem which concerns distributors wherein 
their co-operation with customers is directly concerned, and 
that is to educate each and every salesman so that he may 
be competent to furnish reliable first hand information on 
request without having to lose time in writing the factory 
for the necessary data. I know how difficult it is to solve 
that problem, for I spent several years helping to train 
dealer salesmen in certain lines. 

No one salesman can hope to be a specialist or so-called 
expert in all of the lines in his catalogue, particularly so 
when lines are changing and progress of industry is con- 
stantly developing new uses for materials, and the require- 
ments of customers are becoming more and more technical, 
but every purchaser respects and locks up to the salesman 
who can give him this type of information in a way which 
convinces one that he knows his business. 

Our association has come to realize the need for education 
of purchasers along the principles of purchasing, and with 
that idea in view we have been working for a few years 
with eight colleges and fourteen branches of the Y. M. C. A., 
giving us twenty-two cities in which a course in purchasing 
has been introduced. This first course was a half-year prop- 
osition—only a starter. Now we are developing a two-year 
course to be offered next fall. It seems to me that if the 
National Supply and Machinery Distributors’ Association 
would similarly undertake to introduce a course in supply 
and machinery salesmanship, it would be possible to improve 
the work of salesmen just as we are improving that of 
purchasers. 

There are many cities in this country where several dis- 
tributors travel quite an army of men, and if these men 
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could be put through some school, it would constitute definite 
co-operation which would ultimately benefit the customer. In 
industry a great many corporations maintain schools of their 
own, not only for salesmen but for other departments. Each 
distributor would undoubtedly wish to supplement any cen- 
tral school arrangement by specific instruction in the lines 
handled by him. 

There is another line of co-operation which will appeal to 
you as well as to your customers. I have had the pleasure 
of working with your president, Mr. Ackles, for some time 
on the planning committee of Mr. 


Hoover’s Division of 
Simplified Practice. 


The basis of the work of the division 
is the elimination of waste, particularly with reference to 
the production and stocking of sizes and styles or articles 
which could be eliminated with profit to all concerned. My 
experience with distributors gives me a profound apprecia- 
tion of what this means to them. 

For example, when manufacturers, distributors and users 
of grinding wheels agreed to reduce the number of sizes, 
shapes and grits from 715,000 to 259,000, comprising 78 per 
cent of consumption, they began the progress of lifting a 
tremendous millstone, a grinding wheel, from the neck of 


business. 


In this connection, competition and ignorance enter in to 
slow up the process of transition. As this simplification pro- 
cess is applied to various lines of business, more and more 
of the stocks carried by distributors will be affected. The 
more of these sizes and styles which can be eliminated from 
your shelves, the easier will your burden become and the 
greater will be your average turnover. The customer has 
an indirect interest in this simplification project because in 
time he will benefit from the reduced costs of production and 
distribution, but at the present moment the problem is of 
greater interest to the distributor; consequently it is up to 
your members to educate the customer in the value which 
comes to him. There is a splendid opportunity for efficient 
co-operation through calling effectively to the attention of 
the purchaser those sizes or styles which have been determ- 
ined upon as simplified lines. The most effective means of 
bringing these sizes and styles to the attention of the cus- 
tomer is by using bold face type to represent such 
items in all price lists, 
tion of the 
found in 
any of the 


simplified 
thus calling constantly to the atten- 
purchaser the items which are more sure to be 
tock and, therefore, to be preferred 


ather 


ather than 
non-stock items. 

The use of such bold face type should in reasonable time 
divert the demand to the smaller number of 
and thu 


stock articles, 
make possible the elimination of many articles and 
an increase in the rate of turnover. 

I have attempted to touch upon some of the points wherein 
we may have efficient co-operation bearing in mind the needs 
of both distributor and purchaser. We are striving to per- 
fect the technique of the purchasers and I feel sure that you 

re equally interested in perfecting the technique of salesmen. 

The next speaker of the afternoon was C. D. Garretson, 
president, Electric Hose & Rubber Co., Wilmington, Del., 
who explained, ‘Why We Sell Exclusively Through Dis- 
tributors.” 

Mr. Garretson made it plain that he found it to be 
the most inexpensive method of distributing. In 1904 
when he took charge of his company, he found it selling 
through the distributors. He was then 22 years of age, 
and had a lot of young ideas. He soon decided that a 
lot more business ought to be secured, so in 1908 the 
company put in its own warehouse branches. Lots of 
new business was secured, and it also stirred the distrib- 
utors up to go after business they formerly overlooked. 
The war came; then 1920. ‘We took our loss with the 
others,”’ said Mr. Garretson. 

The depression following the war was probably a bless- 
ing in disguise. We began to take notice. We had to 
study our business. The result was that the Electric 
Hose & Rubber Company found that 80 per cent of its 
business was done with the distributors and 20 per cent 


to large consumers and dealers. Money was being lost on 
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the latter because there was only 10 per cent between the 
prices to distributor and consumer. Distributors were 
using the manufacturer’s stocks. Fifty per cent of the 
goods could just as well be shipped from the factory. An 
attempt to get a higher price failed. 

As a result a serious study was made. It was decided 
that a saving of 15 per cent could be made in doing away 
with warehouse overhead. It was decided to pass this on 
to the distributor. Then, there would be the 10 per cent 
differential between distributors’ and consumers’ prices. 
Adding that to the 15 per cent, made 25 per cent, that 
the company could afford to give to the distributor in 
return for the latter’s services. 

The company at that time had on its books some 6,500 
customers, and cut that list to 500 in one year. ‘‘We 
didn’t lose any business, either,” said Mr. Garretson, 
“and that is why we sell the distributor.” There must 
be not only a manufacturer and a distributor, but there 
must be co-operation between the two if there is to be any 
successful sales policy. 

Mr. Garretson then described the sales policy which 
they have. First, there is a one price to all, regardless 
of what quantities. The company wants 10 per cent to 
give to its stockholders on its sales. Then it gives 25 
per cent of remaining profits to its employes, and 25 per 
cent of the then remaining profits to its customers. The 
figures are certified to the customers, and they are shown 
how much business the company did with each customer, 
and how much net profit the company made on the busi- 
ness done with each customer. 

Explaining how the plan works out as a practical thing, 
Mr. Garretson said that last year his company distrib- 
uted to every customer 1°, per cent of his purchases for 
the year. Last year the company also doubled the ¢a- 
pacity of its plants, and since the first of the year has 
been running day and night. 

“Does it pay to sell through the distributor?” asked 
Mr. Garretson. “We know it does.” Then he added, “‘This 
problem of distribution is not going to be settled per- 
manently until it is settled equitably. Think, but think 
right straight through.” 

A. S. Gould, salesmanager of Oster Manufacturing 
Company, Cleveland, entered the discussion of Mr. Gar- 
retson’s subject by telling the story of his own company’s 
success in putting across a special sales campaign. He 
also stated that he had found price cutting not so severe 
as a year ago. Where last year he had complaints on 
the average of one a day, this year they only average 
about one a week. He described the co-operative selling 
plan which Oster has recently used, by which a distribu- 
tor is selected in a community, arrangements made for 
a demonstration with the salesmen, and then two weeks 
of work with the distributors’ men on the part of the 
company’s missionaries. There is a choice of prize con- 
test or no-prize contest. The results have been highly 
gratifying, according to Mr. Gould. 

Clay C. Cooper, editor and general manager of MILL 
SUPPLIES, was the next speaker of the afternoon. His 
assigned topic was: ‘The Desirability of Trusting the 
Business Press.’”” Mr. Cooper spoke in part as follows: 

The reason and the excuse for my appearance as a speaker 
is to voice the appreciation of the business press for the 
change in the rules governing the meetings of the National 
Supply and Machinery Distributors’ Association. Hereto- 
fore all the meetings of your association have been executive 
sessions, While under the new rule the doors are wide open, 
and the representatives of the business papers are to be 
trusted, as they can well be, with reporting your meetings 
adequately and protectively. 

No reporter or editor worth his salt is in any danger of 
taking advantage of a carelessly worded or excited statement, 
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that could possibly reflect disadvantageously on the speaker, 
the association, or the great industries represented here. 
The advisability of trusting the business press is not an 
open question. There is no doubt of its advantages, as every 
paper man knows. If information of importance 
to you is leaking out prematurely, go to those controlling 
publicity, go to them in confidence and tell your story, all of 
it, and your reasons for suppressing it, and if your reasons 
are valid, you have sealed their lips and disabled their pens. 
For five years the National Conference of Business Paper 
Editors has averaged a meeting with Secretary of Commerce 
Hoover every sixty days. Originally drafted for government 


business 


service, the editors have maintained their contact with this 
supremely practical business man, to their very great advan- 


tage. 

Secretary Hoover, it may be interesting to state, has noth- 
ing to do with selecting the subjects on which he talks. Any- 
where from fifteen to more than a score of questions, pre- 
pared by the editors, are submitted to him at the dinner 
table. He has no opportunity to prepare for them. The 
world is the limit as to the range of these questions. Home 
and foreign affairs, pending or accomplished legislation, fi- 
anything 
terest is taken up and answered, with 


nance, commerce, the budget, or else of public in- 


a logic and sequence 


of presentation that makes Secretary Hoover a marvel in 
this land of clear thinking business men. 


Secretary Hoover speaks to us 
to be impossible with 
tells us is in 
without thi 


half of the 


with a freedom supposed 
a high government official. What he 
true, but five years have passed 
trust ever having been violated, so I say on be- 
business press 


confidence, 


that you can trust us implicitly. 

There is one thing that most of you are failing to take 
advantage of, and that is in securing a lot of worth while 
advertising that would not cost you a cent. We are all eager 
to secure real news, and in thousands of cases you, both 
manufacturers and distributors, fail to give it to us Per 
haps you are too modest, or perhaps you do not always recog 
nize new vhen you stumble over it. New products, new 
factories and warehouses, changes in merchandising method 
important changes in personnel, are all facts of interest t 
the trade, and to you, so we suggest you send the informa 


tion to the business pres 


A short discussion ot the greater desirability of mis- 


sionary men or national advertising ensued. H. H. Kuhn, 


Hardware & Supply Company, Akron, stated that hx 
liked missionary men, but he would like to know the 
experience of others with the open selling missionary 
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man. A. E. Douglas, The E. A. Kinsey Company, Cin- 
cinnati, said that if a manufacturer’s missionary man 
gets business on open selling, it should be placed through 
the distributor. He believes it is always a good plan to 
have your own salesmen with the missionary man. In 
the first place, it assures you of getting the business 
placed through your house. 
quaints your men_ better 
product. 

George C. Noros, Bond Foundry & Machine Company, 
Manheim, Pa., asked by the chairman about how he 
worked his missionary men, stated that his company had 
men permanently assigned to each territory, and their 
work is to push sales for their distributors in the terri- 
tory to which they are assigned. 

Frank J. Hill, Tweed & Co., New York, hit 
right into the center of the discussion, when he called 
attention to his own observations in doing missionary 
work throughout the United States. He said that in doing 
this work, he noticed that often you will get in to see 
the purchasing agent of a plant, and after interviewing 
the latter, learn to your dismay that the particular prod- 
uct must first be sold to the 
other shop man. 


In the second place, it ac- 


with the missionary man’s 


Greene, 


master mechanic or some 
When vou ask if you can go in and 
talk to said mechanic, you learn that that is against the 
rules of the plant. Then vou are out of luck. Then, 
there’s another case. You go out with a salesman, say 
in Pittsburgh. You get into a factory district and see 
a big plant, and say to the distributor’s man, “‘Let’s stop 
here.” “Oh, no,” says the distributor’s salesman, “that’s 
not in my route. They do all their buying downtown.” 
He then explained how many large cities have most of 
the buying departments, for many of the large industries 
in downtown buildings. ‘“‘Where vou cannot get in, and 
this is the point I want to make,” said Mr. Hill, ‘‘na- 
tional advertising gets in to specify the material. There- 
fore, as I see it, both missionary men 
advertising go hand in hand.” 

Following this discussion, the special committee on 
membership reported that the following new associate 
members had been admitted to the organization: Alex- 
ander Milburn Co., Baltimore; Joseph Lay Co., Portland. 
Ind.. and Simonds Saw & Steel Co., Fitchburg, Mass. 

This concluded the first day’s meeting. 


and national 





Puchta Suggestion Features Tuesday Meetings 


Great Enthusiasm Over Proposal to Organize Local and Sectional 
\ssociations in Order to Broaden Activities of Mill Supply Field 


The first business on the program of the Tuesday 
morning session of the convention was the discussion of 
the report of the research bureau on overhead expense, 
turnover and gross margin. Copies of the report were 
distributed. It showed that the general average cost of 
doing business for the members of the association during 
the year 1925 was 20.77 per cent. The average cost for 
1924 was 21.1 per cent. The average gross margin tor 
1925 was 21.60 per cent, as compared with 21.69 per cent 
for 1924. The average turnover last year was 3.82 
times, as compared to 3.52 times the previous year. 

H. G. Elfborg, president, H. Channon Company, Chi- 
cago, was scheduled to make some remarks on the subject 
of “Inconsistencies in the Supply Trade.” Mr. Ackles 
explained that Mr. Elfborg had been taken ill, and was 
unable to be present. He therefore asked W. L. Rodgers, 
president, Pittsburgh Gage & Supply Company, to 
“ninch-hit” for Mr. Elfborg. 


Mr. Rodgers called attention to the very low percentage 
of net profits in the mill supply business. After quoting 
some very interesting figures relative to the percentages 
of small orders taken by various houses, covered in a 
certain survey, Mr. Rodgers said: “We are fooling our- 
selves in the supply business in believing that we are in 
the jobbing business, when, in reality we are doing a 
retail business at wholesale prices.”” He said that it is 
necessary for mill supply houses throughout the country 
to realize the changed conditions under which they oper- 
ate, and to see that they take the additional service on 
small orders into consideration, and obtain a profit on 
the business they do. He also explained the Pittsburgh 
situation at present. 

I. P. Welles, commenting on this same subject. said 
that when an order comes in even for a small quantity of 
goods, there are 12 operations on that single order. Say 
a customer comes in for some brass pieces, weighing one 
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pound each. If sold at full list, money would be lost. 
The order goes from the errand boy to the salesman to 
the cashier to the credit department; it must be regis- 
tered, then sent back to the salesman to make out a 
handbill, then it goes to the bill clerk to the billing ma- 
chine, it is read back and goes to the bookkeeping 
machine. Then it goes to the mailing department, and 
the bill must be sent out, and finally you have to collect 
the bill. It is readily appreciated that all these steps in 
the process of filling a small order make the filling of 
such an order a very costly bit of service, that must enter 
somewhere in the profit and loss account. 

Charles Bond, president, The Charles Bond Company, 
Philadelphia, pointed out that his company had tackled 
the problem of small orders several years ago, and had 
found that its salesmen were very much at fault. He 
said a study had showed that there had been a series of 
years when orders were large, then years when average 
sales were less. He had demonstrated to his salesmen 
that where a man wanted, say 25 units of a product, if 
the salesman merely placed a little sales pressure, he could 
without great trouble just as easily get an order for 100, 
instead of 25 units. 

Fred S. Durham, Bonney Forge & Tool Works, said 
that the manufacturers also have an interest in this cost 
of small sales. He said he had to gear his own business 
up to do a retail business to his jobbers. He thought 
that if the distributors considered it necessary to put on 
a service charge, it likewise seems right to allow the 
manufacturer to put a similar charge for his extra serv- 
ice on small orders. 

At this point, Mr. Puchta interjected his proposal 
for the group meeting idea. He said that all distributors 
must realize that conditions have changed, and they have 
to change their sales methods to meet these conditions. 
Those who don’t adjust must take the consequences. A 
little over a year ago, he said that his own company had 
changed its sales manager, due to the resignation of the 
former manager, who was forced to retire through ill 
health. The new man took it upon himself to tell the 
salesmen what to do. He instituted a new price book, 
based according to quantity. The results of the new sys- 
tem of directing the salesmen’s work have been surpris- 
ing. Some of the conditions that exist in mill supply 
selling remind Mr. Puchta of what an old-time hardware 
dealer in Cincinnati once said to his salesmen: ‘You 
are not salesmen. You are buyers for the customers.” 

Mr. Puchta then suggested that there be more frequent 
meetings of groups, and that possibly these groups might 
be divided somewhat as follows: Group 1, Arizona, Cal- 
ifornia, Oregon and Washington; 2, Connecticut, Massa- 
chusetts, Rhode Island and Vermont; 3, Eastern New 
York and New Jersey; 4, Illinois, lowa and Wisconsin; 
5, Indiana and Kentucky; 6, Maryland and the District 
of Columbia; 7, Michigan; 8, Missouri; 9, Ohio, north, 
and Pennsylvania, west; 10, Ohio, south, and possibly 
Louisville. He also suggested that arrangements be made 
to invite the members of the National Pipe and Supplies 
Association to meet with the various groups. 

H. Ek. Thayer, sales manager, The Charles Parker Com- 
pany, Meriden, Conn., asked if the associate members 
would be permitted to the group meetings. He said that 
he is himself located in New England, and in studying 
the membership of the association he noted that there 
were only 18 jobber members in Rhode Island, Massachu- 
setts and Connecticut, while there are 14 New England 
manufacturers represented in the membership. He thinks 
that more could be interested in the group organizations. 
Mr. Puchta said he believed this can undoubtedly be done. 

The address of the morning was by Felix H. Levy, 
Esq., formerly special counsel to the Department of Jus- 
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tice. In opening, Mr. Levy commented on the statement 
about the small margin of profits in the supply business 
as evidenced by the discussions, and said that this indus- 
try is not unique in that regard. A group of plumbing 
jobbers make less than three per cent on their invested 
capital. Building supply jobbers sold $300,000,000 worth 
of goods last year at one per cent profit. He expressed 
the belief that this lack of profit in doing business is the 
explanation of the recent stock market conditions. The 
business of this country is being conducted without a 
living profit. No other country on earth has such laws 
as the United States. 

Although Mr. Levy’s time had been cut down consid- 
erably by the earlier discussions, he gave a very inter- 
esting talk on what can and cannot be done under the 
present interpretation of the law on maintaining resale 
prices, the main point being that while a manufacturer 
can refuse to sell to a customer who does not maintain 
prices, he must enter into no agreement to 


maintain 
prices. 


In other words, individual action is all right, but 
where there is agreement of any kind, then the law steps 
in. Mr. Levy clearly explained some of the ridiculous 
features of our present laws. 

Following his address, there was a discussion of va- 
rious points which were made, and incidental to that dis- 
cussion Mr. Levy and T. James Fernley entered into a 
lively bit of repartee. Mr. Levy took occasion to express 
himself about the poor handling of the Kelly-Capper bill 
by its supporters. He also expressed himself in no un- 
certain terms about the recent report of the National 
Distribution Conference. 

Following the discussion of Mr. Levy’s address, the 
morning session adjourned. 

TUESDAY AFTERNOON SESSION 

The Tuesday afternoon session opened with an inter- 
esting discussion of various subjects. The first speaker 
was W. T. Todd, treasurer, Somers, Fitler & Todd Co., 
Pittsburgh, who said he had listened with interest to Mr. 
Rodgers’ remarks during the previous session. He said 
that a study of the figures on cost of doing business had 
convinced him that it was common story. 


He found that 
the only variation is in salaries. 


He said there had been 
a peculiar condition in Pittsburgh, but that it was being 
bettered by co-operation. He said he didn’t like the 
term, “mill supply business.” 


Banks advertise “financial 
advice.”’ 


We give mechanical advice, but don’t value our 
When the mill supply houses sell pumps and 
machines and tools, where is the engineering time fig- 
ured in? 


services. 


You don’t sell belting without giving advice; 
nor grinding wheels. Mr. Todd thinks that the plan 
proposed by Mr. Puchta, by which regional meetings are 
to be held, will solve many problems. He thinks there 
should also be locality meetings. Relative to those lines 
which are manufactured by those who do not support 
and co-operate with the distributor, Mr. Todd said that 
his own company is not going to push such lines, or stock 
them in large quantities. He expressed appreciation of 
the value of the manufacturers from whom he buys. He 
feels that if the ideas expressed at this vear’s meeting 
can be carried out, there will be a different story to tell 
next year. 

T. James Fernley asked Mr. Todd what he thought 
about the extra service charge problem, and Mr. Todd 
said that he believed that that is almost an individual 
proposition with the distributor, like cash discount. For 
his own company, he could say, they had no trouble with 
this problem. 

William J. Radcliffe, president, The E. A. Kinsey 
Company, expressed the belief that the keynote of this 
convention is co-operation. He then told a story of a 
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trip which he and Mr. Puchta took to a neighboring 
city, where they had luncheon with 10 other distributors, 
with the result that there was a fine opportunity to dis- 
cuss many of the real problems of the business, in addi- 
tion to an opportunity to become better acquainted with 
one another. 

R. M. Gattshall, advertising manager, The Republic 
Rubber Company, Youngstown, Ohio, was called upon by 
President Ackles to tell how he viewed this problem of 
co-operation. Mr. Gattshall stated that the sales prob- 
lem had always been one of vital interest to him. There 
is a need of co-operation. He said he had traveled thou- 
sands of miles in various sections of this country in 
recent months, asking the question ‘“‘What does the job- 
ber want or expect?” There seems at times to be a 
mutual admiration society to keep alive opinions. If 
merchandise is equal, and prices nearly equal, between 
manufacturers of similar products, how can the dis- 
tributors get more profits? That is the big problem to 
be solved, and Mr. Gattshall expressed the belief that the 
proper way to solve it is for a co-operative effort between 
manufacturers and distributors to educate the consumer 
to the fact that his best when he 
buys from the distributor. That is one of the construc- 
tive steps forward in the mill supply field, and the sooner 
that work is accomplished, the sooner will the distributor 
cease to worry about his profits. 

The first formal address on the afternoon session was 
that of W. C. Wetherill, director of the national metals 
utilization committee, of the division of simplified prac- 
tice. He illustrated his talk with lantern slides to show 
the progress which is being made in the work of simplifi- 
cation under Secretary Hoover's direction. He urged 
greater co-operation in the work being done, and ex- 
plained some of the new work that is being undertaken. 

Victor Wilmot, general sales manager, Dodge Manu- 
facturing Corporation, Mishawaka, Ind., was scheduled 
to discuss the topic, “Direct. versus Dealer Distribution,” 
but was prevented by illness from attending the con- 
vention. He had prepared a paper on this subject, how- 
ever, and E. S. Grant, manager of dealer sales, substi- 
tuted, reading Mr. Wilmot’s paper, which was as follows: 


interests are served 


VICTOR WILMOT’S PAPER 


The topic, the discussion of which I have been assigned to 
open, is “Direct versus Dealer Distribution.” In the discus- 
sion of this subject from our viewpoint, it seems necessary 
to review as a typical case the distribution experience of the 
Dodge Manufacturing Corporation over its forty-seven years 
of existence and its present sales policy. 

When the lodge Corporation was organized just prior to 
1880, its principal product was the wood pulley, to which 
were added a little later such other products as pillow blocks, 
hangers, couplings, collars and so forth. In those days there 
Was not the intense industrial development which exists to- 
day, and as a consequence the number of dealers in mill sup- 
plies was quite small. 

Dodge wood pulleys were distributed through dealers at 
points, among the first dealers being Carey Ma- 
Supply Company, Baltimore, William H. Taylor 
& Co., Allentown, and English Brothers Machinery Company, 
Kansas City, Missouri. However, as our business expanded to 
include other transmission 


scattered 
chinery & 


articles, especially rope drive 
equipment and other complete installations requiring engin- 
eering talent, it was found that there were not sufficient 
properly qualified mill supply dealers to sell the capacity of 
our factory. 


This forced us to the establishment of our own branch 
warehouses, each one with a jarge stock and a complete 
sales and engineering staff. These branch houses were es- 


tablished until we had fourteen. 


However, during this period 
there was 


a rapid industrial growth in the country, causing 
a great increase in the number of mill supply dealers. Our 


earlier branches sold to both dealer and consumer, but in 
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the cities in which they were located their principal business 
was with consumers. The branches which were established 
later catered for the most part to dealer pick-up trade, but 
of course did a certain amount of direct consumer business. 

There is no question that up to a certain period, our own 
branch houses contributed very materially to the growth of 
our business. But as times change, methods of course must 
conform to such changes. In our case, during the past year 
we have carefully studied the changes in the times as affec- 
ting our business, and we have seen two important things. 
With the present number of stock carrying mill supply 
dealers, the stocks which we were carrying in our own 
branches had become of relatively less importance as factory 
branch stocks, and the expenses entailed by the operation 
of our branch warehouses, selling a single kind of goods, 








Victor 


Wilmot, 
Corporation, Mishawaka, Ind. 


Sales Manager, Dodge Manufacturing 


had become high and in fact out of proportion with the sales 
therefrom. Also we have recognized the fact that we were 
in many cases in competition with our dealers, and that 
especially in the cities where our branches were located no 
dealer was very anxious to stock our line or expend much 
money in expanding its sale. 

As a result of our study, it was decided to abandon the 
branch warehouse plan and substitute for it a much stronger 
dealer distribution system. Therefore we have given up our 
own branch warehouses in San Francisco, Portland, Seattle, 
Minneapolis, St. Louis, Atlanta, Pittsburgh and Boston, and 
have transferred the stocks formerly maintained in these 
cities to dealers, leaving our sales representative to co-op- 
erate with the dealers in the district, and to take 
our sales of special material not within the 
average dealer’s activities. 

We shall give up other branch warehouses as 
satisfactory arrangements can be effected with dealers. 

It will be realized that our program is one requiring a 
lot of extremely careful work and cannot be carried through 
in a short time. We wish to emphasize the point, however, 
that we have embarked upon a new dealer distribution policy, 
of which the mill and mine supply dealer is the very foun- 
lation stone. 


care of 


scope of the 


soon as 


We have found that our new distributing plan is not only 


cheaper for us but that it largely removes from the dealers 
the fear caused by the proximity of a factory branch, that 
the manufacturer may suddenly decide to sell direct and take 
from the dealer the business that he has built up. 

There is one feature of this plan which is rather important, 
and which we have been very careful about in every case 
where we have given up our branch stocks and turned them 
dealers. That is the obligation we ourselves have 
built up to back up all of our stock dealers in branch house 
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THEY’RE JUST 
WAITING TO BUY 


When any of your customers wants to settle 
for all time the question of Cans and Pails, 
you have an easy chance to win his business 
on a lifetime basis and also win for your 
house more net profit per sale than you ever 
can hope to win with an ordinary line of 
Cans and Pails. 


Here are the facts: 


In selling Witt Corrugated Cans and Pails, 
you represent the largest and the best known 
manufacturer in the field—and the only guar- 
anteed line of Cans and Pails ever produced! 


In addition, the story of Witt guaranteed 
quality is repeated millions of times each year 
in Witt advertising, cutting down buyer re- 
sistance to the point where your chief selling 
problem is to “ask them to buy!” 


There is a tremendous story of progress in 
the Witt proposition for you—one that it will 
pay you to investigate without delay. Inci- 
dentally, we'll be glad to send the new Witt 
Catalog to you on request. Write now. 


The Witt Cornice Company 
2119 Winchell Ave., Cincinnati, Ohio 


Manufacturers of 
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CORRUGATED 
CANS and PAILS 














There’s A Whole Lot 


In Knowing Just How! 


Other manufacturers are buying the same 
quality of material that we use; doubtless 
a few manufacturers have the same 
equipment and possibly there is at least 
one other manufacturer in our line who 
has an organization that is as thoroughly 
trained, Bl T—There’s a Whole Lot In 
Knowing Just How! 
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We believe that in point of varied ex- 


Pressed Steel Skimmer 


perience in the manufacture of stampings 
of all kinds. including everything from 
heroic sized statues to tote pans, that this 
organization is unique, 








Eve rvthing in the list 
of items we make must 
conform to standards 


Dipping and 
Pouring Kettle 


of material and work- 
manship that have es- 
tablished the 
nameof Mullins 
asleaders inthis 
industry. That 
list includes el- 
evator buckets, 
ladles. kettles. 
melting bowls, 





Melting Bowls 


steel cuspidors, 
tote pans. shop barrels, shipping barrels. 
pressed steel wheels. battery boxes, auto- 
motive stampings. 


Write for Catalog and Special 
Offer for Jobbers 


| MULLINS BODY CORPORATION 


102 Mill Street Salem, Ohio 
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territories with branch pick-up service. We feel that it is 
our duty to our dealers generally to continue this service, 
as many of these dealers invested their money in our goods 
and in sales efforts on our line on representations made by 
us as to their ability to pick up shorts and emergency re- 
quirements from a nearby branch. We have definitely ar- 
ranged for a continuance of this service in every case. 

Our business is naturally divided into two broad classifi- 
cations, stock merchandise which is distributed principally 
through mill supply dealers, and engineering equipment which 
is sold through dealers who have qualified themselves to 
act as our sales representatives for such equipment, and 
which is sold direct to the user in territories where there is 
no dealer sufficiently qualified to handle such business. 

These two general classifications overlap to some extent 
and make it necessary for us in the sales department to work 
in the utmost harmony with each other. To insure this har- 
mony and to secure close adherence to our sales policies, we 
have a sales committee made up of the general sales manager 








a S, Grant, Who Re ad Mr. Gt ilmot's Pape rat Conve ption 


and assistants in charge of engineering sales, merchandise 
ales and advertising. 

The man in charge of merchandise sales is held responsible 
for maintaining mutually satisfactory relations with our 


dealers, and for promoting 


their increased activity in. the 
sale of our standard stoek goods, and also for broadening the 


cope of their sales efforts to include engineering equipment. 


The principal efforts of the man in charge of advertising are 
directed toward helping our dealers increase their prestige 
in their various territories. Thus it will be seen that the 


dealers handling our goods have actual representation on the 


committee, which formulates our policies and makes them 
effective. 

You might properly ask “Why all this talk about such a 

mple subject as Direct versus Dealer Distribution!’ If our 
business were confined to one or two staple articles such as 
belt dressing, a belt lacing machine or wood and steel pulleys, 
it would be easily possible to determine upon a rigid sales 
policy without any qualifications whatever, and to follow it 
without t 


he slightest deviation. I doubt, however, whether 
anyone outside of our own organization has a full conception 
of the many complications to our sales problem. 

We incorporate in our power transmission line alone types 
of goods which can only be paralleled by grouping the pro- 
ducts of three or more manufacturers. We have a large 
business in conveying or material handling equipment. We 
are developing a business in machine applications of roller 
bearings. The building of special equipment and machinery 
forms a large part of our operations. For instance, we are 
now making elevator winding machines, structural steel stor- 
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age racks and other material for a 23-story automobile ga- 
rage. These various activities are covered by special divi- 
sions of the general sales department. 

We know from experience that dealer distribution is the 
best and most economical method of selling if the dealers 
themselves are properly equipped to do the job. Roughly 
speaking, there are about five hundred dealers in this coun- 
try engaged in the sale of Dodge products. These dealers 
range from some who stock only one item of the line to 
some who stock the complete line, and also act as our ex- 
clusive sales representatives for all of the special depart- 
ments mentioned. 

Our great and pressing problem is to stimulate dealers 
to broaden their range of effort to the sale of Dodge equip- 
ment, so that many who are now storekeepers will become 
real sales representatives who feel an obligation to promote 
the use of our products in return for adequate protection 
and co-operation. We will be very glad to furnish all rea- 
sonable help if the dealers will give us this kind of repre- 
sentation on our complete line. 

I have stated our desire for more complete distribution 
through dealers, and have told you of the attending problem 
which we ourselves have not yet solved. It seems to me 
that we ought to have help in its solution, and that that 
help should naturally and logically come from an organiza- 
tion of dealers such as this association. What will this as- 
sociation do to qualify its members to sell a more complete 
line of mechanical equipment? 

There are other problems which continually present them- 
-elves. We are adding new products right along. Take our 
roller lineshaft bearing as an example. We naturally feel 
that it is the best in the field. However other manufac- 
turers have preceded us, and we find that some of our dealers 
have stocks of competing roller and ball shaft bearings. 
How are we to secure permanent representation in such 
markets and still keep everybody happy? There is a deli- 
cate problem which has several angles. We have solved it 
in many cases, but we don’t want you dealers to think that 
our life is entirely free from troubles. 

Our conveyor business is developing. Not very many deal- 
ers at the present time sell this class of equipment. Natur- 
ally we must in our duty to our own organization go after 
the business wherever it is, and if it is in the territory 
where no dealer tries to sell that kind of equipment, is 
there any valid reason why we should not sell direct if we 
ean? Take a case where one of our power transmission 
How shall 
in that territory? 


dealers is handling a competitive conveyor line. 
we proceed to get conveyor business 

There is still another phase of dealer distribution which 
is equally a problem that interests all of us here. That has 
to do with the number of dealers or rather the total amount 
of stock carried in a given territory in relation to total 
demand. We freely admit that in the past we have given 
too little consideration to this feature of marketing. Now 
having seen the result of the overstocking of markets, we 
are having very serious attention to this, and one of our 
men has just returned from a two thousand mile trip for 
the purpose of convincing a dealer that he should not carry 
a stock of our goods, but that he should pick up his re- 
quirements from other dealers. I am glad to say that his 
mission was successful. 

It has been my earnest intention to give you a very frank 
description of our policy, plans and problems as a means 
of provoking free discussion of this important subject. I 


ean only say further that we would be pleased indeed if it 
were possible to market our entire product through our 
tock carrying dealers, and you yourselves can help this 
happy event along by so departmentizing your business, that 
you will have competent men at the head, for instance of 
your machinery sales department, who will thoroughly un- 
derstand how to take full advantage of a manufacturer's 
entire line, not only in power transmission equipment but in 
engineering and special equipment jobs, both transmission 
and materials handling: equipment. 

We believe that the importance of mill supply and ma- 
chinery dealers will be immeasurably increased by the de- 
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sary to withstand advice of men whose knowledge can be relied biggest asset of any business. Wise enough 
subjected and upon, to the end that he may have better, to study and know the tools he offers his cus- 
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_ Wis m —— more economical service and a lasting satis- tomers and, from his own knowledge, to rec- 
value of compound : 
and a construction faction in knowing he has the best tool for the ommend or guide their choice to the tool 
balanced purpose that is made. which will best perform the work required. 


These three wise men have analyzed and thoroughly proved the Atlas Car Mover 
and found it to be by actual test the most powerful and efficient tool ever devised 
for moving cars by hand. In describing the materials used and the workmanship it 
is only necessary to say, they are the best to be obtained anywhere. 









GUARANTEE 
The Atlas ¢ M 





Give is a place to 
tand and we will move 


| APPLETON CAR MOVER CO., Appleton, Wisconsin 
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velopment of more of them from the strictly merchant class 
into that of consultant to industry in matters of plant oper- 
ation, production and maintenance. 

To the end that this goal may be attained, we have adopted 
a decidedly liberal policy of co-operation with such dealers 
as manifest their desire to more generally participate in all 
phases of the lodge business, as I have outlined before. 
This has been done by some of our larger dealers, with the 
result that they have very substantially increased their sales 
as well as their standing among the industries in their ter- 
ritories. 

In brief and recognizing our various classes of business as 
a whole and not only our own individual business, we feel 
that mill supply dealers can greatly increase their business 
by co-operating with manufacturers in increasing the ser- 
vice they can give to users and manufacturers, far beyond 
the carrying of a stock of miscellaneous goods on a strictly 
storekeeping basis. I believe I can safely assure you that 
all of the manufacturers present will gladly help the mill 
upply dealers to increase their value in sales representation 
in the full meaning of the term. 

Following the Wilmot paper, Mr. Puchta reported that 
the committee appointed at last year’s meeting to see if it 
were possible to establish more resale prices, had found 
that information on the subject investigated was meager, 
and in view of the peculiarities of the various interpre- 





tations of the law, it was decided best to discontinue the 
committee’s work. 

D. W. Disston, Henry Disston & Sons Co., Philadelphia, 
discussed the matter of service charges from the stand- 


point of a manufacturer. He said the hardware division 
of this company had put in a 10 per cent service charge 
on small orders, with a view to decreasing such orders. 
Instead it worked the other way. It increased them. 
When they looked for the answer, they found that the 
distributors figured that they couldn’t themselves handle 
a small order for 10 per cent, so they would rather pay 
the manufacturer 10 per cent and let him give the addi- 
tional service. 

E. P. Welles believed that the mill supply houses as a 
whole are carrying too many lines. He said that the end 
of the year inventory should be analyzed, and the slow 
movers eliminated from the stock. His own company had 
reduced its inventory 40 per cent, and increased its turn- 
over from four to six times a year as a result of such 
elimination, following an analysis. He urged distribu- 
tors to begin now to analyze their stocks in the light of 
the probable results of the simplification work that is 
being carried on, and to dispose of odd stocks of such 
items as are likely to be discontinued. 

The Tuesday afternoon meeting then adjourned. 





Reelect Ackles for Third Term as President 


Closing Day of Convention Featured by Business Discussions and 
Suggestion That the Mill Supply Field Stage One Big Annual Show 


It was deemed advisable to combine the topics listed 
for discussion Wednesday afternoon with those on the 
morning program, so that any members who planned to 
make their getaway on afternoon trains might do so. 

First on the day’s program was William C. Allen, 
Black & Decker Mfg. Co., Towson, Md., whose topic was: 
“Manufacturer-Distributor Co-operation.” Mr. Allen 
stated that to him the talk of co-operation is an old, old 
story. It’s a word knocked around. Add to it, “After 
co-operation, where do we go from here?” Seven years 
ago, his company issued a policy booklet, autographed by 
its president and distributed to the trade. About a year 
ago, this policy booklet was reissued, cast in bronze, to 
show that the policy was not a vacillating one. 
this policy there are 10 fixed points: 

1, Sell only through jobbers; 2, Aggressive advertis- 


Under 


» 


ing; 3, Personal sales assistance; 4, Price protection; 5, 
Freight 
allowance; & Twenty-four hour service; 9, Twenty-five 
per cent discount from list prices; 10, Quarterly divi- 
dends to jobbers. 


Established resale prices; 6, Sure turnover; 7, 


The next step was to familiarize executives and sales- 
men of the distributors. After telling how they ad- 
vanced from the sales meetings idea to the motion film 
method of educating, Mr. Allen told about the two Pierce- 
Arrow demonstrating trucks which are now used for this 
work. 

“Where do we go from here?” In answering this 
question, Mr. Allen made a strong plea for the promo- 
tion of a real selling show. Calling attention to the 
importance of the mill supply industry, as clearly indi- 
cated by the chart exhibited by MILL SUPPLIES, Mr. Allen 
said it is a shame that such an industry should not be 
properly represented in the association. He then de- 
scribed the remarkable advances made possible by the 
Automotive Equipment Association, which has grown 
until it has 600 members, equally divided between manu- 


facturers and jobbers. The show held each year is a 
purely selling show. He said his own company really 
dates its year from that show. He suggested that such 
a show be staged in the mill supply field each year in a 
central locality, to appeal also to the southern jobbers, 
thus saving time also for the manufacturers and their 
representatives, who could then put in this saved time 
helping their jobbers to sell more goods. 

Mr. Allen also believes that the manufacturers, instead 
of being associate members, should be brought in as full 
members, with equal representation on the official board. 
He said he believed that if this is done, manufacturers 
would be willing to come in on this basis, and that the 
association at its future conventions would then be able 
to have an attendance from all over this country. 

President Ackles stated that the Automotive Equip- 
ment Association show was really the stepping stone 
for his own enthusiasm for the little exhibit held by his 
association this year, and he hoped that the members 
would agree that the idea is worth while. 

There followed a discussion on various supplies. H. 
Cadwallader, Jr., Standard Shop Equipment Co., Phila- 
delphia, stressed the importance of taking into consider- 
ation the coming new standards that are bound to result 
from the work of simplification. 

Ralph E. Abbott, Louis E. Tracy Co., Boston, wondered 
if this simplification cannot be carried into merchandis- 
ing. His own idea is that specialization in various items 
is the way to take care of the troubles in the mill suppl) 
field. He said that in Boston, for instance, there are 12 
stocks of steel pulleys, representing two manufacturers’ 
lines. Any three of these distributors would serve the 
trade equally as well. Mr. Abbott wonders why dealers 
cannot focus on special lines, and co-operate on pickups. 

John J. Breslawsky, treasurer, New Jersey Engineer- 
ing & Supply Co., Passaic, N. J., said he would like to 
know how others felt about one manufacturer placing his 








line with several distributors in the same territory, 
where one would be sufficient. W. R. Simpson, vice presi- 
dent, American Pulley Company, stated that his company 
in most instances had but one distributor in a locality, 
although in larger centers they had more than one. E. S. 
Grant, Dodge Manufacturing Corp., Mishawaka, said 
that in the past his company did have dealers too close 
together, but that this condition was being altered as 
related in the new policy of his company. 

In a discussion of the situation regarding bolts and 
nuts, Charles E. Allinger stated that it is his experience 
that bolt men sell distributors at one price, and then 
quote that price or better to the consuming trade. The 
same Way on nuts. He thinks there should be a common 
common problem. Mr. Puchta 
remarks of President Graham of 
the Bolt and Nut Association at last year’s convention, 
and suggested that the committee or 
otherwise get in touch with the bolt and nut association 
t if jobbers cannot handle more of 
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Harry Cleveland Tool & Supply Company, said 
that everything seemed to be all right in the Cleveland 
district as regards chucks, Fred L. McCarthy, De- 
troit Jacobs Manufacturing Com- 
pany, Hartford, reported that he had heard no complaints 


from his territory. 


Ruhtf, 


and 
representat ive of the 


Fred S. Durham, Bonney Forge & Tool Works, Allen- 
wn, Pa., discussing the topic, ““Net versus List Prices,” 
He had 
a bitter experience a year ago. On one of his major lines, 
They 
» sell above list. He 


there are no text-books on this subject. 


he had list prices. were too low. The jobbers had 


doubled the list, but 
The had too much 
He had reports of situations where the con- 
imers were being charged full list price. but the sales 


One of his own salesmen went 


encountered 
trouble than 
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were killed. into a store 
a set of tools in question and was asked $20.06 
for them, should 


sale was lost. 


0 buy 


although 


the price have been $13.06. 


The result was that the 
Mr. company 
prices. A manufacturer 


into consideration. 


Consequently Durham's decided to 
must take his 
The drug industry has come 
The hardware industry is coming to it. 
The 
a mill supply house has to be an expert 
and has to be 


1\ ing merchandise, 
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to net prices. 
List prices after all are the cause of price cutting. 
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able to figure prices. In 
you usually figure at what price you 
can sell it. Why not sell it at that price? Why com- 
plicate it by adding a long list of discounts? Mr. Durham 
tention to the tact that in the automobile indus- 


called at 


try they have a new term, “A. Y. D.,” meaning, “At 
Your Door.” He said that he is a member of the asso- 
‘lation of which “Bill” Allen spoke, and that he is proud 
ot it 

T. E. Hazell, vice president, Wm. H. Taylor & Co., 


Allentown, asked Mr. 


ao il the 


Durham what a distributor would 
prices were increased or decreased on the net 
price manufacturer’s line. He said he thought it would 
in printing costs for the distribu- 
er had to change his catalogue every time 
Mr. Durham explained that that is part of the manu- 
facturer’s burden. He furnishes a complete set of sheets 
he distributor’s catalogue. F.C. Wittich, vice presi- 
dent, Cleveland Tool & Supply Company, said he thought 
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that net prices would work in retail trade, but not in 
the industrial trade. 

P. O. Boylan, W. M. Pattison Supply Company, 
Cleveland, said that there is a tendency today for flat 
discounts. He said that in his company it is always the 
policy to give the salesman the costs, but to suggest the 
resale price. Mr. Boylan also stressed the fact that dis- 
tributors do not have to put a lot of time to push what 
does not pay. He thinks most of the trouble is that 
distributors haven’t as concerns and as individuals im- 
pressed on their own organizations the necessity of 
knowing costs and selling. 

“Develop the imagination of the young fellows in your 
business,” advised Mr. Boylan. In his company the boys 
in the order department and the juniors, who show apti- 
tude for the business, are taken aside an hour or a half 
hour each week. A number of the company’s catalogues 
are placed around the table. Then a portion of the cata- 
logue is taken up. The boys are told why we have to 
ask this or that for this or that item. Some of them 
find the line is too complicated, and they decide not to 
stay in the mill supply business, which prevents us from 
wasting a lot of time and money later on in filling their 
places. Incidentally, he defended the mill supply sales- 
men as a Class. 

H. H. Smith, Strong, Carlisle & Hammond Co., 
Cleveland, said that as far as he is concerned, he would 
rather change the discounts than the lists. 

Ek. P. Welles said that distributors 
spread of 331.3 per cent on gross 
make spread a more lusty child. 
manufacturers as 
won't 


should have a 
sales, in order to 
He believes that with 
members, the outlaw lines 
“We need greater pride in our 


associate 
have the demand. 
industry,” he concluded. 

William Horwitz, Keystone Pipe & Supply Co., Butler, 
Pa., said: “What He said he be- 
lieved everybody in the supply business made money in 
1917-1918-1919, and emploves saw that their bosses were 
making money. 
tion, with the 
houses. 


we need is a doctor.” 


So they started new houses in competi- 
result that now many more 
Yet, not so very many of them belong to the 
association. He 


there are 


thinks these new houses need education 
as well as the old. 

W. C. Allen offered to provide the Black & Decker bus 
to pick up distributors in any locality to help along the 
new local organizatien plan. 

Wylie K. Lee, president, Clipper Belt Lacer Company, 
Grand Rapids, said that he never realized before how 
much patience the distributors have to have in selling 
goods. He said that his own company has always sold 
through distributors, and that 100 per cent of their prod- 
ucts are sold in this manner. 

John J. 


Breslawsky told how his company, the New 
Jersey 


Engineering & Supply Company, Passaic, N. J., 
maintained its organization practically intact from year 
to year. Those employes who have been in the service 
of the company two years, at the end of the year are 
given five per cent of their yearly salaries. Those over 
two years and up to five years receive a bonus of Tl». 
per cent. Beyond five years, they get 10 per cent. In 
addition, the employes have the privilege of subscribing 
to stock in the company at par. Furthermore, those who 
buy stock are given an extra five per cent on their 
stockholdings for five years, so that in reality the stock 
costs but 75 per cent of par, although worth considerably 
over par. “We have held our organization practically 
intact,” said Mr. Breslawsky. He explained that any em- 
ployes who cared to leave were privileged to turn their 
stock back into the company, although this was in no 
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sense obligatory. This bonus and stock system is irre- 
spective of any increases in salaries that may be given 
from time to time. All employes, salesmen and others, 
are on straight salaries. 

At this point, the chairman announced that Irving W. 
Lemaux, president of the Indianapolis Brush & Broom 
Mfg. Co., and past president of the American Supply and 
Machinery Manufacturers’ Association, had become an 
associate member of the national association. Mr. Le- 
maux was called upon and enthusiastically greeted. 

Chairman Puchta of the 


resolutions committee then 








presented the report of that committee, and the resolu- 
tions were unanimously adopted. The nominating com- 
mittee report was presented by George Vonnegut, in the 
absence of Chairman W. L. 
was unanimously accepted. 

President Ackles made a short address of appreciation, 
as did the two new members of the executive committee, 
Harry Ruhf, sales manager of the Cleveland Tool & Sup- 
ply Company, and T. E. Hazell, vice president of Wm. 
H. Taylor & Company, Allentown, Pa. 

The convention was then formally adjourned. 


Rodgers. This report also 





List of Exhibits at Atlantic City Convention 


Although but six weeks’ time elapsed between the 
appointment of an exhibit committee and the opening of 
the convention, 34 of the new associate members of the 
National Supply and Machinery Distributors’ Associa- 
tion took advantage of the offer of free space in which 
to show their goods. This number included 31 manufac- 
turers and three representatives of the business press. 
The exhibition committee was composed of the following 
manufacturers: Chairman, Fred SS. Durham, Bonney 
Forge & Tool Works, Allentown, Pa.; George C. Noros, 
Bond Foundry & Machine Company, Manheim, Pa.; W. 
H. Fisher, T. 
Pa.: &. 5. 


B. Wood’s Sons Company, Chambersburg, 
Beattys, Joyvce-Cridland Company, Dayton; 
Robert P. Kelley, Victor Saw Works, Inc., Middletown, 
N. Y.; Joseph H. Hazley, Co:, 
Hartford. 

The following is a list of the manufacturers who ex- 
hibited, together with a brief description of the goods 
shown: 

Appleton Car Mover Co., 


Jacobs Manufacturing 


Appleton, Wis., double spur 
mover with rail guides, a single spur mover and the new 
mover recently brought out by the company. 

Billings & Spencer Co., Hartford, Conn., a line of 
chrome-molybdenum wrenches, including recent additions 
to the company’s line, and samples of new 
hammers. 

Bunting 


machinists’ 


Brass & Bronze Mfg. Co., Toledo, Ohio, a 
few of the standard sizes of the company’s bronze bars. 

Joyce-Cridland Company, Dayton, featured a new jack, 
of five-ton the first the company has ever 
brought out in that size, and an exact duplicate of the 
company’s large jack. 

Clover Mtg. Co., Norwalk, Conn., an exhibit of grind- 
ing compounds, metal polish and flint paper. 

Van Dorn Electric Tool Co., Cleveland, an exhibit of 
electric drills, electric glue pots and a six-inch grinder. 

Wright Manufacturing Company, Lisbon, Ohio, 
tributed literature describing its line of hoists. 

Simonds Saw & Steel Co.. Fitchburg, Mass., literature 
relating to the company’s line of products. 

Jacobs Manutacturing Company, Hartford, a line of 
drill chucks. 


capacity, 


dis- 


Vincent Steel Process Company, Detroit, emery wheel 
dresses, dresser cutters and hardened high speed tool 
bits. 

Torchweld Equipment Company, Chicago, gas welding 
and cutting equipment, including non-flash hand and 
machine welding torches, cutting torches, gas pressure 
regulator, gas saver and brazing and lead welding equip- 
ment. 

Bearium Bearings Company, Buffalo, a line of 
ing metals and finished bearings and bushings. 

T. B. Wood Sons Co., Chambersburg, Pa., exhibited for 
the first time its new Wood-Fafnir double ball bearing 
hanger box, the companion to the company line of shaft 
hangers. The company has used Fafnir ball bearings in 


bear- 


its hanger boxes, loose pulleys and friction clutches for 
many years, but not until now has the Wood 
adopted them into its line of products. 

Victor Works, Inc., Middletown, N. Y., flexible 
blades and a special hacksaw blade recently placed on 
the market. 


company 


Saw 


Bond Foundry & Machine Company, Manheim, Pa., 
samples of the Bond commercial roller bearing, double 
ball race swivel truck caster with roller bearing wheei. 

Fulton Drop Company, Ohio, 
several of the new vises which recently 
placed on the market. 

Collis Co., Clinton, 
sockets, arbors, chucks 
lathe tools. 

B.Ed. 
sives. 

Dodge Manutacturing Corp., Mishawaka, Ind., a model 
of the new Timken equipped roller bearing units. 

EK. C. Atkins & Co., Indianapolis, hack saw blades and 


Forge Fulton, 


company 


Canal 
the 


lowa, a 
and 


and 
and 


display ot sleeves 


collets, taper sleeves 


Barton & Son Co., Philadelphia, a line of abra- 


belt wax. 
J. H. Williams & Co., Buffalo, a number of boards on 
which were mounted samples of the company’s genera! 


stock lines, the new chrome-molybdenum wrenches, and 

“Silent Salesman” boards, including chrome-molybdenum 

and carbon steel wrenches. 
Richards-Wilcox Mtg. Co., 


Aurora, Ill., track and trol- 


levs, ground flanged track and I-beam ball bearing 
trolleys. 
United States Electrical Tool Co., Cincinnati, a line 


of electric drills 
vrinder. 

Bonney Forge & Tool Works, Allentown, Pa., a number 
of sets of chrome-molybdenum wrenches, together with 
several display boards showing various sizes and styles. 

Flexible Steel 
lamp guards. 


and models of the company’s six-inch 


Lacing Co., Chicago, steel lacing and 


Republic Rubber Company, Youngstown, Ohio, display 


boards calling attention to the company’s “five-point 


policy.” 


Oster Manutacturing Company, Cleveland, Ohio, 
showed the company’s new power drive and_ pipe 
threader. 

Standard Shop Equipment Company, Philadelphia, 


showed some of its standard set-up appliances. 

National Lamp Works, Cleveland, 
opened. 

Black & Decker Manufacturing Company, 
Md., models of the new Marschke heavy duty 
rcently acquired by the company. 

American Pulley Company, Philadelphia, showed one 
of the new factory 
brought out. 

H. Disston & Sons, Inc., Philadelphia, had an exhibit 
of files and saws, 


Ohio, exhibit un- 
Towson. 


grinders 


trucks which the company has just 


( 














‘ May, 1920 


Official Registration at Atlantic City Convention 


A 


Akron Barrow Co., Cleveland, W. A. Gordon. 

Allen Manufacturing Co., Hartford, Wm. A. Purtell. 

Allied Machinery Co. of America, New York City, G. B. 
McKay. 

American Non-Gran Bronze Co., Berwyn, Pa., E. J. 
livan. 

The American Pulley Co., 
B. E. Baker. 

American Schaeffer & Budenberg, Brooklyn, G. A. 

Appleton Car Mover Co., Appleton, Wis., G. L. Carleton. 

Armstrong Tool Co., Chicago, Horace Armstrong. 

E. C. Atkins & Co., New York, E. W. Clark. 

E. C. Atkins & Co., Indianapolis, N. A. Gladding. 

1 


H. H. Barton & Son Co., Philadelphia, Albert ID. 
Wm. J. Ellis. 

Beals McCarthy & Rogers, Inc., Buffalo, Arthur B. 

Bearium Bearings, Inc., Buffalo, H. G. Pagani, F. A. 


Sul- 
Philadelphia, Wm. R. Simpson, 
Binz. 


Bros. 


Barton, 


Paull. 
Rob- 


ertson, A. A. Matthews, J. W. Haig. 
Belting & Transmission, Chicago, D. R. Egbert. 
Charles H. Besly & Co., Chicago, Edward P. Welles. 


Biddle 
H. W. Beals. 

The Billings & Spencer Co., 
P. Linde. 

The Black & Decker Mfg. Co., 
Black, Robert I). Black, R. W. Procter, W. C. Allen, C. M. 
Hall, Leo. C. Gehring, H. G. Smith, Paul O. Watts. 

Bonner & Barnewall, Inc., New York City, P. R. 
E. O. Floyd. 

Charles Bond Co., 


Purchasing Co., New York City, F. A. Demarest, 


Hartford, W. Roy Moore, N. 


Towson, Md., S. Duncan 


Bonner, 


Philadelphia, Charles Bond, C. Carter 


bond. 

Bond Foundry & Machine Co., Manheim, Pa., George C. 
Noros, Oliver Stangland. 

Bonney Forge & Tool Works, Allentown, Pa., Fred S. 
Durham. 


Detroit, Wm. P. Goudie, Jr., John 


Phillips. 
Co., Waterbury, Ce 


Bristol 


Ferguson. 


Bunting Brass & Bronze Co., Toledo, A. P. James. 

Butterfield & Co., Derby Line, Vt., L. H. Laythe, E. W. 
McKeen. 

( 

R. K. Carter & Co., New York City, W. P. Paulscraft. 

Carey Machinery & Supply Co., Baltimore, G. Cheston 
Carey 

Casanave Supply ¢ Philadelphia, S. Schaller, Frank ID. 
Wilson 

Cli Hardware Co., Jamestown, N. Y., H. B. Lauden- 

ge) 

Cleveland Tool & Supply Co., Cleveland, H. E. Ruhf, F. 
( Witticl 

Cleveland Twist Driil Co., Cleveland, Robert G. Berring- 

n, W. E. Caldwell, Harley G. Smith. 

Clipper Belt Lacer Co., Grand Rapids, Wylie K. Lee. 

Clover Mfg. Co., Norwalk, Conn., E. B. Gallaher, George 
A. Fis] 


‘o., Clinton, Iowa, O. I). 


Collis, C. M. Weaks. 
‘tford, Har t 


ry W. Hultgren. 


itp 


R. & J. Dick Co., Inc, Passaic, N. J., Benj. A. Keiley. 


Henry Disston & Sons, Inc., Philadelphia, 1). W. Jenkins, 
Al be H. Uhl, S. Horace [Disston, G. FE. Hopf. 
Dodge Mfg. Corp., Mishawaka, Ind., W. W. French, E. S. 
Grant, C. 3. Reeves, Ben Bailey. 
R. R. Donnelly & Sons, Chicago, C. F. Beezley, Jr., F. M. 
M. W. Jdunton Co, Providence, R. I., E. L. Halligan. 
KE 
Electric Hose & Rubber Co., Wilmington, Del., C. I). Gar- 
. 
The Fafnir Bearing Co., New Britain, R. N. Hemenway. 
The Fairbanks ¢ New York City, Morgan H. Fowler. 


Fairmount Supply Co., Fairmount, 
Flexible Steel Lacing Co., 


W. Va. FF. €. 
Hugh L. 


Davis. 
Coats, CC. bL. 


Chicago, 


, Canal Fulton, O., A. L. Eicher. 


G 
Greene, Tweed & Co., New York City, Frank J. Hill. 
Phillip Gross Hardware & Supply Co., Milwaukee, Henry 
P. Mueller, Arthur F. Boettcher. 
Gustin-Bacon Mfg. Co., Kansas City, Mo., F. 
iT 


Co., 


L. Bacon. 


Louis Hanssen’s Sons 
Hanssen. 
The Hardware & Supply Co., Akron, H. H. Kuhn. 
Samuel Harris & Co., Chicago, S. H. Clark, G. S. 
Hoggson & Pettis Mfg. Co., New Haven 


Davenport, Iowa, Charles EF. 


Clark. 
, J. J. Chandler. 


Indianapolis Brush & Broom Mfg. Co., Indianapolis, Irving 
W. Lemaux, J. W. Crossman. 

The Iron Age, New York City, L. S. Love. 

Industry Illustrated, New York, Harvey Conover, John H. 
Van Deventer. 

J 

Jacobs Mfg. Co., Hartford, H. 
ley, Fred L. McCarthy. 

Jefferson Union Co., Lexington, Mass., Daniel T. Groff. 

Jenkins Bros., New York City, Wm. J. Le Compte. 

Johnson Belting Co., New York City, Nathan Fried. 

Joyee-Cridland Co., Dayton, Arthur S. Beattys. 


M. Toppin, Joseph H. Haz- 


In 
EK. Keeler Co., Williamsport, Pa., H. W. Wilkinson. 
Keystone Pipe & Supply Co., Butler, Pa., William Horwitz. 
The E. A. Kinsey Co., Cincinnati, W. J. Radcliffe, A. FE. 
Douglas. 
L. 
Portland, Ind., H. I. 
AT 
Machinery, New York City, Erik Oberg. 
Maddock & Co., Philadelphia, P. G. Maddock, H. C. 


The Joseph Lay Co., Croyle. 


Mad- 


dock. 

Mechanical Rubber Co., New York City, B. F. Ruether, 
W. J. Behr, E. W. Hauger. 

MILL SUPPLIES, Chicago, Mrs. J. H. McNash, Clay C. 


Cooper, E. N. Grantvedt, John A. Cronin. 
Alexander Milburn Co., Baltimore, F. 
Jenkins. 
Ellis W. 
lins. 


BE. D. 


soyer, Alexander F. 


Morse Co., Binghamton, N. Y., William J. Col- 


Morton Co., Louisville, E. 1). Morton. 


N 
Neill La Vielle Supply Co., Louisville, Wm. R. R. La Vielle. 
New Jersey Engineering Co., Passaic, N. J., John J. Bre- 
lawsky. 
o 


Olive 


Bros., Ine., Pittsburgh, Pa., Wilson Oliver. 


Oliver Bros., Inc., New York City, Horace E. Dale. 
Oster Mfg. Co., Cleveland, A. S. Gould, H. W. Oster, Jr. 
P 

W. M. Pattison Supply Co., Cleveland, P. O. Boylan. 


The Charles Parker Co., Meriden, Conn., H. E. Thayer. 

Perth Amboy Hardware & Supply Co., Perth Amboy, N. J., 
S. G. Levine. 

Pittsburgh Gage & Supply Co., 
W. L. Rodgers. 

H.. K. Porter, 
Callaway. 

Positive 


C.. E. 


Pittsburgh, H. J. Casper, 


Inc., Everett, Mass., James Geddes, J. P. 


Lock Washer Co., Newark, N. J., B. 
Shepherd. 


L. de Nourie, 
Q 


The Queen City Supply Co., Cincinnati, George Puchta. 


Quaker City Rubber Co., Philadelphia, George W. Schultz. 


T. B. Rayl Co., Detroit, Alex. Paton, B. H. Ackles. 


The Republic Rubber Co., Youngstown, Ohio, R. M. Gatt- 


shall. 
J. B. Roby Co., Rochester, N. Y., C. W. Griswold. 
Root, Neal & Co., Buffalo, George F. Root. 
Richards-Wileox Mfg Co., Aurora, IIl., H. R. Butler. 
Rockwood Mfg. Co., Indianapolis, Ind., W. I). Hammer 
tadt. 
Russell 
Cook. 


Burdsall & Ward, Port Chester, N. J., R. B. M. 


ais 
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. 
Schroeter Bros. Hardware Co., St 
ter. 
Shadbolt & Boyd Co., Milwaukee, Howard F. St. George. 
A. W. Shaw Co., Chicago, R. L. Putman, A. E. 
Merritt Lum. 
Simonds Saw & Steel Co., Fitchburg, Mass., R. I). 
J. E. Kelley. 
S. K. F. Industries, Inc., New York City, D. W. McAllen. 
The Skinner Chuck Co., New Britain, Conn., A. E. Thorn- 
ton. 
Smith & Pearson, Inc., Auburn, N. Y., George C. 
Somers, Fitler & Todd Co., Pittsburgh, W. T. 
Todd, Jr. 
Standard Pressed Steel Co., Jenkintown, Pa., R. A. Barker. 
Standard Shop Equipment Co., Philadelphia, H. Cadwalla- 
der, Jr., P. P. Henshall. 
The Standard Tool Co., Cleveland, W. P. Ross. 
The L. S. Starrett Co., Athol, Mass., W. C. Greene. 
The Chas. A. Strelinger Co., Detroit, Charles E. Allinger. 
Strong, Carlisle & Hammond Co., Cleveland, H. W. Strong, 
. H. Smith. 
Swank Hardware Co., Johnstown, Pa., W. C. 


. Louis, Oscar J. Schroe- 


Paxton, 


saldwin, 


Pearson. 


Todd, W. 


Lambert. 

1, 

William H. Taylor & Co., Inc., Allentown, Pa., T. E. Hazell. 

Henry G. Thompson Co., New Haven, L. M. Edwards. 

Torchweld Equipment Co., Chicago, W. A. Slack. 

Lewis EK. Tracy Co., Boston, Ralph I. Abbott. 

| 

The United States Electrical Tool Co., Cincinnati, Matt J. 

Herold, M. A. Weidmayer, W. B. Da Silva. 


\ 
Van Dorn Electric Tool Co., Cleveland, Lyman H. Bellows, 
k. G. Horner. 
Victor Saw Works, Middletown, N. Y., Robert P. Kelley. 
Vincent Steel Process Co., Detroit, K. H. Behringer. 


Vonnegut 


Hardware Co., Indianapolis, George 
Fred 


Vonnegut, 
W. Hess. 


“ 

ci: Buffalo, H. 
\\ ileox. 

I. B. Williams & Sons Co., Dover, N. 


Williams & Co., Harvey Williams, E. J. 


H., John C. Ruf. 


The Wood Shovel & Tool Co., Piqua, Ohio, C. L. Butts, 
H. L. Gillian. 

T. B. Wood Sons Co., Chambersburg, Pa., W. H. Fisher, 
fk. H. Cargen, G. R. Washinger. 

Wright Mfg. Co., Lisbon, Ohio, H. F. Wright. 

The Wyoming Shovel Works, Wyoming, Pa., S.. Edward 


Byers, William C. Wright. 


Yale & Towne Mfg. Co., Stamford, Conn., H. J. 
A. White. 


Fuller, H. 








Sidelights on Atlantic 
City Convention 


labeled the Atlantic City convention a 

With the weather warm enough for 
perambulating, it gave them an opportunity to show off 
their new goods, single and double breasted, to say noth- 
ing of the new canes. 




















The 
grand 


“boys” 


success. 


The early arrivals staged a barrow race. It 
by “Bill” Gordon in a boardwalk. 

By Sunday noon there were sufficient mill supply men 
registered at the Ambassador to tax capacity of the 
waiters, plus the patience of the supply men. It took 
“Trv’’ Lemaux at least ten minutes to persuade the head 
waiter that he was on the European plan, and wanted 
to pay his bill. 

The first important golf match of Sunday afternoon 
was played on the links of a nearby country club. The 
contestants were J. H. Williams, Moss Patch, P. J. 


Was Won 


70-E: 





Hoeffler and C. M. Hall. They were accompanied by a 
large and enthusiastic gallery, and one of the latter, 
F. C. Wittich, of the Cleveland Tool & Supply Company, 
was sold on the game. Yes, Bill Allen went the rounds 
with him, but Bill didn’t sell him. Mr. Wittich 
himself. (Cleveland papers kindly copy.) 


sold 


The American plan of dining is being considered by 
the committee on simplification. Everybody wanted to 
invite everybody else to be his guest, and Ye Poor Scribe, 
who had to do the ordering for a table of fourteen, now 
knows the reason why so many mill supply men are 
going to Europe. 

“Does co-operation with the distributor pay?” 
boy, did you notice all those swell new 
Black & Decker crowd were sporting? 

W. T. Todd takes first prize for the winning story 
of the convention. He was coming down in the elevator 
with a bride and groom. “Oh, see all the pretty water,” 
exclaimed the charming bride, whereat the groom, from 
the inland territory, queried, “Oh, what river is that?” 

Robert P. Kelley and Charles E. Allinger both missed 
a pocketbook during a stroll up the boardwalk Sunday 
evening. The boys in a nearby store doorway pulled the 
old April fool string. The funny part of it is that 
both of these gentlemen knew there was a string to it, 
but canes won’t cut where hacksaws will. Many of the 
other convention men were fooled by this old stunt, but 
you couldn’t fool “Bob” or “Charlie.” Those “boys” had 
plaved that game themselves when they were younger. 

AN ODE TOTDA 

(Editor’s Note: ID A means I don’t alibi) 
If I were but the ocean 
tolling its waves upon shore 
With a rhythm and rhyme, I’ve a notion 
I'd write a few verses, or more. 
Yes, I'd pen an Ode to IDA 
For there’s never another like she, 
Who gave me the wink when I tried a 
Few stories to tell of the sea, 
Of sails that were made in a sail-loft, 
Of schooners lost on the bars, 
Of the fighting men who went aloft 
To take a few shots at the stars. 

(Editor’s Note: 
little “‘poem.’’) 


Oh, 


cars that the 


Poet Bill never finished this beautiful 


“Pete” Boylan’s alibi for being two minutes late: “I 
busted my glasses.” 

“Trv’” Lemaux’s alibi 
was electing a mayor.” 


(for use if he ever was late): “I 


“Bill” Gordon’s alibi: “It’s the spring clean-up season. 
They’re all after my barrows. A lot of cleaning up to do.” 

President Ackles’ alibi: “I have no 
lullaby now. She’s four months old.” 


alibi. i's: a 


(More alibis will be filed for future reference. ) 


EK. P. Welles says: “Chicago's all right... Mr. Welles 
is on his way to Europe. Charles E. Hanssen says the 
tall corn grows taller in Iowa. Mr. Hanssen is on his 
way to Europe. He isn’t going in the same boat with 
Mr. Welles, although we poor fellows who have to stay 
at home, think they are both in the same boat. But 
then, after all, Mr. Puchta came back and Mr. Allinger 
came back. They all come back, happier than ever about 
this grand old country of ours. 

“My cards are not stacked.” said Matt J. Herold, sales 
manager of the United States Electrical Tool Company. 
as he passed around decks of playing cards to the visitors 
at the convention. Oster Manufacturing Company was 
giving away scorecards, evidently believing that occa- 








sionally the busy mill supply man lets his salesmen go 
out to the ball game. Black & Decker Manufacturing 
Company distributed some briar pipes. These were the 
only “giveaways” at the convention, at least that the 
writer noted. 

A LITTLE ONE-ACT PLAYLET 

Place: Ambassador Hotel. 

Time: One p. m., daylight saving. 

Scene One: Just outside the dining room. A group of 
hard-working conventionites checking coats and hats for 
the steenth time. One of group, a prosperous looking 
merchant, throws out chest to full expansion. 

P. M. (Prosperous Merchant): “Well, boys, I'll buy 
this lunch.” 

The Group, in chorus: “No, I’ll treat this noon.” 

P. M.: “But I insist. This must be on me.” 

The Group, again in chorus: “Well, if must it must, 
it must. Let’s go.” 

Ten brave men bravely marched to top of stairs, and 
follow the head-waiter to a large round table in center 
of dining room. 

P.M. (gazing at the group, a little anxiously this time, 
for he notes an unfamiliar face or two): “Are all you 
fellows eating on the American plan.” 

Chorus of vesses, followed by distinct look of relief on 
brow of P. M. 

Four more Americans join the group, and after identi- 
figation, they are made welcome by P. M. 

End of Scene One.) 

Scene Two: Action in this scene is staged entirely at 
the table. Much action. 

P. M.: “All you fellows want the lunch?” 

Chorus of yesses. 

P. M. laboriously writes on check: ‘Fourteen lunches.” 
Waits five minutes. Passes check to waiter, who eyes it 
suspiciously, and returns it to P. M., with a shake of the 
head. 

Waiter: “No, no. You must have names and room 
numbers.” 

P. M.: “Well, boys, let’s have your names and num- 
bers.” Starts to list the group. Twenty minutes are 
thus consumed. Beckons to waiter, and hands latter 
check. 

Waiter: “Now, 
Each dish.” 

P. M.: “This is worse than I thought. Boys, what kind 
of cocktail will you have? I guess I'll have oysters. 
There’s an R in the month.”” Fourteen different opinions 
are expressed, and finally P. M., the busy merchant, 
writes down: “Fourteen crab cocktails.” 

Five minutes more arguing about the soup, and B. M. 
writes: ““Fourteen tomato soups.” 

By process of elimination, they get as far as dessert 
list, by which time P. M. has to be revived. Four pencils 
are worn to stubs. Fourteen patient mill supply men are 
ready to become patients. The waiter wishes these fel- 
lows would hurry up and learn the American language. 
At last, the P. M. listed the last of the fourteens, and 
vows that the busiest merchant of the world is he who 
would be lavish in his invitation to lunch on the Ameri- 
can plan. 

(As the waiter brings the crab cocktails, the curtain 
falls. 


vou have to write down what you want. 


“The O’s have it,” declared Art Douglas, of the E. 
A. Kinsey Company, as the second speaker at the ban- 
quet was announced. 


H. E. Dickerman, of Chisholm-Moore Mfg. Co., was a 
convention visitor and greeted many of his friends. On 
the second day of the convention “Jack” Ruf, president 
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of the American Supply and Machinery Manufacturers’ 
Association, appeared on the scene, as did N. A. Gladding, 
vice-president of E. C. Atkins & Co. 

As an appreciation of his efforts in behalf of the 
members of the association, President Ackles was pre- 
sented with a very striking clock. Thank you, the new 
Ackles heiress never cries at night, so the clock will be 
a very useful article. 

“T’m just Bill Todd,’ was the modest announcement 
of himself by W. T. Todd, Jr., after his dad and mother 
had announced themselves at the banquet. 

Turn to the picture section in this issue and gaze upon 
that manly form of Joe Hazley leading his little dog, 
“Chuck,” along the boardwalk. No doubt, he named the 
dog such a snappy name because the canine is a two- 
jawed pet with a guaranteed hold. 

Matt Herold still has his scouts out trying to find out 
who called him from a store along the boardwalk on 
Wednesday morning. He looked up, down and all around, 
but finally decided that the voice was merely from out 
the depths. 

One saddening incident at the convention was the an- 
nouncement by President Ackles of the serious illness of 
EK. B. Hunn, of The C. S. Mersick & Company, New 
Haven, Conn. 

On the final day of the convention, A. E. Klinger, 
president of the South Bend Supply Company, South 
Bend, Ind., arrived at the Ambassador. He and Mrs. 
Klinger have been enjoying a two weeks’ vacation trip to 
various points of interest. 

The big shovel man from Piqua was noted in “soup 
and fish” each evening, and the pages were kept busy 
calling him to the telephone. 

Some of the mill supply men in doing the boardwalk 
could not resist the temptation to try their skill as rifle- 
men in one of the shooting galleries. W. W. French, ad- 
vertising manager of the Dodge Manufacturing Corpora- 
tion, was the high man in one contest, scoring no less 
than 15 bull’s eves in 15 shots. 

Registration of the ladies at the convention was not 
made, but there was an unusually large number of the 
fair sex present. 

The galleries were well crowded at the exhibition by 
the Ambassador Swimming Girls on Tuesday evening. 
Among the features of the evening were the William J. 
Radcliffe Sunday morning dive, the Mercury dive, the 
Saturday night dive and several other comedy acts staged 
by two diving stars. Some of the mill supply visitors 
will testify that the divers created a great splash on 
several occasions. 

While the attendance at the dance on Tuesday evening 
was rather small, those present had a very enjoyable 
time, particularly in the Paul Jones numbers. 

°° ie 3 


List of Associate Members 


The following is the complete list of associate members 
of the National Supply and Machinery Distributors’ As- 
sociation; there are now 72 manufacturers in the list; 
in addition Jenkins Bros. belongs to the association, 
having taken over the former membership of the H. A. 
Rogers Company: 

American Pulley Company, Philadelphia; Akron Bar- 
row Company, Cleveland; Allen Manufacturing Company, 
Hartford; American Swiss File and Tool Company, Eliz- 
abeth, N. J., Appleton Car Mover Company, Appleton, 
Wis.; H. H. Barton & Son Company, Philadelphia; Bay 
State Tap & Die Co., Mansfield, Mass.; Bearium Bear- 
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ings, Inc., Buffalo; The Billings & Spencer Company, 
Hartford; Black & Decker Mfg. Company, Towson, Md.; 


Bond Foundry & Machine Company, Manheim, Pa.; 
Bonney Forge & Tool Works, Allentown, Pa.; The 


Bunting Brass & Bronze Company, Toledo; Butter- 
field & Co., Derby Line, Vt.; J. M. Carpenter Tap & Die 
Co., Pawtucket, R. I.; Cincinnati Electrical Tool Com- 
pany, Cincinnati; Clayton & Lambert Mfg. Co., Detroit; 
Clipper Belt Lacer Company, Grand Rapids; Clover Mfg. 
Co., Norwalk, Conn.; The Collis Company, Clinton, lowa; 
The Crescent Machine Company, Leetonia, Ohio; The 
Cushman Chuck Company, Hartford; Detroit Belt Lacer 
Company, Detroit; R. & J. Dick Company, Passaic, N. J.; 
Henry Disston & Sons, Inc., Philadelphia; Dodge Manu- 
facturing Corporation, Mishawaka, Ind.; M. W. Dunton 
Company, Providence; Electric Hose & Rubber Co., Wil- 
mington, Del.; The Fairbanks Company, New York City; 
Flexible Steel Lacing Co., Chicago; Fulton Drop Forge 
Company, Canal Fulton, Ohio; Indianapolis Brush & 
Broom Mfg. Co., Indianapolis; Irwin Auger Bit Co., 
Wilmington, Ohio; Jacobs Manufacturing Co., Hartford; 
Johnson Belting Company, New York City; Joyce-Crid- 
land Company, Dayton; Joseph Lay Co., Portland, Ind.; 
Lufkin Rule Company, Saginaw, Mich.; Alexander Mil- 
burn Company, Baltimore; Monarch Metal Company, 
Chicago; National Lamp Works, Cleveland; Oster Manu- 
facturing Company, Cleveland; Wm. H. Ottemiller Com- 
pany, York, Pa.; The Charles Parker Company, Meriden, 
Conn.; Penberthy Injector Co., Detroit; H. K. Porter, 
Inc., Everett, Mass.; The Positive Lock Washer Co., 
Newark, N. J.: Precision Grinding Wheel Company, 
Philadelphia; Quigley Furnace Specialties Co., Inc.; The 
Republic Rubber Co., Youngstown, O.; Richards-Wilcox 
Mfg. Co., Aurora, Ill.; Rockford Mfg. Co., Indianapolis ; 
Scandinavian Western Importing Co., Ltd., New York 
City; Simonds Saw & Steel Co., Fitchburg, Mass.; S. K. 
F. Industries, Inc., New York City; The Skinner Chuck 
Company, New Britain, Conn.; Spartan Saw Works, 
Springfield, Mass.; Standard Shop Equipment Company, 
Philadelphia; The L. S. Starrett Co., Athol, Mass.; N. A. 
Strand & Co., Chicago; Torchweld Equipment Company, 
Chicago; The Henry G. Thompson & Sons Company, New 
Haven, Conn.; Union Manutacturing Co., New Britain, 
Conn.; United States Electrical Tool Co., Cincinnati; The 
Van Dorn Electric Tool Company, Cleveland; Victor Saw 
Works, Inc., Middletown, N. Y.; The Vincent Steel Proc- 
ess Company, Detroit; J. H. Williams & Company, Buft- 
falo; Witt Cornice Company, Cincinnati; Wood Shovel & 
Tool Company, Piqua, Ohio; T. B. Wood Sons Company, 
Chambersburg, Pa.;: Wright Mfg. Co., Lisbon, Ohio. 


*—2 


New Pipe Thread Machine Co. 

Hall-Will, Inc., is the name of a new company which 
has been organized at Erie, Pa., to manufacture pipe 
threading machinery. Leslie S. Hall, for the past five 
years vice-president and general manager of the Williams 
Tool Corporation, Erie, is president and general manager 
of the new company. C. Frank Williams, a son of F. C. 
Williams, the founder of the Williams Tool company, is 
vice president of the new company. Gordon C. Hay, for- 
merly sales manager of the Williams Tool Corporation, 
will be sales manager for Hall-Will, Inc. The company 
will shortly place on the market the first of its new type 
threaders, a portable tool with a capacity from 14-inch 
to two inches. Later a line of larger machines will be 
brought out. The company will manufacture its prod- 
ucts in the plant formerly occupied by the Erie Motor 
Truck Company at Pearl and Wagner avenues, Erie. This 
plant was erected during the war, and is adjacent to the 
Nickel Plate railroad tracks. 
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Passing of William Duecker 
William Duecker, member of the firm of Reed & 
Duecker, Memphis mill supply house, died Wednesday, 
April 14th, at his home in that city at the age of 65 


"a 





William Duecke) 


years. He was born in St. Louis. He moved to Memphis 
35 vears ago, and engaged in the manufacture of leather 
belting. In 1905, he and Clyde C. Reed formed a part- 
nership under the name of Reed & Duecker. 
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Manufacturer’s Rights in Maintaining Prices 


Courts Have Held That Cutting Off a Price Cutter and Later Reinstating 
Him With an Implied Agreement Not to Cut Any More Is Not Hlegal Act 


ELTON J. BUCKLEY 


In a recent article discussing a case of alleged price 
fixing, the defendant, a manufacturer of trade-marked 
merchandise, had cut off a price cutter and later rein- 
stated him upon his promise to thereafter hold the price. 
The court held that this was not an agreement to hold 
the price, but I thought it was pretty much like it. 

Now comes another case involving the same point, in 
which the court emphasizes the same thought that I had, 
but nevertheless says that such an arrangement is not a 
restraint of trade. The point is important. A manu- 
facturer, for instance, makes a watch which he wants 
to advertise as a dollar watch. He sells the retailer di- 


rect. A department store advertises the watch and ex- 
ploits it at 89 cents, and the manufacturer cuts it off for 
deranging his trade. All court decisions agree that he 


had of course a perfect right to do that. 

Later the department store expresses a wish to get 
back on the list again and says directly or indirectly to 
the manufacturer that if he will put him back he will 
hold the price. If that isn’t an agreement to maintain 
a price I don’t know what it can be, yet the court that 
decided the former case which I discussed, and now an- 
other court say it isn’t. It is important because it gives 
the manufacturer an additional weapon against the 
cutter. 

The case I shall discuss now was brought by the United 
States Government against Richard Hudnut, a New York 
manufacturer of trade-marked brands. Hudnut sells re- 
tailers direct and has 40,000 customers scattered all over 
the United States. He is very particular to have his 
goods retailed at his price and cut off seventy-three re- 
tailers, who refused to do it. Every one, however, sub- 
sequently decided to go along, and upon the giving of a 
promise not to offend again, all were put back on the 
selling list. 

The government said this amounted to a monopoly, be- 
cause it eliminated all competition between the retailers 
who sold Hudnut brands. And the contention seems 
plausible, but one answer to it of course is that Hudnut 
does only a small percentage of the business, that plenty 
of other concerns, make and sell the same line, and that 
therefore nobody who needs this line of goods is ob- 
liged to buy Hudnut’s. 

The court threw the case out, but realized that it was 
a close situation. I quote from the decision: 

“It is hardly useful to review in detail the seventy- 
three cases of retailers to whom the defendant sold its 
goods, and who were cut off for price cutting and rein- 
stated. These are but a small fraction of 40,000 cus- 
tomers, who purchased its merchandise. I should not re- 
gard the suit as a reasonable one, except for the recent 
case of the Supreme Court in Federal Trade Commission 
vs. Beech-Nut Co., 257 U. S. 441, decided by a narrow 
majority. That case, however, did not hold that a sug- 
gestion by a seller to his customer of a resale price, with 
a statement that further dealings would be discontinued 
if the customer cut the suggested price, was unlawful 
under the Sherman Act. 


“It is true that the distinction between the agreement 
by word or conduct, to maintain a reselling price on mer- 
chandise sold and delivered, and a warning that, if such 


a price is not maintained future sales will be withheld, is 
delicate, and that the second may be accompanied by 
such circumstances as to show conclusively that a con- 
tract is really made. Yet there is a difference, and, if 
it is not observed, the right to refuse to sell to a cus- 
tomer, who does not by his conduct satisfy his vendor, 
will disappear. Certainly reckless price cutting cheapens 
a product in the eyes of the community and often greatly 
injures its future marketability and value. On the whole 
there were among the seventy-three cases very few in- 
stances indeed where Hudnut’s salesmen, even with the 
inevitable enthusiasm of such persons, did anything like 
make an agreement to fix a resale price. 

“If some salesmen have occasionally done things which 
may merit criticism, there is not only admittedly no 
monopoly on the part of the defendant in toilet articles, 
or anything approaching it, but there is no body of 
transactions which merit condemnation for violation of 
the Sherman Act. 

“The bill is accordingly dismissed.” 

After all, it is comparatively easy for a manufacturer 
and a dealer to imply a perfect agreement that a price 
should be maintained, without putting it in words. For 
instance, take the manufacturer of the dollar watch 
again. He says to a price cutter, “You know my price on 
that watch is a dollar. If you can’t see your way clear 
to sell it at that, I won’t sell you any more.” “Very 
well,” says the cutter, “go ahead. I can’t allow you to 
dictate for what I shall sell my goods.” Accordingly he 
is cut off, but finds it inconvenient to do without the 
watch, so he says to the manufacturer, “What about your 
putting me back on the list?” Now if at that point the 
manufacturer should say, “I'll put you back only on your 
promise not to cut the price,’”’ he may be violating the 
law—I confess I do not know precisely where the line is. 
But if he says, “Why should I do that and get into the 
same trouble again?” And the one-time cutter should 
reply something like, “You put me back—you won’t have 
any trouble.” I should still think it amounted to an 
agreement, but two courts disagree with me. 

- —- 
WILL ERECT WAREHOUSES 
Report: From Birmingham That Two Mill) Supply Companies 
Are Purchasing Sites Along Railroad 

The Perry Supply company, of Birmingham, and Long- 
Lewis Hardware company, of Bessemer, Ala., are re- 
ported to have been negotiating with the Atlanta, Bir- 
mingham and Atlantic Railroad company for the pur- 
chase of warehouse sites along the railroad company’s 
right of way on First avenue, west. 

Approval of the property sale by the courts is under- 
stood to have been made, and both companies are ex- 
pected to announce plans soon for modern new buildings 
of steel and concrete. 

The Perry and Long-Lewis developments are to form 
part of a proposed $1,000,000 building program along the 
Atlanta, Birmingham and Atlantic Railroad company’s 
property, part of the program already having been put 
under way by the Exchange Distributing company, com- 
posed of five of Birminghan’s most prominent produce 
dealers. 
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| Pictorial Sidelights on the 21st Annual Convention of the National Supply and Machinery Distributors’ 
Association at Atlantic City, April 26th to 28th, 1926 
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Top row, left to right--Morevan H. Fowler, The Fairbanks Co.: C. Carte Bond, Charles Bond Company; Oliver Stangland, Bond Foundry & 
Machine Co.; Charles Bond, Charles Bond Company; George C. Noros, Bond Foundry & Machine Co.; Ralph E. Abbott, Lewis E. Tracy Co.; R. N. 
Hemenway, The Fafnir Bearing Co.; E. H. Cargen and W. H. Fisher, T. B. Wood Sons Co.; Harvey I. Croyle, The Joseph Lay Co, Inc.; W. P 
Ross, The Standard Tool Co.; H. J. Casper and W. L. Rodgers, Pittsburgh Gage & Supply Co. 

Second row—-William G. LeCompte, Jenkins Bros.; Herbert W. Strong, Strong, Carlisle & Hammond Co.: George Puchta, 
Co.; E. P. Welles, Charles H. Besly Co.; H. R. Butler, Richards-Wilcox Co.; J. H. Fuller, Yale & Towne Mfze. Co.: T. James Fernley, ad 
treasurer, and George Puchta; H. W. Oster, Jr., and A. S. Gould, Oster Mfg. Co. P. O Soylan, W. M. Pattison Supply Co.; 
Mint Suppuies; D. W. MeAllen, S. K. F. Industries, Ine.; A. P. James, Bunting Brass & Bronze Co.; H. E. Thayer, Charles Parl 

Third row Fred W. Hess and George Vonnegut, Vonnegwut Hardware Co.: E. O. Floyd, Bonner & Barnewall, Ine.: A. F. Jenkins, Alexander 
Milburn Co.: R. W. Procter, Black & Decker Mfg. Co.; A. L. Eicher, The Fulton Drop Forge Co.; Jack Radcliitte and His Dad; J. J. Chandler, Horg- 
on & Pettis Co.: Charles E. Hanssen, Louis Hanssen's Sons Co.; R. D. Baldwin, Simonds Saw & Steel Co.; S. J. Levine, Perth Amboy Hardware 4 
Co.: H. L. Coats and C. L. Garesche, Flexible Steel Lacing Co 














Fourth row—-Harry Hultgren, Cushman Chuck Co.; John F. Phillips, Boyer-Campbell Co.; A. R. Thornton, Skinner Chuck Co.; William P 
. Goudie, Boyer-Campbell Co.; Unidentified man; George A. Fernley, secretary -treasurer, giving President Ackles a ride; J. W. Crossman, Indianapoli- 
; Brush & Broom Mfr. Co.; R. M. Gattshall, Republic Rubber Co.; H. H. Kuhn, The Hardware & Sunply Co.; W. C. Lambert, Swank Hardware Co. ; 
a William A. Purtell, Allen Mfe. Co.: W. A. Slack, Torchweld Equipment Co. 4 
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Pictorial Sidelizhts on the 21st Annual Convention of the National Supply and Machinery Distributors’ 
Association at Atlantic City, April 26th to 28th, 1926 

















Top row, left to richt--C. E. Beezley, Jr.. R. R. Donnelley & Sons Co.: T. E. Hazell, Wm. H. Taylor Co.; W. H. Fisher, T. B. Wood Sons Co. ; 
W. R. Simpson and B. E. Baker, American Pulley Co.; R. N. Hemenway, Fafnir Ball Bearing Co.: Arthur B. Paull, Beals, MeCarthy & Rogers; 
Robert B. M. Cook, Russell, Burdsall & Ward Bolt & Nut Co.; Arthur B. Paull: J. H. Williams, J. H. Williams Co.; Irvine Lemaux, Indianapolis 
Brush & Broom Mfe. Co. 

Second row-——H. Cadwallader, Jr., Standard Shop Equipment Co.: C. E. Allinwer, Chas. A. Strelinver Co.: Osear J. Schroeter, Schroeter Bros. 
Hardware Co.; B. H. Ackles and Ale Paton, The T. B. Rayl Co.: S. G. Levine, Perth Amboy Hardware & Supply Co.; Frank J. Hill, Greene, 
Tweed & Co.: Blac & Decker’s New Bus, Paul O. Watts and R. W. Procter, Black & Decker Mfg. Co.: H. M. Toppin, Jacobs Mfg. Co. 

Third row——Irvin Lemau razing intently as Arthur Paull points out some of the boardwalk notables for benefit of convention guests; L. H. 
Laythe, Butterfield & Co.: G. B. McKay, Allied Machinery Co. of America; W. C. Greene, L. S. Starrett Co.; P. G. Maddock, Maddock & Co.; E. W 
Cla . EL C Atkins & Co., Ine. 


ny 


John E. Kelley, Simonds Saw & Steel Co.; W. R. R. La Vielle, Neill-LaViell 
, Standard Pressed Steel Co.; Frank D. Wilson, Casanave 





Supply Co.; R. D. Baldwin, Simonds Saw & Steel Co. ; 
Supply Co.; Robert G. Berrington, Cleveland 


ar : . Twist Drill Co.; S. Schaller, 
Casanave Supply Co.; H. E. Dale and Wilson Oliver, Oliver Brothers, Inc. 
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Pictorial Sidelights on the 21st Annual Convention of the National Supply and Machinery Distributors’ 
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Top row, left to right—-W. A. Gordon, Akron Barrow Co.: John E. Kelley, Simonds Saw & Steel Co.; Harry J. Casper, Pittsburgh Gage & 
Supply Co.: Irvine W. Lemaux, Indianapolis Brush & Broom Mfe. Co.; Bruce L. de Nourie and C. E. Shepherd, Positive Lock Washer Co. of America: 
Harley G. Smith, W. E. Caldwell and Robert G. Berrington, Cleveland Tw Drill Co.; Paul O. Watts and R. W. Procter, Black & Decker Mfg 
Co.; H. M. Toppin, Jacobs Mfx. Co.; Mrs. H. R. Mack, Detroit; F. L. Me Carthy, Jacobs Mfg. Co. 

Second row Horace Armstrong, Armstrong Bros. Tool Co.: H. H. Smith, Strong, Carlisle & Hammond Co.: William T. Todd, Jr., Somers 
Fitler & Todd; Robert P. Kelley, Victor Saw Works; F. M. Willis, R. R. Donnelley & Sons Co.: G. S. Clark, Samuel Harris & Co.: E. J. Sullivan 
American Non-Gran Bronze Corp.: Samuel H. ¢ Samuel Harris & Co.: H. G. Smith, W. C. Allen, L. C. Gehring, Robert D. Bla 
Black, all of Black & Decker Mfg. Co. 

Third row -H. E. Diekerman, The Chisholm-Moore Mfxe. Co.: W. E. Caldwell, Harley G. Smith and Robert G. Berrington, The Cleveland Twist 
Drill Co.: Robert A. Barker, Standard Pressed Steel Co.; Irvine Lemaux, Indianapolis Brush & Broom Mfe. Co.: John C. Ruf, I. B. Williams & 
Sons: J. H. Williams, J. H. Williams & Co.: F. S. Durham, Bonney Forze & Tool Co.: H. 1. Croyle, Joseph Lay Co.: E. D. Morton, E. D. Morton Co. ; 
H. J. Behr, Mechanical Rubber Co.; William Horwitz, Keystone Pipe & Supply Co. 

Fourth row A. A. Matthews, F. A. Robertson and Henry G. Pagani, Bearium Bearings Co.: W. J. Radelitfe. The E. A. Kinsey Co.: J. W. Hai 
fJearium Bearinyes Co.; A. E. Douglas, The E. A. Kinsey Co.: Frank J. Hill, Greene, Tweed & Co.: E. H. Cargen, T. B. Wood Sons Co.: Paul R 
tjonner, Bonner & Barnewall, Ince.: H. B. Laudenslager, Clark Hardware Co.: G. R. Washinger., T. B. Wood Sons Co.: W. W. French, Dodge Mannu- 
facturing Corp.; H. F. St. George, Shadbolt & Boyd Co.; A. F. Boettcher and Henry P. Mueller, Phillip Gross Hardware & Supply Co.: Harvey 
Conover, Industry Illustrated. Matt J. Herold, United States  Elecetrical Tool Co 
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Pictorial Sidelights on the 21st Annual Convention of the National Supply and Machinery Distributors’ 


Association at Atlantic City, April 26th to 28th, 1926 
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Cello Products Company, 
L. MeCarthy and Mrs. H. M. Topp 
d in connection with the convention. Note the implicity and lack of formality of the displays 
obliged to pass through this exhibit room in going to and 


tepping off a few miles on the boardwalk with B. F. Ruethe: 
i in 


attending convention session were 


Mrs. Fred L.MecCarthy; H. M. Toppin, Jacobs Mfe. Co., Hartford; Mrs. H. M. Toppin 


Piqua, Ohio; C. W. Griswold, S. B. Roby Co., Rochester; H. L. Gillian, Wood Shovel & Tool 
A. Gladding, E. C. Atkins & Co. Indianapolis. 























Mill Supply Houses Are 
Real Sales Organizations 


as our dealers graduated from the storekeeper class into real supply 
and machinery sales organizations, this problem became easier until we 
now. feel that we can safely trust our business in their hands.” 


The above quotation is another testimonial to the fact that the mill 
supply dealers of the United States have won their spurs. It is taken from a letter 
written within recent weeks by the Dodge Manufacturing Corporation to the Na- 
tional Supply and Machinery Distributors’ Association. 


Within the past year the Dodge company has discontinued its own branch ware- 
houses, with two exceptions, and the latter will be discontinued. Hereafter en- 
tire distribution of the company’s standard lines will be through representative 
dealers, in close cooperation with district offices and the elimination by reason of 
this policy of present district warehouses. 


It is doubtful whether any manufacturing organization affiliated with the mill 
supply field is in a better position to know the value of the mill supply house 
than is this prominent manufacturer of transmission equipment. 


It now has announced publicly that insofar as its standard lines of transmis- 
sion equipment are concerned, it believes in the mill supply dealer as the most effi- 
cient and economical distributor. 


Anybody who has traveled around the United States, visiting the different 
mill supply houses in various sections, cannot fail to be impressed by the fact that 
the representative distributors in all parts of this country are most certainly to 
be classed as real sales organizations. 


Once upon a time some of these houses may have merited the classification as 
“storekeepers,” but that time apparently has gone forever. 


The trend of the times is in the direction of greater and greater dependence 
on the mill supply houses as the distributors of mill supplies, with a more whole- 
some appreciation of the necessity of a cooperative effort on the part of dealer 
and manufacturer to build greater sales volume in a more mutually beneficial man- 
ner. 

The Dodge company states that it now has a list of dealers comprising about 
500 of the representative supply houses. Its-efforts will be along the line of main- 
taining and extending the dealers’ business which the company now has, rather 
than the addition of any more dealer accounts. 


Those manufacturers who have not yet recognized the value of mill supply 
house distribution should translate into terms of their own business what it would 
mean to have 500 mill supply dealers, or even 300, 200 or 100 dealers, as part 
and parcel of their own sales organizations. 


Considering the fact that the typical mill supply house has in its employ sev- 
eral outside salesmen, it is not difficult to realize that the manufacturer, whose prod- 
uct is of a standard type that is salable to the industries of this country, can 
build for himself immediately a sales organization of several hundred men, merely 
by casting his lot with the supply field. 


For many years the mill supply houses have been agitated by the direct sel- 
ling competition of some manufacturers. From the present outlook, it would ap- 
pear that this obstacle to the happy and profitable conduct of a mill supply busi- 
ness will grow less and less as the years roll by. 


One reason for this is that there is an ever increasing consciousness of their 
own importance on the part of the mill supply houses. The sooner the fact that 
the distributing business is no longer in the storekeeper class becomes impressed on 
the minds of the mill supply field as a whole, the quicker will the benefits of real 
cooperative sales methods reflect themselves on the right side of the ledger. 
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_ __T. B. WOOD SONS COMPANY 

| WA Cambridge, Mass. Chambersburg, Pa. Greenville, S. C. 

Hi | NA Makers of Power Transmission Machinery Since 1857 
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PERFECTION 
LEATHER BELTING 


The Highest Grade Belting of 
the Highest Grade Tannage 


Let us tell you what we have done 
for other Jobbers and how we 


have increased their sales. 








ELIZABETH, Nae 
PROVIDENCE, R. 1. 


When writing to Advertisers please mention Mitt Suppties. 
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Multiply the Effect of Your Salesmen’s Calls 
by Issuing a Good General Catalogue 


Jobbers’ Catalogue Department 


R. R. DONNELLEY & SONS COMPANY 


731 PLYMOUTH COURT, CHICAGO 
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SHERMAN 


The Hose Clamp 


That Cannot Rust 





Wrought from heavy solid brass. 
Sliding tongue in groove insures 
uniform grip on hose and pre- 
vents bulging. 


Stiff, heavy ears form a nut lock 
which prevents nut from turning 
when tightened. Can be held in 
a vise and drawn tremendously 
tight. 

Made in all sizes and packed in 
strong, plainly labeled cartons. 
We carry the largest stock of 
hose clamps in the world, which 
insures prompt deliveries. 


DEALERS—Send for sample and 
attractive sellmg booklet. 


H. B. SHERMAN MFG. CO. 
Battle Creek, Mich. 


LARGEST MANUFACTURERS OF BRASS PIPE FITTINGS IN THE WORLD 











Clean as a 
freshly laun- 
dered hand 
towel— 


BLUE GRASS 
WIPING CLOTHS 


Sell them by name because the 
name is your guarantee. Years 
ago when we began supplying 
industries with wiping cloths, 
we adopted a fixed standa:d of 
quality—a standard that met the 
strict requirements of health au- 
thorities. 

The result of this fixed standard 
of quality has been a gradual 
widening of the field of users of 
BLUE GRASS Wiping Cloths 
until now they are being sold 
daily by many leading distribu- 
tors of mill and industrial sup- 
plies. A BLUE GRASS wiper 
is as clean as a freshly laundered 
hand towel and as safe to use. 
Your customers need only learn 
this safety feature and your re- 
peat business begins. 

Our plant in Louisville is equip- 
ped with most modern type eleec- 
tric driven machinery, which be- 
cause of large production, enables 
our giving all orders immediate 
deliveries. Jobbers, we solicit your 
inquiries. 


Manufactured by 


Louisville Sanitary 
Wipers Co., Inc. 


Louisville, Kentucky 


The market for 
Blue Grass 
wiping cloths 
is as broad as 
industry — 
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Even our regular dealers may not know 
how thoroughly complete is the 
RAHMANN Line of Flat and Round 
Leather Belting and specialties. There 
isa RAHMANN-MADE belt for every 
type of drive and to meet each require- 
ment of your customers. 


In addition to high grade Oak Tanned, 
we manufacture lines of Chrome and 
Combination Leather Belting, each 
suited to its own particular field. 


Fill in the coupon and we will mail you 
our new catalogue, fresh from the press. 


GEO. RAHMANN & CO. 


32 Spruce St., New York, N. Y. 
Newark, N. J. Philadelphia, Pa. Syracuse, N. Y. 








We have some excellent territory 
open to Mill Supply Dealers. Let 
us explain our proposition to you. 


When writing to Advertisers please mention Mitt Supp igs. 
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“Everything 
in Line Shafting Equipment’”’ 


From Turned Steel Shafting—including every related 
power appliance—up to Pulleys 16 ft. in diameter— 
Medart is always ready with quick service on “Every- 
thing in Line Shafting Equipment.” 


Established in 1879, Medart made the first steel rim pul- 
ley ever built. Since that time the company’s activities 
have expanded to a point where today the plant occu- 
pies more than one-quarter million square feet of floor 
space—devoted to the manufacture of every type of 
equipment used in the mechanical transmission of 
power. 

Coupled with the ability to furnish “Everything in Line 
Shafting Equipment,” Medart sets the pace with “right 
now” service. Next time, try this Medart combination 
on your emergency orders or initial purchases. 


Catalog 43 


Catalog No. 43 is a concentrated buying guide that simplifies 
transmission machinery purchases. Send for your copy today. 
together with discount sheets. 


The Medart Company 


(Formerly Medart Patent Pulley Co.) 


General Offices and Works, St. Louis, U. S. A. 


Offices in Chicago, Philadelphia, Pittsburgh, New York & Seattle 
Office and Warehouse in Cincinnati 
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MANUFACTURERS OF POWER TRANSMITTING AND KINDRED MACHINERY 


MEDART 


Fverything in Line Shatting Faujpmen 
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Saint Louis Awaits Mill Supply Convention 


Local Committee Planning Interesting Entertainment for Those Who 


Attend the Joint Gathering of Southern and American Associations 


With the 


history, the 


National Association convention an event of 

attention of the mill supply field is now 
directed towards St. Louis, where the Southern Supply 
and Machinery Dealers’ will hold a joint 
convention with the Supply and Machinery 
Manufacturers’ Association. This joint convention will 
open at the Hotel Statler on Tuesday morning, May 18th, 
and will continue for three days. 

The registration and general offices of the convention 
will be opened on Monday, May 17th, at 10 a.m. Dele- 
gates, guests and ladies will be provided with badges to 
identify them. The dealer’s badge will carry a maroon 


Association 
American 











arrangements will be made with several 
of the near-town golf clubs so that accredited delegates 
to the convention will have golfing privileges during their 
sojourn in St. Louis. 

The tentative program for the business 
been arranged, but as this story is being written some 
ot the details. as to speakers and subjects, are not yet 
ready for public announcement. 

The first the Southern Association will be 
an executive one, to be called to order at 10 o’clock Tues- 
day morning, May 18th. This association will also hold 
executive sessions on Wednesday and Thursday morn- 


In addition 


. 1 
Sessions Nas 


session of 








Left to right, John C. Ruf, president, American Association; Alvin M. Smith, seerctary-treasurer, Southern Asso- 


ciation; George 
ribbon, the manufacturer’s a blue ribbon, the manufac- 
turer’s agent’s a green ribbon, the syndicate buyer’s an 
orange ribbon, the guest’s a white ribbon, while for the 
ladies a special white ribbon badge will be provided. As 
usual a registration list will be published, and it is 
planned to have this ready for distribution on Wednes- 
day morning, with the names of all who have registered 
on or before Tuesday at six p. m. 

Those attending the convention will find that the local 
committee, headed by W. C. Henning, of A. Leschen & 
Sons Rope Company, has made arrangements for a very 
interesting entertainment program. The tentative plans 
for this entertainment, as announced by Mr. Henning 
are as follows: 

Tuesday afternoon, May 18th, luncheon 
for ladies attending the convention. 

Tuesday evening, dinner at the Statler to the execu- 
tive committee and ladies of the Southern Supply and 
Machinery Dealers’ Association, given by the executive 
committee and ladies of the American Supply and Ma- 
chinery Manufacturers’ Smoker at the 
Statler Roof Garden. 

Wednesday, May 19th, matinee for the ladies. 

Wednesday evening, ball 
Statler roof garden. 

Thursday, May 20th, drive and luncheon for the ladies. 


and bridge 


Association. 


and entertainment at the 


Winship, president, Southern Association. 


ing. The afternoons will be devoted to combined meet- 
ings of the dealers and manufacturers. 

The tentative program for the convention is arranged 
as follows: 

Tuesday, May 18th, 10 a. 
executive session. 


m.—Southern Association’s 
Roll call, reading of minutes of last 
convention, report of the president, report of secretary- 
treasurer, reports of committees, resolutions, new busi- 
ness, appointment of committees and discussion of re- 
ports. 

Tuesday, 10:30 a. m.—Meeting of the executive com- 
mittee and group chairmen of the American Association; 
11:30 a. m., meeting of the membership committee of 
the American Association. 

Tuesday, 2:30 p. m.—Combined meeting of two asso- 
ciations. Chairman, N. A. Gladding. Topic: “Is it eco- 
nomical purchasing for a large corporation to be shop- 
ping around?” Discussion introduced by Kirke H. Tay- 
lor, vice-president of the National Association of Pur- 
chasing Agents, Inc. There will also be a discussion of the 
subject, “What is a satisfactory margin on small tools?” 


Tuesday, 3:30 p. m.—Combined meeting. Chairman, 
D. R. Burr. Discussion: ‘Practice of manufac- 
turers to allot more tonnage to a dealer than his neces- 
sary stock requirements, resulting in demoralization of 
market when unloading surplus; discussion 


some 


leaders, 
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SAMSON CAR MOVER 
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RAIL GRIPP 
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Being the originators and pioneer builders of wood handle Car Movers, we have 
watched the coming and going of many devices for moving cars since we first brought 
out the SAMSON RAIL GRIPPER thirty years ago. During this time, however, we too 
have had our struggles, but thru persistent effort and timely improvements backed by the 
ever support of Jobbers and Users thruout the Industrial World, we have continued on- 


ward step by step until today SAMSON THE PIONEER is probably the most widely and 
favorably known Car Mover ever made. 
Write 


for bulletin and price list. 


Made by 


G. D. ROWELL & SON 


APPLETON 


WISCONSIN 
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Goulds Outfit W-210 


WALY 



















WALL “Dreadnaughts” have 
ilways been iaiantiens among > > “Autowater” System 
SUPERIOR 
furnaces of this type. Safety PRODUCTS Capacity 210 
and durability are guaranteed aglow gallons per hour 
by solid brazed steel construc 
tion throughout. A _ speciall; 
lesigned burner will melt 
pounds of solder in 10 minutes Automatic Oiling 
ind will operate indefinitely < 
vithout carbon trouble. Pumy 
in be removed while furnace For city, suburban 
in operation or farm homes ’ 
| at 

Each “Dreadnaught” IC 

securely ar vith 47 

tip for kerosene. Tip 

for gasoline furnished | Her’ Cata ae 


only when specified. 


P. 





WALL MFG. SUPPLY CO. 


Pittsburgh, 










GOULDS PUMPS, Inc. 
New York 


Seneca Falls, 
26-66 Preble Ave 


Pa. €. 
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John F. Hazen, Pittsburgh Steel Co., and B. F. Brown, 


Sabine Supply Co., Orange, Texas. Discussion: “Odd 
Size Material;” discussion leader, S. A. Ellicson, Chi- 


cago Pulley & Shafting Company. 
Wednesday, May 19th, 10 a. m. 
Topics: 


Southern Association 


executive session. 1, The use of slogans as 





l la 


Ps L. Pitts, Choirman, BR recutive 


Sout he ri 


Committee, 


Association 


a means of attracting business. Leader, H. 


C. Whiteley, 


assistant manager, industrial Merchandising, Chicago. 
2, Are bonuses to salesmen satistactory? 3, Are re- 
sults of discussions of trade practice at annual conven- 
tions productive of reform’? 4, Report of special com 


J. A. Vann, 
D:.. PD. 


and 


>; Chairman, 
the Young & Vann Supply Company, Birmingham, 
Peden, Peden & Houston, 


mittee on sound business practic 


Tron Steel Company, 


Frede } ich DD. Mitche ll, 


P {ssociation 


Ne ereta) y-7 reasnwrer Ame rican 


Thomas F. Bailey, Banks-Miller Supply Company, Hunt- 
ington, W. Va. 
Wednesday. May 
tion 
secretary-treasurer. 
ham H. Glatt; 


19th, 


session, 


10 a. m.—American 
President’s address, 
Committee reports: 
executive, Robert B. 


Assoc ia- 
report of 
Auditing, Wil- 


Skinner; member- 


executive 


$1 


ship, William F. 
C. Williams. 
of resolutions 
committee. 
Wednesday, May 19th, 2:30 p. m.—Combined meeting 
of the two associations. Chairman, Arthur C. Kingston. 


Wright: industrial legislation, Dixon 
New business, question box, appointment 
committee, appointment of nominating 











Robe it B. Skinne ¥. Bae cuti re 


A med ican Association 


Chairman, Committee, 


Discussions: “Compensation to dealer on manufacturer 
" “Hand to mouth buying.” 

Wednesday, 3:50 p. m.—Combined meeting. Chair- 
Dixon C. Williams. Discussion: ‘Specialty sales- 
manship.” introduced by Kenneth G. Merrill, M. B. Skin- 
ner Co., Chi Discussion: “Maintaining suggested 


sales 
man, 


hicavo, 


resale 


pric es.” 


Thursday, May 20th, 10. Southern Association 





W.C. Henning, Chairman, St. 
f 


Committee 


executive session. Discussion of annual report 
distribution; profit loss on returned goods; miscellaneous 
business; report of 
other committees, unfinished business. 

Thursday, 2:30 p. m.—Combined meeti Chairman, 
Charles W. Beaver. Introduction of newly elected officers 


on cost 


of nominating committee, 


reports 


ge 


































MENASHA 
WOOD SPLIT PULLEY CO. 


ta-Waem 


ELECTRIC GLUE POTS 





PRAISES 


“We use STA-WARM Glue Pots entirely. 
Our experience with them could not possibly 
be more satisfactory. As compared to glue 
pots of other makes, some of which are more 
expensive, which we investigated before pur- 
chasing, STA-WARM Pots are simple, pos- 
itive, efficient, require no attention, and are 
seemingly everlasting and inexpensive. 


“Probably in no article is it more highly 
important to maintain glue at proper uniform 
temperature than wood split pulleys for 
power transmission, which are subjected to 
great strains. 


“We are not personally acquainted with the 
Rohne Electric Company people, but we un- 
hesitatingly recommend their Glue Pots 
highly.” 


MENASHA WOOD SPLIT PULLEY CO. 


P. V. Lawson, 
Vice-President and Manager 


Supply jobbers who value a 
reputation for real service to 
their customers stock AND 
SELL STA-WARM § Electric 
Pots and Heaters. 


C<—mmEDSy 





Our proposition is planned to 
meet the jobber’s needs exactly 
—real merchandise that sells its 
own repeat orders, real profits 
you can keep instead of squan- 
dering them in trouble service, 
A. Removable Brush real customer satisfaction. 
B. Heating Element 
Write for catalog. 





lormerly Rohne Electric Company 


STA-WAPM scxrce LDAPIATION 


| 214 “Ave. 4s. MINNEAPOLIS , MINN. 
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Acme Eye Shield 


Approved by the Gi 
, WLLL ey, 
Underwriters $ Midy, 


Laboratories 


me} Lez, 
S 


Patents 





Pending 
¢ 
Special Triplex Glass. Al- 
ways Ready for Use. Pro- 
V/ ‘<4 tects Entire Head and Face 


Goggles are a protection only when they are worn and it’s easy to 
neglect them for a moment’s grinding. But this new eye shield 
is attached to the grinder, wall or nearby post—always ready for 
use. The heavy flexible arm permits instant adjustment over grind- 
ing wheel. Protects not only eyes but entire head and face. 
Equally good on saws, spot welders, lathes, planers and other ma- 
chines. JOBBERS—If you're looking for new specialties for your 
salesmen to feature, do not overlook this. Weighs 7 pounds and is 
easily carried. Shield measures 7x9 inches. Write for folder. 


Chicago Eye Shield Company 
2300 Warren Ave., Chicago, Ill. 

















corey Ball 
Bearing 


Portable 


Blower 


642-lb. Air Cool- 
ed Ball Bearing 
Motor $45.00 Net 









On 10 days’ 


free trial 


Blower is designed for 
blowing dust and dirt out of WOOD-WORKING MA- 
CHINERY, MOTORS, GENERATORS, SWITCH 
BOARDS, LOOMS, KNITTING and other TEXTILE 
MACHINERY. Has 20 feet high grade cable and armored 
plug. Perfectly balanced. Has TOGGLE SWITCH in 
handle, operated by thumb. Gives 16-in. water column 
pressure 

-ote the Metal Conduit carrying wires from motor to 


This “MARVEL” Portable 


1,1 


yA 





Motor operates at 10,000-R.P.M. on “NORMA” BALL 
BEARINGS. This blower is a great time and labor saver, 
and its mechanical and electrical design gives assurance ot 
a very long life, with a minimum of attention 
Made with UNIVERSAL motors (A.C. & 

D.C.) for both 110 volts and 220 volts. SHIP 

PING WEIGHT 18 Ibs. Shipped on 

10 days’ trial, ANYWHERE 

Sell them to your customers, Write for 


Dealers’ Discount, mentioning this ad- 
vertisement, 










A complete Set of 
CLEANER ATTACHMENTS 
for $10.00 additional 


VACUUM 
Electric Blower Company 


352 Atlantic Ave., Boston 9, Mass., U.S. A. 
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of the two associations. Discussion: “Need of uniform 
contract,” introduced by Thomas F. Bailey, Banks-Miller 
Supply Company, Huntington, W. Va. Discussion: 
“Dealer or curbstone broker, which?” Discussion intro- 
duced by J. B. Crimmins, Mills & Lupton Supply Co., 
Chattanooga. Discussion: “Elimination of waste in mill 
supply business,” introduced by J. R. Hopkins, advertis- 
ing manager, Chicago Belting Company. 

Reduced fares to the St. Louis convention will be in 
order, provided 250 members turn in certificates. In or- 
der to reach this mark of 250, it will be necessary for all 
going to the convention to purchase their tickets ac- 
cording to the certificate plan, and bring along a cer- 
tificate, even though the saving in some _ individual 
instances may be almost negligible. If the 250 certifi- 
cates are secured, it means a great saving to the majority 
of those going to St. Louis. Here are the instructions 
for securing the certificates: Purchase a one-way ticket 
to St. Louis. When purchasing ask the ticket agent for 
a convention reduced fare certificate. 


Do not make the 
mistake of asking for a receipt. 


Your ticket must be 
purchased between May 14 and May 19, inclusive, as the 
certificates will not be available on any other dates. As 
certificates are not available at all stations, it is desir- 
able that the local ticket agent be consulted early. When 
validated at the convention, the certificate entitles one 
to purchase the return ticket at half rate, provided 
enough certificates are received. 


o—-> 


MOVED TO LARGER QUARTERS 
Phe Mechanical Supplies Company of Cincinnati Has Leased 
Four-Story Building at 205-207 Vine Street 

Forced by an increase in business to seek new quar- 
ters, the Mechanical Supplies Company, Cincinnati, has 
moved into a four-story brick building at 205-207 Vine 
street. The company has leased the entire building for 
a term of 10 years at a total rental of approximately 
$27,000. 

The company, since its incorporation in 1916, has been 
occupying a building at 220 East Third street, at the 
corner of Hammond street. According to the statement 
of Jacob B. Miller, president of the company, the need 
of securing more space for the proper conduct of the 
business has been apparent for some time. The new 
building contains approximately 25,000 square feet of 
floor space. 

Before organizing the Mechanical Supplies Company, 
Mr. Miller had been associated with the Wm. T. John- 
ston Company, of Cincinnati, for 15 years, and for 13 
years had been vice-president of the latter organization. 
Associated with him in his business is E. A. Ritter, who 
is vice-president and secretary of the company. 

The company has five outside salesmen, and covers a 
territory within a radius of 300 miles of Cincinnati. It 
is exclusive distributor in the Cincinnati district for 
several well known manufacturers, and in addition car- 
ries a sizable stock of general supplies for mills, mines, 
factories, machinists and contractors. 


°—-> © 


PURCHASED WALBRIDGE & CO. 


Weed & Company of Buffalo Has Aequired Business of Old 
Hardware and Mill Supply House 
The purchase of Walbridge & Co., one of Buffalo’s 
largest hardware and mill supply houses, has been an- 
nounced by Shelton Weed, president of Weed & Co., of 
Buffalo. The purchase price has not been made public. 
The Walbridge company was founded by the late Col. 
George E. Walbridge shortly after his return to Buffalo 


after the civil war. Mr. Walbridge had been familiar 
with the hardware business since the age of fifteen, when 
he started to work for Pratt & Co. On his return from 
the war he re-entered the latter organization as a buyer. 

Mr. Walbridge started in business for himself in 1869, 
when he bought out the Hedley & Nichols Company, 
dealers in housefurnishings and hardware. The busi- 
ness expanded under his direction, necessitating a re- 
moval in 1873 to larger quarters. In 1886 the business 
of Pratt & Co. was taken over by Mr. Walbridge and the 
store was again moved to larger quarters. 

The transaction will not cause a change in the per- 
sonnel of the Weed & Co. officials, according to Mr. 
Weed, and it is expected that nearly all the employees 
in the Walbridge store will be retained. Both stores will 
be operated under the direction of Mr. Weed and the 
Weed & Co. interests. 


= <> —_— 


WALREDH IN NEW QUARTERS 
Des Moines Mill Supply House Has Moved Into Building Con- 
taining 20,000 Square Feet of Floor Space 

The Walredh Supply Company, Inc., Des Moines, Iowa, 
has recently moved from its former old address, 512-514 
School street, into a new location, at 707-711 Cherry 
street, where the company has a building, containing 
two floors and a basement, with total floor space of 20,- 
OOO square feet. Robert W. Myers, secretary and treas- 
urer of the company, made the following statement 
about the company’s expansion: 

“We are greatly increasing our stocks, and with the 
addition of some very good lines we are naturally expect- 
ing a larger volume of sales. We feel that we have 
enjoyed a most healthy growth since starting our busi- 
ness some seven years ago. At that time we had prac- 
tically nothing in the way of assets, and we immediately 
started on the up grade to success. 

“We owe a large measure of our success to our loyal 
organization. Through your columns we wish to thank 
each and every factory and factory representative who 
has helped us in reaching the goal we have attained. 
Be certain, too, that we will continue to have a copy of 
MILL SUPPLIES in our magazine rack in our new offices.” 

o—~2 
WAITE ASSOCIATES MEETING 
Employes of Worcester Hardware and Supply House Hear from 
Manufacturers at Their Monthly Gathering 

The Waite Hardware Company, Worcester, Mass.. 
dealer in hardware, tools, miil and allied supplies, has an 
employes’ organization known as the Waite Hardware 
Associates. The members hold a monthly meeting. The 
most recent gathering was held in the store on Monday 
night, April 5th, with D. R. Woodbury presiding. 

Franklin Kane, district sales manager of the Ruberoid 
Company, explained the processes of manufacture of 
roofing paper and composition shingles, telling of the 
different ingredients used in the manufacture of the ma- 
terial. He also outlined some of the sales arguments 
that might prove helpful to the salesmen in disposing of 
his company’s products. 

Roy Greenwood, manager of hardware sales of the 
Simonds Saw & Steel Co., Fitchburg, Mass., was another 
speaker at the meeting. He described the process of 
manufacture of files, hack saws and circular saws, telling 
of the different operations before the raw materials be- 
come the finished products. 

A. A. Parker, vice-president of the company, was an- 
other speaker at the meeting. Mr. Parker was recently 
elected a director of the Independent Cooperative Bank, 
Worcester. He spoke on the bank’s savings feature. 
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Write for catalogs. 





Philadelphia: Widener Bldg. 





Too much care cannot 
hydraulic fittings. You do not want to take down a line 
of piping to replace defective fittings when this necessi- 


be taken in the selection of 
tates a full or partial shutdown of your plant. Watson- 
and insure you against this loss and annoyance. We 


Stillman fittings are tested far beyond their rated strength 


build everything necessary to the installation of hydraulic 
systems from pipe to press. 


Our experience of nearly 
70 years is at your disposal. 





108 Washington St., New York 


Detroit: 7752 Du Boise St. 
Cleveland: Auditorium Garage Bldg. 
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The 

“VERITAS” 
WHEEL 

DRESSER 









SAFE 
SIMPLE 
EFFECTIVE 
EASILY 
RENEWABLE 
MOST ECONOMICAL 


Made in 


Sweden 


The “VERITAS” Grinding Wheel Dresser meets all 
the requirements of a tool for the general dressing 
and truing up of emery, carborundum and other 
grinding wheels The roll consists of hardened steel 
plates with ““U" shaped teeth which keep their sharp 
ness until they are completely worn out. The spindle 


s provided with a lubricating cap. 
We carry a full line of circular files and torches 


Write for catalogue 


SCANDINAVIAN WESTERN IMPORTING CO., Ltd. 


116 Broad St., New York, N. Y. 


Menneanol Minr Montreal, Can. 























“Cleveland Type” “smith Type” “Industrial Type” 


Collar Oiling Hill Friction Spur Gear Speed 
Bearings Clutches Transformers 


There’s a reason why you should sell 


“Hill Clutch” Mill Equipment 


featuring 


“Smith Type” Hill Friction Clutches 
“Cleveland Type’”’ Oil Film Bearings 
‘Industrial Type”? Spur Gear Speed 
Transformers 
“Steelarm’”’ Automatic Belt Tighteners 
Flexible Couplings 


Your customers’ wants mean more to us than “‘so 
much material’. A careful study is made by Engi- 
neering Experts skilled in Power Transmission prob- 
lems. You receive the accumulated experience of 
“half a century” serving every kind of industry. 


The Hill Clutch Machine & Foundry Co. 


Power Transmission Engineers 


General Office and Plant, Cleveland, O. 
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Seasonal Drop Is Recorded in Walworth Index 


Real Major Trend Cycles of Today Are More Moderate in Their Ups and 


Downs Than Was the Case in Earlier Years—Greater Stability Appears 


JOSEPH H. BARBER 


Head of Planning and Statistics Department, Walworth Company 


‘The Walworth Valve and Fittings Index” in the pre- 
ceding issue of MILL SUPPLIES, showed the actual his- 
torical record of the volume of business up to January 1. 
The new chart, shown below, records the actual move- 
ment up to the end of January and the presently indi- 
cated movement up te the first of March. The downward 


tendency recorded since January 1 appears to be a repeti- 








ici 


Walworth Index 


Chart 


+ 


tion of the natural seasonal movement, such as has been 
experienced each vear, with constantly decreasing force, 
since the major depression of 1921. The drop indicated 
now is paralleled by similar temporary declines every 
winter for the past four vears, ea 
by an upward bound. 


‘h one being followed 


A glance at the second chart accompanying this article 
will show that in the past four vears we have had a rise 
in business volume each year. Each time such a rise 
occurred in demand, business men felt their confidence 
Waxing strong, because the momentary outlook was prom- 
ising. The jobber, on the one hand, felt justified in pil- 
ing up inventory to reap the benefit of a “boom” which 
he believes to be just ahead, while 


phases of the long trend of business; that they are, in 
fact, very much like the occasional freshets which come 
in the fall and early spring and drain off accumulated 
flood waters which would, but for these freshets, cause 
serious damage in the lowlands. For four years now we 
have first sprinted ahead, only to stop for a while to 
catch our breath and size up the real trend of progress. 
In the case of the chart shown here, the real business 
cycle trend, although indicated diagrammatically by a 
heavy line, is based upon facts. 

As we are now enjoying the present temporary breath- 
ing spell, we can look back upon the history of that heavy 
line, the real trend, and note its significance. We see that, 
ever since 1921, when depression ruled the world, there 
has been a continuing and persistent wave-like up and 
down trend, and that recently we have been riding along 
the crest of such a wave. The important point is that, 
because of these more frequent breathing spells, the real 
major trend cycles of today are more moderate in their 
ups and downs than was the case in the earlier vears. 

A business man would resent the implication that he 
is carrying on his business on a basis of “fits and starts.” 
The truth is that so little knowledge has been made avail- 
able to him concerning the basic facts that he has been 
almost forced to follow a policy which suggests “fits and 
starts.” Still there has been great improvement. The 
chart at the end of this article offers convincing evi- 
dence that, with the passage of time, the rises and falls 
in the movement of business are assuming less and less 
importance. It will be noted that each winter since the 
major depression of 1921 there has been a little boom. 




































. . . 919 } 92 19 | 2 4 ye) ‘i O°6 
the manufacturer, sensing opti- 200 2" 1920 1921 | i922 | i923 | 1924 | 1925 | 1926, 
mism in the air, felt encouraged | | 
° ° . 180 tt + + } —J igo 
to build up production. All of i | JWONTHLY RECORD OF | si 
, ’ A HA | L VALV N 
which contributed to recurrent 160 rat } fe FITTINGS INDEX - 160 
- . i 4 | ) " \ | 
periods of unrest and tended to f | ,duneramaric i 
aks . = . 140 f= BUSINESS CYCLE TREND[ 7 140 
prevent that stabilization which is OF VALVE AND FITTINGS 
. . ° INDE X | 
so vital to profitable business. 120 Be 4120 
We all learned a lesson after that ‘iia a 
scare in 1921, when abnormal con- 
ditions resulted from the war and si = —— 80 
¢ ONTHS 
its aftermath. Inventories had to ea a - 
be big ahead of a boom to cash in ¥ | | | 
on the profits. But we = simply a TI as | ~ 
. A 00% 4 MONT AVERAGE ; | = | 
could not afford to be caught with a patie Nowak | ee | ie | i - 
swollen stocks. This explains the Pos 28 mtn | | 
- es . , WALWORTH COMPANY a || Tre | 
, SHype: , Nev ‘ , a ° 1 + + a 
widespread tendency to attempt ex- 1919 i920 | 1921 | | [1923 | 1924 | 1925 [1926 1° 
cessive capitalization of the “boom 





which came along in early 1923. 

And, it explains why such extreme- 

lv high ordering rates, being built upon an unsound 

foundation, collapsed of their own weight to another ex- 

treme in the opposite direction when confidence melted 

away. In this case, where the rising movement brought 

extreme optimism, the collapse caused undue pessimism. 
If we but think a little deeper, we see that temporary 

rises and declines in normal years are only passing 


( ght Wal rt ( 


Chart Showing More Moderate Ups and Doirens 


in T) end 


Kach time this rise was interpreted by many as a major 
upward surge, but before the winter passed the bubble 
was pricked and each spring saw the beginning of what 
seemed to be a depression coming on. As sure as the 
volume slumped downward, business pessimism set in, 


and then we had with us once more the price cutters. 


L 
if 


Careful study of the chart shows that the rises and 
falls each vear have been steadily declining in size. The 
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The Power Boy 
Makes a Hit 
In Two Places 

















I With the Men 


The Power Boy makes their job eas- 
ier—saves back breaking pulling on 
die stock and fitting and leaves them 
as fresh at the end of the day as in 
the morning. No wonder they’re 
for it. 


Il With the Boss 


One man can thread, cut off or make 
up fittings while his pardner is busy 
at something else. Keeps the good 
work up the whole shift through 
where a man cannot possibly work at 
top speed for one-fourth that time. 
Operates from ordinary light socket 
at insignificant cost. 

Return the coupon below for list 
No. 58 which illustrates and de- 
scribes this great time and labor 
saver. 
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5 Iteasons 


for handling them 





|) Gaeae supply houses have five 

definite reasons for handling 
Kleen Kwality Kloths, the sterilized 
wipers for industry. Every one of 
these reasons is a sales-making one. 


l Kleen Kwality Kloths are not only 
clean but sterilized as well. Before 
being baled, they are washed in 
chemicals, boiled in live steam and 
baked at 225° F. 


2 This treatment also makes them lint- 
less,—which is another sales point. 


Buyers of wipers !mnow them by rep- 
utation. Kleen Kwality Kloths have 
been extensively advertised to the 
consumer. 

4 They are packed in four distinct 
grades and you can sell them in any 


quantity from the handy 10-lb. pack- 
age to 1000 lb. bales. 


5 The first order leads to repeat busi- 
> ness, which is where profits really 
begin to count. 
\ 
Aaron Ferer & Sons 
ST. LOUIS 








The Oster Manufacturing Co. 






2087 East 61st Place 





Cleveland, Ohio 


Branches in main 





industrial centers 


Kleen Kwality 
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tendency seems to be to spurt ahead to high ordering 
rates for four good winter months, and then to slump 
immediately to four bad spring months. We recognized 
this when we prepared the little inset diagram at the 
bottom of the chart. The percentage bars in that inset 
diagram show how average ordering rates in these four- 
monthly periods varied first over and then under the real 
trend level of ordering that would have persisted if there 
had been no “fits and starts’ in ordering. To be sure, 
that real trend itself has some wave-like motion, but in 
the inset chart we have drawn it out to a straight line 
so as to emphasize only the variations from the real 
trend. Then the diagram clearly shows the fits and 
starts of ordering are growing less and less every year. 
This means, of that since the 


course, beginning of 


1922, despite these temporary upward and downward 
surges, this industry has been getting more stabilized 
from year to year. Those who are watching the real 
trend of demand are helping to cut off the worst of the 
sharp peaks and the deep valleys. Now in the light of 
such facts which are gradually being gathered, we are 
seeing the folly of “fits and starts” as a mode of oper- 
ating business. More and more are we coming to learn 
that it is the real steady average trend that should be the 
basis of our buying and selling operations. 

After all, steadier business means more security for 
the worker, steadier operations for the manufacturer, 
greater efficiency in the plants, maintained assortments 
and faster turnover for the distributor, increased profits 
for all concerned and a higher plane for the industry. 





Interesting Facts on Our Imports and Exports 


Five Billion Dollars Was the Approximate Value of Exports, with Raw 


Cotton Far in the 

A recent analysis of our foreign trade by the Chamber 
of Commerce of the United States, presents many in- 
teresting facts. During 1925 our exports approximated 


five billions of dollars, the largest in value since 1920, 
and seven percent over 1924, 
Discussing the leading commodities in export trade, 


the report shows raw cotton, with $1,059,751,000, so far 
at the head of the list as to be more than three times 
as valuable as its nearest competitor, automobiles and 
parts, at $303,106,000. Next in order comes gasoline, 
naphtha, and other light product of distillation, $197,- 
598,000; leaf tobacco, $153,788,000, and wheat, $148,717,- 
000; refined copper $140,221,000, lard $118,090,000, coal 
and coke $107,025,000, lubricating oil $91,060,000, and 
wheat flour $85,067,000. 
showed 


Among these ten leaders, five 
from the 1924 figures: leaf tobacco, 
wheat, lard, coal and coke, and wheat flour. Wheat showed 
the largest falling off, 37.3 per 
the increases cotton showed a 11.5 per cent increase, and 
automobiles and parts, 47.4 per cent increase. 


decreases 


cent whereas on 


The quantity of unmanufactured cotton exported in- 
creased 901,576,000 pounds, or 25.9 per cent over its 1924 
figures, 4,384,160,000 pounds exported in 1925. 
Automobiles and trucks shipped abroad in 1925 gained 
124,192 in number, or 69.5 per cent than the 
1924 figure; automobile parts exported gained 15,846,000 


being 


greater 


pounds, or 3.9 per cent over its 1924 mark. Gasoline, 
naphtha and other light products exceeded their 1924 
mark by 103,666,000 gallons or 8.7 per cent. The quan- 
tity of leaf tobacco declined 97,910,000 pounds or 17 per 
cent. Wheat declined 79,776,000 bushels, or 48 per cent. 
The 1925 quantity of wheat exported was &6,526,000 
bushels, as compared with 166,302,000 bushels in 1924. 
Refined copper dropped 41,560,000 pounds, or 4.1 per 
cent. Lard declined 255,266,000 pounds or 27 per cent. 


The whole group of machinery and vehicles showed a 
record increase in 1925 with $719,839,000, a 31 per cent 
549,130,000. A 30 per 
agricultural machinery 
and implements with a record value of $77,987,000. In 
spite of the fact the export shipments of adding 
calculating machines established a high mark in 
the quantity shipped in 1925 surpassed the 
vear’s figure, when 38,257 machines valued at 
000 were exported, an increase in quantity of 


increase over the 1924 figure of 
cent increase was registered in 
and 
1924, 
previous 
$8,226,- 


55.1 per 


Lead—Automobiles and Parts 


Next in Value 
cent and in value of 37.9 per cent. The number of type- 
writers exported was 18.5 per cent above the 1924 mark 
of 269,546, and the value of typewriters was second only 
to the 1920 high mark. 

The largest number of automobiles at 
total value were exported in 1925 


the greatest 
—302,924 automobiles 
Records were established by both 
the quantity and value of exports of automobile engines 

146,148 engines valued at $15,274,000, an 
over the 1924 figures of 264.7 per cent in value. 

The value of cutlery showed an increase of 41.4 per 
cent over 1924, the record exports of safety razor blades 
being partly responsible. Safety razor blades valued at 
$8,572,000 were exported to the extent of 13,782,000 
dozen. The total value of cutlery, $13,094,000, was sec- 
ond only to the high mark set in 1920, $13,173,000. 

Crude rubber stood first on the import commodity list 
in 1925, with raw silk, coffee and cane sugar occupying 
second, third and fourth place respectively. In 1924, the 
figures show, crude rubber imports ranked fourth. Raw 
silk and coffee both retained their 1924 positions. 


increase 


The analysis shows that crude rubber, including latex, 
with a value of $429,705,000 advanced 146.6 


per 
over its 1924 figure, an increase of $255,474,000. 


Accom- 
—an aver- 


ceni 


panying a large increase in the price per pound, 


age foreign price of nearly 50 cents a pound compared to 
24 cents in 1924—the quantity increased 153,633,000 
pounds, or 20.9 per cent. Raw silk, valued at $396,286,- 
000, showed an increase of 21 per cent. The quantity 
imported was 63,764,000 pounds, representing an in- 
crease of 24.3 per cent. Coffee, at $286,212,000, shows 
an increase of 15 per cent over its 1924 mark. The 


quantity declined from 1,420,870,000 in 1924 to 
601,000 pounds—the average foreign price 
5 cents a pound above 1924. Cane sugar declined in value 
$117,505,000, or 32.3 per cent. The decline in 
value of sugar was due to the drop in price per pound 
from 4.39 cents in 1925, 
quantity imported 


1,283,- 
nearly 


Was 
severe 
1924 to 2.75 cents in for the 
vas very large. 

The analysis discloses that this country’s five leading 
exports markets in 1925—Great Britain, Canada, Ger- 
many, France and Japan—took 54 per cent of America’s 
total exports. “These five countries,” the report 
tinues, “in the same order were also the leaders as buy- 
ers of our goods in 1924. 


con- 
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Tools 
they 
take to 















Cheney hammers 


—— 


Cheney Hammers and Prentiss Vises. 





Workmen are strong for the Cheney Hammer's tool 
steel head, its beautifully finished second growth hickory 
handle and the “hang” that’s come as the result of 90 
years’ experience in hammer making. 

The Prentiss Vise makes a hit with them because of the 
castellated collar fastening that prevents its jaw from 
working loose and because its press-forged head and ball 
ends are integral parts of the screw shaft and lever. A 
Prentiss Vise will still be on the job long after any less 
carefully made piece of equipment has gone to the junk- 
man. 


But above everything else, it’s the amount of work men 
can do with less effort when they use Cheney Hammers 
and Prentiss Vises that’s selling these tools. They make 
and keep them. 


friends 



















Always Specify Genuine 


” a MARK 


Or 3ensen: 





12 Sizes Adjustable 
10 Sizes Non-Adjustable 


Write for our catalog 


Adjustable Clamp Co. 


213 North Jefferson St., Chicago, Ill. 


REG. U S PAT OFF 
The Recognized Standard 


Steel 
Spindles 
Steel 
Nuts 


Maple 


Jaws 














INJECTORS 








600,000 


satisfied users of U. S. Automatic 
Injectors requiring repairs and re- 
placements, together with an as- 
sured and proper profit to the job- 
ber through our established resale 
prices, make U. S. Automatic 
Injectors a satisfactory and profit- 
able line for any jobber to handle. 














American Injector Co. 


DETROIT, MICH. 
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New President of the National Tube Company 


Taylor Allderdice, Once a Roller in the Steel Mills. Has Succeeded 
William B. Schiller. Who Retires After 50 Years’ Business Service 


Taylor Allderdice, once a steel mill roller, is now elig- 
ible for a place on the roster of those who have climbed 


from the foot of the ladder to the highest rung. On 
April 19th, he was elected president of the National 


Tube Company to succeed William B. Schiller, who after 
50 vears of active business life had decided to retire. 
Mr. Allderdice first entered the field in as 
an employee of the old Pittsburgh Bessemer Steel Com- 
Ltd., of Homestead, Pa. This 


steel 188] 


pany, company was later 





on ’ 
1 autor 


Allderdice, 


President, National Tube Company 

acquired by the Carnegie and Phipps interests, and was 
the beginning of the present Homestead works of the 
Carnegie Steel Company. Two vears after entering the 
steel mills, young Allderdice gave up his position to enter 
Lehigh University. At the conclusion of the term, how- 
ever, he returned to Homestead, resumed a position, and 
for the next 10 years worked in various departments, 
finally becoming a roller. 

In 1892, he became manager of the mills of the Potts- 
ville Iron and Steel Company, Pottsville, Pa., but re- 
mained only three months, after which he returned to 
the Pittsburgh district, and accepted a position with 
the National Tube Works Company at McKeesport to 
build and operate the new Bessemer steel works of the 


Monongahela Furnace Company, which had been ac- 
quired the year before by the National Tube Works 
Company. 

After the construction of the new steel works, Mr. All- 


derdice was appointed superintendent of the works and 
rolling mills, and held this position until 1899, when he 
was appointed manager of blast furnaces and steel works 
to succeed Mr. Schiller, the latter having been promoted. 
As Mr. Schiller was Mr. Allderdice followed 
step by step up the ladder behind him, and when the 
former became president of the company in 1902, the lat- 
ter became vice-president. 


advanced, 


Although a large share of his own education was ac- 
quired in schools of practical experience, Mr. Allderdice 
for vears has been an outstanding figure in educational 


work. 


For four years he served on the Fourteenth 
ward school board in Pittsburgh, and was one of the 
original appointees to the board of education of that 
city. For 11 years he was vice-president of the board 


and chairman of the committee on buildings and sup- 
plies. A new high school now being erected is named 
in his honor. In addition, he has served as a trustee of 
the Carnegie Institute of Technology and of the Carnegie 
Institute. He is a member of the Carnegie Hero Fund 
Commission. In 1916 Lehigh University conferred upon 
him the degree of bachelor of science. 

Wiiliam Bb. Schiller, who now retires from a half cent- 
ury of active business service, is a native of Pittsburgh, 
1859. He was the son of an 
Schiller. After a grade school 
education in Youngstown, Ohio, he became an office boy 
for a company in that city. In 1879 he became _ book- 
keeper for the National Bank, of Youngstown, 
and tour years later was elected secretary of the Brier 
Hill Iron & Coal Company. From 1886 to 1889, he was 
treasurer and general manager of the Youngstown Coke 


where he was born July 7, 
iron merchant, John G. 


Second 


Company, Ltd., and the Bessemer Limestone Company. 

From 1889 until 1892 he was general manager of the 
Monongahela Furnace Company, of McKeesport, and 
when the company consolidated with the National Tube 
Works Company in 1892 he remained with the new 
owner. He was manager of the blast furnaces and steel 
works until July, 1899, at which time the National Tube 
Company was organized. 


He then became manager of 
the national department. 


In March, 1901, he was pro- 
moted to the position of first vice-president of the tube 
company, and in August, 1902, became its president, an 
office which he has held until his resignation last month. 

Mr. Schiller has been identified with large banking and 
business interests for many years. He is a director of 
the Union Trust Company, Mellon National Bank, Union 
Savings Bank, the National Fire Insurance Company, 
H. C. Frick Coke Company, Pittsburgh & Lake Erie 
Dock Company, Bell Telephone Company of Pennsy]- 
vania and Pittsburgh Limestone Company. He 
a member of numerous clubs. 


is also 


—_—_—_—_9-—=>-9— a 


Simplification of Metal Lath 

Reports that the production of metal lath under sim- 
plified practice recommendation which became effective 
on January 1, 1924, had been 99 per cent in conformity 
with the sizes recommended as standaid, were made at 
a meeting of manufacturers of metal lath in the Depart- 
ment of Commerce, under the auspices of the Division 
of Simplified Practice. The industry invoives more than 
10,000 tons of steel annually. 


emi — 
Dunean & Goodell Building 
Ground has been broken for the erection of a two 


story store for Duncan & Goodell Co. of Worcester, Mass., 
dealer in hardware and mill supplies, on Mechanic street, 
Worcester. The building will be of limestone brick with 
cement floors. It will cost when completed about $400,- 
000. Keefe Bros., of Worcester, contractors, have been 
the contract and expect to have the building 
ready for occupancy December 1. 
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Why Not Sell the Best? 


Your 
Customers 


Want 
This Vise! 





Large users of vises are buying DROPFOS. The 
more they know about the value of drop-forged 
materials the quicker they swing to DROPFO— 
the drop-forged vise. 


Another feature that appeals to vise users is the 
Wedgelock swivel base. Setting the jaws on the 
job with the main handle automatically locks the 
swivel base. Or it can be locked separately if a 
stationary vise is desired. 


These advantages are selling DROPFO vises from 
one end of the country to the other. 


Jobbers are invited to send for prices and terms. 


THE FULTON DROP FORGE COMPANY 
Canal Fulton, Ohio 


Malleable 
Melting Ladles 


« 


Made in one single casting, the handle of 
the Emco Malleable Ladle cannot: work 
loose from the bowl. 


Cast of the finest malleable, Emco Ladles 
will not break or crack under the wear and 
tear of daily service. Experience has shown 
that they are far superior to wrought iron 
ladles. 


Packed one dozen to a Box. 


The Eberhard Manufacturing Company 


2734 Tennyson Road Cleveland, Ohio 











WATER GAUGES 


and 
other quality 
Products 


Air Cocks 
Steam Cocks 
Gauge Cocks 

Ball Cocks 

Air Valves 

Etc. 








Write for Catalog 


The McRae & Roberts Co. 
100-146 South Campbell Avenue 
DETROIT, MICHIGAN 














It’s Easy 


to Sell 


Royal 
Factory Chairs 


Ist, they are the strongest and 
most practical made, meeting 
every requirement. 


2nd, they are now standard in 
hundreds of the very largest and 
most modernly equipped facto- 
ries all over the United States. 


3rd, they are thoroughly adver- 
tised in the best trade papers. 





4th, the jobber is protected by our price guaran- 
tee and enjoys our complete co-operation. 


5th, we furnish samples to jobbers’ prospects for a 


60-day free trial 
at our expense. 
2,000 Chairs and Stools in Stock at All Times 
Write now for complete details. 


ROYAL METAL MANUFACTURING CO. 
2324-26 S. Western Ave. Chicago, II. 
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Essay Contest on Subject of Price Cutting 


Leighton Supply Company. Fort Dodge. Lowa, Aroused Interest in 


Pertinent Trade Abuse by Offering Cash Prizes—The Four Winners 


The Leighton Supply Company, Fort Dodge, Iowa, 
recently held a prize contest for the best essay of 300 to 


100 words on the subject of ““Who Benefits Most from a 


Cut Price—the Consumer, the Retailer, the Jobber or 
the Manufacturer?” There were three cash prizes. <A 
large number of essays were entered in the contest, and 


the general opinion expressed in nearly every one is that 
nobody benefits by price cutting. The first prize was 
won by G. T. Towne, of Algona, lowa, the second by Miss 
Helen Holmberg, of Fort and the third was di- 
vided between L. S. Dlugosch, of Storm Lake, Iowa, and 
EK. Wernentin, of Davenport. E. I. Leighton, general 
manager, secretary and treasurer of the Leighton com- 
pany, is highly elated with the results of the contest. 
He has granted MILL SUPPLIES permission to print the 
first four prize winning essays. 


Dodge, 


FIRST PRIZE WINNER 

Who gets the most benefit from a cut price—the Con- 
sumer, the Retailer, the Jobber or the Manufacturer? 

In entering into any business transaction, the parties 
involved consider that after the transaction has taken 
place, each expects to be satisfied. Let us assume that 
in the above one party, called Mr. Home Owner, wishes 
to modernize his home; he asks for bids and Mr. 
Cutter receives the job. 


Price 


During the course of construction everything has been 
made to comply as nearly as possible with the cut price. 
gut, after completion it has fallen short, and the con- 
sumer later finds that the job is not satisfactory, and is 
very much dissatisfied. He even tells his friends of his 
experience, and Mr. Price Cutter finds he has to cut still 
more to obtain work. 

The time arrives when the jobber can no longer extend 
credit to his one-time good customer, and as a result 
places him on a C. O. D. basis, as he at present owes the 
jobber a considerable sum. In the end, Mr. Price Cutter 
leaves the field without friends, and still owing the job- 
ber. 

Mr. Jobber charges the experience to the profit and 
loss account, and his overhead has increased accordingly, 
much to his dissatisfaction. If the jobber is a wiser 
man than his past retailer, he places himself in a posi- 
tion to avoid any more But if not, he 
eventually follow the route of Mr. Price Cutter. 


losses. must 

In the end, the manufacturer has not 
tory business from his jobber, and everyone from the 
consumer to the manufacturer is dissatisfied, and the 
result set out to be obtained has been completely lost. 

No one permanent benefit from business 
founded on cut price, and when the time arrives that 
business sees the folly of cut prices, then will business 
prosper. The manufacturer and the jobber are in a bet- 
ter position to educate their retailers, and I am of the 
opinion that the situation can be remedied through their 
efforts. 


had a satisfac- 


receives a 


SECOND PRIZE WINNER 

“T’ll never patronize that store again. They gave my 
neighbor a much lower price than they would allow me, 
although their figure to me was said to be the best they 
had.” The bus was crowded, and I could not help over- 
hearing two ladies near me, as they aired their griev- 
ances. And I began to wonder: “What is the advantage 


of selling on a cut-price plan? 
from the cut price?” 


Who derives the benefit 


To most minds, the very idea of a cut price store dis- 
pels confidence in that establishment unless— 
the point 
lowest 


ah, there’s 
unless the purchaser can obtain the very, very 
“cut” price going. He'll be quite loyal, you may 
be assured, until his neighbor or competitor boasts of 
having received a better preferential. 

Analyzing the situation fully, it would appear that the 
purchaser—be he jobber, retailer or consumer—is the 
beneficiary provided he can keep one “jump” ahead of 
the game and feel that he is getting the extreme price. 
He must, however, be a tireless shopper for it is a well 
known trade secret that when a low price is offered on 
one commodity, it is raised on another. You cannot get 
something for nothing unless you work for it. 

Lack of confidence will eventually enter into every 
transaction, and discourage the buyer. The seller should 
be anxious for the confidence of his customers, and he 
cannot keep that confidence by operating on a cut-price 
basis. Surely the merchant who wishes to win for him- 
self the enviable reputation of being “‘square” should not 
hesitate to put into practice the motto of “One Price to 
All,” and having adopted that slogan, he should not devi- 
ate from it even in one single instance, for it has not 
been given to human nature to keep a secret. 


THIRD PRIZE WINNER, NUMBER ONE 


In my opinion, the subject should be changed to read 
“Who is the heaviest loser by price-cutting—the Manu- 
facturer, Jobber, Retailer or the Consumer ?’’—because 
I contend that cut prices do not benefit anyone in the 
long run, and any benefit is imaginary. 

A jobber, to get a new customer or to assist an old 
one, who is cutting prices to get business, is doing the 
retailer a grave injustice. The jobber, as well as the re- 
tailer, has a fixed overhead which must be met, and they 
are entitled to a reasonable profit which they must get 
to be able to conduct a successful business. 

By price-cutting, something will, in the end, have to 
give—either inferior goods and materials are substi- 
tuted, or in the case of the retailer, poor workmanship. 

If a jobber or retailer is getting the standard living 
price, they are always anxious to back up the goods they 
put out, and they see and insist that their employes 
turn out good workmanship, and give the consumer good 
service, but let them sell the goods or put out the work 
at a price below what they are entitled to receive—and 
the interest in good business is lost. The desire to 
satisfy is lost; the pride in workmanship is lost. 

At the first thought, one would conclude that a price 
cut is beneficial to the consumer, but such is not the case 
because the consumer will not receive the same service, 
nor does he always receive the same grade of merchan- 
dise he would have received had he not asked for 
received the cut in price. 

The first few cuts may benefit the consumer who is 
lucky enough to get in on them, but the business man 
who continues cutting is either doomed to go out of busi- 
ness or to take it out on the consumer. 


and 


The only pleasure in doing business is to be success- 
ful financially, and price cutting makes that impossible. 
Price cutting not only ruins the one who does it, but 
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“To Get the Right Start—Equip with =M4EDARTF-: 


be 








G What are the sizes, 
regardless of what 
quantities, you want 
shipped TODAY? ss 
@ Wire them—’phone them—they'll go off our ware- 
house racks and on the cars in a jiffy. 

G You can always get them from stock, and for a fair 
price, at “Medart’s.” 

{ MR. SUPPLY DEALER—We have been engaged in the 
Pulley business for 45 years, and we know a great deal more 
about making good pulleys than many other concerns. 

{ OUR POLICY in building Wood Split Pulleys is: = 
ness is suicidal; products must be the best in their class. We = 
wouldn’t think of running the slightest risk of impatring the = 
value of our most valued asset—our Good Will 

Get the “MEDART” WOOD SPLIT PULLEY from stock! = 


(Formerly Medart Patent Pulley Co.) 
General Offices and Works: St. Louis, U. S. A. 
Office and Warehouse, CINCINNATI 


ces 
NEW YORK 





om 
CHICAGO PHILADELPHIA PITTSBURGH 
Shafting, Couplings, Collars, Hangers, Bearings, Bearing Supports, 
Friction Clutches, Iron Pulleys, Steel Rim Pulleys, Gearing, Sprock- 
ets, Chain, Rope Sheaves, Rope Drives, Belt Tighteners, etc 
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One File That Does 
the Work of Three 





To buy one good file with cutting and lasting 
qualities that equal three ordinary files pro- 
duces a great saving. 


We have established a New York office to 


represent our factory in Switzerland and we 
wish to establish representation throughout 


the United States for our line of files. 
Write for our Catalog B 


Grobet File Corp. of America 


3 Park Place, New York City 


Visit us In our new quarters 











Moore & White 
Friction Clutches 


40 Years on the Market 


Any or all of the following Friction Clutch 
Catalogs 
request. 


will be sent you free upon 


Catalog Standard Friction Clutches 


with single disc for moderate speeds. 


Catalog Friction Clutches 
with double disc for moderate speeds. 


upon 


upon Standard 


Catalog upon High Speed Friction Clutches 
for high speeds and great horse power. 


Catalog upon Standard Friction Clutches 
with sleeves for 
Split Pulleys. 


use with American Steel 


The Moore & White Co. 


2711 to 2741 N. 15th St. 
Philadelphia, U. S. A. 











CRESCENT WOOD WORKING 
MACHINES 


are etlicient,practical,simple in adjustments 
and in selecting Crescent your customers 
will get equipment that is designed for en- 
durance and so rigidly constructed as to 
assure them of long continued service. 

Check over your list of Crescent printed 
matter and be prepared to quote on the 


Crescent line at every opportunity. 


THE CRESCENT MACHINE 


96 Columbia 


©. 


Street - Leetonia, Ohio 
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it deprives those doing legitimate business from getting 
this business at a reasonable profit. 
THIRD PRIZE WINNER, NUMBER TWO 

In my opinion, there are several angles to look at, in 
answer to this question. 

First of all, the manufacturer gets the most benefit 
as his price to the jobber is one price to all, I believe. 

The jobber, like the retailer, is moving these goods at 
a small margin of profit, and it one can believe either of 
them, they are delivering these at less than cost. Here 
is where the consumer the benefit. If he can get 
a reliable contractor to quote him lower that the rest, see 
that only Grade A material is installed and guaranteed 
by him, he far the most benefited. 

the 

for anything. 


yets 


1s by 
Here is where 


count 


argument of association does not 
The manufacturer, the jobber and 
the retailer all have associations, but the consumer single- 
handed reaps the benefit of lowest price, because he can 
make them fight for his 

‘Here is my experience. A fair 
Mavbe the fixtures are specified. 
along and with “Do vou want to sav 


business. 
sized job comes along. 
Another jobber 
ve some money on this 
job?” “Sure, we are all looking for that.” 


comes 
I Consequence, 
the second jobber cuts the price. He is not benefited. 
Then the retailer “Well, I saved 10° per 
these fixtures. | just cut my price on the job.” 
benefited. 


So the only 


SaVs, 
will 


cent on 
He 


Is not 


way [| can see it, the manufacturer 
his price, the jobber part of his, the retailer a small part 


of his, 


got 
and as long as the consumer gets a guarantee on 
the job, he 


The must 
customer or 


is the only other one who derives a benefit. 


jobber hand what 


He should 


and have on 


retailer calls for, or 


carry a line 


wants. 
picks up 


“What is 


the phone, and says, 





st price on a 52-inch apron sink?” He gets a price 
s satisfied. The jobber must carry these in stock 


who doesn't want to carry more than the 





one yn display. The retailer vets tl dea that someone 
else may be figuring this) sink Price itt takes 
place. The manufacturer and the jobber got their price; 
the retailer again does not. and the consumer reaps the 
benefit of a price to which he is not en led, al ! 
i bunt leat Of asso ion Bu Wi! Ne IN¢ 

They are raid of themselves to ask a legitimate pro 
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N. A. Strand & Company, 5001 North Lincoln street 


1 ] ae es | "4 pee 
nas Sued a new booktl OW HeXTDI{e a s and 


it. The 


ce scriptions and tables ot 


“Irn 
cl} : 


equipme booklet contains 24 pages of illustra 


tions, specihcations ¢ 


the company’s machines and attachments. 


J. G. Christopher Co., Jacksonville, Fla... dealer in ma 


chinery and mill supplies, has issued a new general c¢: 
3 


4 » 
logue, CONTAININYE OD» 





pages of stings and general in 


! index. The 
a hard cloth cover in olive rreen and white. It 


formation, in addition to an catalogue has 


Was COmMm- 


piled by The Bluford Sharp Company, Chicago. 

David Lupton’s Sons Co., Philadelphia, has issued a 
32-page booklet describing and illustrating typical ar- 
rangements otf its standardized steel Tac- 


shelving in 
tories, and The booklet makes i evident 


what a wide range of applications steel shelving now has. 


stores offices. 


This shelving is the latest factory and office equipment t 


undergo standardization, and it can now be ordered, 
brought and installed in individual units, precisely on the 
order of the modern bookcase, capable of being arranged 
into practically any kind of installation for any storage 
need, from a single cabinet to rows and rows of bins or 
racks. The new booklet is designed as a shelving hand- 
book, and in addition to illustrations, contains catalogue 
listings and price lists. 


Morse Twist Drill & Machine Co., New Bedford, Mass., 
has issued a new circular illustrating and describing its 
new No. 683 taper pin reamer, which is said to be es- 
pecially fine for production work. The new reamer, 
according to the circular, has the familiar “shearing cut”’ 
principle. The circular list 
this reamer. 


contains a price covering 


C. J. Tagliabue Mfg. Co., Brooklyn, manufacturer of 
recording instruments, has issued a novel booklet under 
the caption, “Do You Your Plant Newspaper?” 
Throughout the booklet an analogy is drawn between a 
plant newspaper and a temperature recording instru- 
ment. The booklet is designed as a popular presentation 
of the value of recording instruments in general. 
will be mailed free to interested persons. 


Use 


Copies 


Geo. Rahmann & 


Co., New York, manufacturer of 
leather belting, has issued a new catalogue, describing 
its entire line in detail. 
tractively embossed 


{ 
| 


The catalogue has a very at- 
cover, and contains several pages 
useful information, including a reliable horse power 
chart and suggestions for the care and maintenance of 
leather belting. brands of 
flat belting, there are listed and described round belting, 
lacing, belt cement, belt dressing, belt hooks and other 


Besides the company’s six 


sundries. The company will send a copy of this cata- 
logue to any interested mill supply house or belting 
dealer. 

Che Billings & Spencer Co., Hartford, Conn., has is- 
sued a new catalogue, designed as a handy guide for all 


men in wrench The 


wrenches are 


using trades. 


\W renches 


1 
end 

described 
n th 


the front of the catalogue, followed by machine wrench 


company’s open 
machine and spanner 


sets. socket wrench sets and wrench boards, and the 
ther items in the company’s line. A new feature is a 

ble of milled openings and the standards for which 
thev are adapted. Besides the Billings numbers, the cat- 
tlogue contains the trade numbers on open end wrenches, 


specifications. feature ol 


Another 


the use of colored pages for listing all 
‘oducts. Among the latter are chrome-molybdenum 
{ 


1; ‘ —~ ] — 
check-nut wrenches and a line of molybdenum 


Donnelley & Sons Company, 


that it has completed the 


Chicago, announces 
} + re1y + . 
following catalogues fo} 


houses during the 


past month: Wigman Company, Sioux 
City, lowa, a catalogue of 340 pages, of p umbing, heat- 
ing and waterwork supplies, a book with 7°, by 10°. 
page size, bound in red imitation leather and stamped 
with yellow and black ink; Wm. H. Taylor & Co., Ine. 
Allentown, Pa., a catalogue with a well selected assort- 


ment of mill, electrical and general supplies, with the 
regular 7! by 10°, page size, bound in a dark red cloth 
and stamped with yellow and black ink; Hughes & Com- 
pany, Spokane, Wash., a catalogue of plumbing, steam 
and well supplies, an attractive book « 

a by 10° ., 


and black ink; 


f 240 pages, with 

bound in blue cloth and stamped 
in vellow Smith-Meadow Supply Co., Bir- 
mingham, Ala., a general catalogue of industrial supplies, 
with 432 


paye size ( 


4 


pages in 7!» by 10°, size, bound 


: in vellow 
leather and stamped in blue 


imitation and black ink. 
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FACTS Igy 


about the quality, grade and strength of Wire Rope, cannot be hidden in 


WILLIAMSPORT 


Telfax Tape marked—factory certified 


WIRE ROPE 


It is the only wire rope made that shows its grade 
so that anyone may know and understand what it is. 


You Jobbers in Mill Supplies have a co-responsibility with the manufacturer. 
You know the good name of any manufacturer is not a guarantee against mis- 
takes—and many mistakes are made in marketing and using Wire Rope. Some 
prove fatal—some don’t. But the hazard is always present. 


Men who work on hazardous jobs where Wire Rope is used should demand the 
wire rope that gives you this protection. It’s put there specially for your 
benefit so that you may KNOW its grade and strength. 

Why take chances on other ropes of uncertain grade that you cannot identify? 


Is it not better for a Jobber to sell a rope, the grade of which is so marked as 
to eliminate the chance of mistakes? If you are one of the good Jobbers who 
think so, get our proposition. 


WILLIAMSPORT WIRE ROPE COMPANY 


Main office and works General Sales Offices, 
Williamsport, Pa. Chicago, Ill. 
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Greater Need Than Ever 
for Associational Activity 


: N ASSOCIATION, so Webster tells us, is a “union of persons in a society for 
some particular purpose.” A convention, the same authority says, is “a 
body or assembly of persons met for some common purpose.” 


At this time of the year, when the various mill supply associations are 
in the midst of their annual convention season, when many of the skeptics adopt 
the questioning attitude of “‘what’s it all about,” it is entirely appropriate to pause 
for a moment to consider the meaning of the mill supply associations and their an- 
nual conclaves. 

In this consideration, the definitions of Webster, it will be noted, stress the 
fundamental idea that back of every association, and likewise of every conven- 
tion, there stands that need of a particular, a common purpose. 


What then is the common purpose of the mill supply associations? 


Generally speaking, it is to promote “better business” conditions for the group 
within the association. 

James Biggs, former president of the Southern Supply and Machinery Dealers’ 
Association, in a paper on “Trade Associations,” which he presented at the con- 
vention of that organization in Atlanta last May, aptly summarized under the fol- 
lowing four headings the purpose of associations. 


1, The dissemination of knowledge; 2, the correction of abuses; 3, the re- 
moval of prejudice; 4, the reward of effort. 


In commenting upon the fourth heading, in the light of the possibilities that 
may be achieved by the carrying out of the other three, Mr. Biggs expressed the 
belief that “with the dissipation of ignorance and the destruction of prejudice 
would come those haleyon days when dividends would be a by-product of indus- 
try,” when “a just and sufficient profit would be an unavoidable incident, and not 
the object of the present desperate struggle for existence.” 

Certain it is that ‘“‘better business” conditions within the group cannot be at- 
tained while there remains a lack of knowledge of the underlying causes for the 
present conditions, nor while there exists a prejudice between individual members 
within the group or between the groups as a whole. 


At the beginning of the present century, the mill supply business in this 
country was in a rather chaotic state of affairs, marked by price cutting, fierce 
competition, jealousies, secrecy and all other accompaniments of a period when 
nobody understood anybody else. There was no common meeting ground for either 
dealers or manufacturers. 

Then the mill supply associations came into existence, and regardless of what 
those critics of all associational activities may say, the contacts which the organ- 
izations brought about removed in large part the misunderstandings between the 
dealer groups on the one hand, and the manufacturers on the other. There can be 
no question about the present economic status of the mill supply house as a dis- 
tributor of the products of a wide variety of industries. 


The problems of the mill supply dealers of this country have been vitally af- 
fected by the changed conditions, which the past two decades have wrought in the 
industrial structure of the United States. Today it is becoming more and more 
important that the supply houses readjust their methods of doing business, so 
that they can make a profit that will repay them reasonably for their capital in- 
vested and services rendered. 


This means that even greater than before becomes the need of associational 
activities with a “common purpose,” with the common meeting place the conven- 
tion, and the constant goal the promotion of “better business” conditions for the 
dealers on the one hand, and, on the other hand, for those manufacturers who sup- 
port the dealer. 
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Of Course You Have Seen a BLUFORD SHARP 


MILL 
SUPPLY 
CATALOG | 


The Consensus of Opinion: 








‘‘Bluford Sharp Catalogs are the 
best that money can buy.’’ Q 





Thousands of Mill Supply items in our standing type save you 
money and time. Light lines between the items make for ready 
reference—an exclusive feature. The following have brought us 
favorable comment: 


Compact compilation of columns—more items per page 
Copy carefully laid out—considered from the jobbers’ standpoint 
Interesting illustrations—staggered on the page for attractiveness 
Tasteful typography—handled in a well-equipped modern plant 
Perfect printing—best binding. 








From a Prominent Manufacturer: ‘‘We are certainly pleased with the excellent representa- 


tion given us and wish to assure you that it is, beyond doubt, the best we have ever had, 
barring none.” 


From an Important Jobber: ‘‘We are highly pleased with the catalog in general. We don’t 
think we could have secured a better book anywhere and we appreciate the painstaking 
attention which you have shown in the preparation of our book.”’ 


We Shall Be Glad to Send You a Sample Catalog 











THE BLUFORD 


537 So. Dearborn St. 








SHARP COMPANY 


CHICAGO 





“America’s Pioneer Supply Catalog Publishers” 



































When writing to Advertisers please mention Mitt Supp cies. 
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This Handy Catalog 


shows the line which increases the 
mill supply distributor’s sales 


ARMSTRONG 


products are trade builders 


They satisfy the shop superintendent because 
they give long service. They please the me- 


chanic because they enable him to do his best 
work. 


Each ARMSTRONG product is carefully de- 
signed and proportioned; made of the finest 
materials; accurately machined and finished. 


Behind every ARMSTRONG tool is a definite 
Warranty as to its quality. The ARMSTRONG 


Line makes friends and repeat orders for the 
dealer. 


The ARMSTRONG Trade Mark is known by 
all good mechanics as the Mark of Highest 
Quality. 





The ARMSTRONG Line Includes 


(Armstrong ) (Armstrong Bros.) 
Tool Holders Ratchet Drills Stocks and Dies Pipe Cutters 
Lathe Dogs Drop Forged Wrenches Pipe Tongs Hinge Vises 
“C”? Clamps Tool Holder Steel Pipe Wrenches Chain Vises 


Sell highest quality tools and cut down your cost 
of doing business by concentrating your purchases 
of the above tools with ARMSTRONG. 


The Catalog shown above and other information 
will be sent promptly on receipt of your request. 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 


305 N. Francisco Ave. Chicago 








When writing to Advertisers please mention MILL Supriirs. 
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Wanted products 
that are easy to buy— 


VEN if it were possible to make better pulleys 

and hangers than these dependable “Amer- 
icans”, they would not be the distinctly profitable 
line they now are for the mill supply house, if we 
did not do two things :— 


1—Continue our advertising to more than 
10,000,000 readers. 


2—Continue telling these readers where to 
find the nearest ‘‘ American”’ dealer.* 


There are a Jimited number of territories in which 
we could consider additional representation. It 
will be worth your while to find out if yours is one 


that offers this opportunity for more profitable 
sales. 


ieee The American Pulley Company 


telephone number of every 





“American” dealer is carried Manufacturers of Steel Split Transmission 
in MacRae’s Blue Book, to Pulleys, Pressed Steel Shapes, and 
which readers of advertise- 
ments are referred. Pressed Steel Shaft Hangers 
4200 Wissahickon Avenue Philadelphia, Pa. 
| PRESSED STEEL. \ 
STEEL SPLIT 
PATENTED PT EIN TE 














When writing to Advertisers please mention Miri. Suppvies. 
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YOUR CATALOG PROBLEMS 


Are Easily Solved 
Through Our Service 



































| IF INTERESTED 
WRITE US 


THE CUNEO CATALOG SERVICE COMPANY 


2242 Grove Street Chicago, Illinois 
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Disrrisurors of the Johnson line are 
increasing their sales and profits in competi- 
tion with Leather Belting manufacturers sell- 
ing direct to the consumer. 


How do your Leather Belting sales and 
profits compare at present with what they 
were a year ago—five years ago—ten years 
agor 


If you are losing out or if your profits are not 
large enough, the Johnson line points the way 
for you to increase both your sales and profits 
and at the same time build up a trade of sat- 
isfied customers. 


Hohnson Belting Company 


Tanners, Curriers and Manufacturers 
controlling every operation 
from the selection of the 


hide to the finished 
product 


Generul Offices und Factory 
423-435 Kast 56th Street, 
New York 1.1. 





When writing to Advertisers please mention Miti SuppLies. 
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OR more than 40 years “The Reeves” Wood 
Split Pulley has stood for the highest ideals in 
pulley design and construction. It has had the 
approval of the engineering fraternity — of 
thousands of manufacturers and their super- 

intendents—and of competitors who have patterned after 

“The Reeves” design. 
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Every piece of lumber entering into ‘““The Reeves” pulleys 
is high grade, out-door seasoned and kiln dried hardwood 
—selected at the sawmill by our own inspector. Arms are 
built up with the rims making them inseparable. Every 
segment is both nailed and glued and the completed pulley 
is waterproofed with shellac and varnish. All in all “The 
Reeves” pulleys are not excelled in design, material, con- 
struction, efficiency, durability, or in reputation. 

















Reeves distributors have much in their favor. A line that 
includes standard 2-arm wood split pulleys, 4-arm pulleys 
for heavy duty, “Baby Reeves” pullevs from 3 to 5 inches, 
block pulleys from 6 to 16 inches, small clamp pulleys for 
large shafts, motor pulleys with interchangeable cone cen- 
ters, fly wheels built up in the same way as “The Reeves” 
Wood Split Pulley, wood split sheaves that do not cut the 
rope, cone pulleys, flange pulleys, tight and loose pulleys, 
and “The Reeves” Wood Split Friction Clutch. 

Add to this fine line effective advertising, a common sense policy of cooperation 
with distributors, and you have the Reeves sales proposition. Ask for full details. 
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he Wood Split Pulley 


Reeves Pulley Company 
Columbus, Indiana 
Distributed in Chicago by REEVES-BOND SALES CO., 39 South Clinton Street. 
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In Every Way—Homestead Leads 


HOMESTEAD QUARTER-TURN VALVES are made in a 
large variety of sizes and patterns, so that almost any valve 
service in industry can be handled by a Homestead Product. 


FOR OVER 30 YEARS 


the Homestead Line has been giving satisfactory service. 


All these valves embody the following well-known features 
of construction which are responsible for their performance: 


1. Seats protected while fluid is passing thru. 

2. Plugs are forced to the seat by improved machine finished cam 
and released when valves are turned. 

3. Sealed from leakage at the top and bottom of valve. 

4. Open and close with only a quarter turn. 


HOMESTEAD VALVES are well known to valve users every- 
where and should be in stock in every supply house that sells 





valves. 


distributors. 





Send for our new catalog and information of interest to 


Homestead Valve Manufacturing Company, Homestead, Pa 


~ Quarter urn Valves—StraightWay Three-way four-Way Types~ 
Al PRODUCTS: Full Round-Way Valves — Cast Steel efnery Valves apt 


1,500-lb. Hydraulic 


Lubricated Valves—Hovatico Blow-Off Valves-Protected Seat Glohe Valves B&O Pat— 
Protected-Seat Hydraulic Operating Valves. 






Four-way 

















The Cards that 


They are carried in leather 
cases, from which each card 
is released with perfect edges 
by a gentle pull. They do 
become soiled or 


not 


thumbed; they need never 
be wasted. 


Lo Executives Sales DManagers,and Salesmen: 


Come in Tabs 


What a prospective customer thinks the 
first time he sees your business card, is 
nine-tenths of the sales battle! 


It will be in your favor if his impres- 
sion is good—but it may be in your com- 
petitor’s favor if your card puts a nega- 
tive idea in his mind about you or your 


firm. 
* * x 


How simple it is to create a good im- 
pression! It isn’t always a matter of 





Send for a 


pressions, 


dress or personality, for you will find 
that WIGGINS Book Form Cards con- 
vey an impression of quality when you 
merely send one into the office of the 
man you have called to see. 


Even if he is so situated that he can- 
not possibly receive you, he will see your 
card— 


And you can count on it that the im- 
pression he will gain of you from this 
card will score heavily in your favor. 


THE JOHN B. WIGGINS COMPANY, 1143 Fullerton Ave., Chicago, Ill. 


WIGGINS 


Peerless Book Form 


Sample Tab! 


Write your name in the mar- 
gin and pin this advertise- 
ment to your letterhead. Or 
simply drop us a post card. 
We will gladly send you a 
sample tab of business cards 
that create favorable 


TDW 


G-4-26-3 











When writing to Advertisers please mention Mitt Suppcies. 











May, 1926 WLLL CQUPPILL 103 











Reaching your customers 3 ways 


Jenkins Bros. sales efforts 
are all aimed to increase 
dealer sales 
First—Your customers, turning the 


pages of their business papers are con- 
stantly seeing Jenkins advertisements. 





These advertisements are addressed to 

them, show applications of valves for use ' - d—Personal contact with customers 
is maintained by hundreds of calls made 
every day by Jenkins service representa- 
tives. These men explain the fine points 
of Jenkins Valves and their construction, 
and can render the valve user real aid in 
selecting the types of valve best suited to 
their services. 


in their work, and picture installations of 
Jenkins Valves in prominent plants. 

In all this advertising, effort is exerted 
to increase mill supply sales. The phrase - 


Jenkins representatives work in coopera- 
tion with the dealer. 

All Jenkins sales efforts are aimed to in- 
crease your sales. Tie up to them—it 


pays. 





“at supply houses everywhere” appears 
in these advertisements, which include 





regularly scheduled insertions in over 
100 publications read by valve buyers. 


JENKINS BROS. 


80 White Street. ad New York, N. Y. 





524 Atlantic Avenue ; : : Boston, Mass. 
Second—yY our customer is kept in touch Lae Gites Uecmeunt —— 
with Jenkins Valves and their applica- JENKINS BROS., Limited 
tions by circulars, which are mailed at OE ce 
frequent intervals to designing, con- Montreal, Canada; Elizabeth, N. J.; Bridgeport, Conn. 
structing, operating and consulting engi- = 
neers, architects, plumbers, steamfitters, a 
owners and others who influence the ra > 
purchase of valves. shee eS S VeS 

SINCE 1864 
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safety Cans 


Establishe 


2%, Gallon 
Non- Freezing 
Extinguisher 








Established 1899 


Diener Products 
Are Sold Through 
Dealers 







DIENER 


The Line of 
Reliability 
Quality 
Service 











2% Gallons & A 
Extinguishers 


Diener fire appliances bear 
the label of the Underwrit- 


ers Laboratories. 


Manufactured by 


Chicago 


id. STG VAC} 3 On 


Tinh 


5 Galion 
Pump Type 
Extinguishers 4 


{. \ ‘ah Mu 


GEO. W. DIENER MFG. CO. 
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AMERICAN SWISS 





Distributors 


Baltimore, Md. Newark, N. J. 

The L. A. nson Co Seither & Ellis 
Boston, tiny Newark, N. J. 

Chandler & Farquhar Co, Squier, Schilling & Skiff 
Bridgeport, Conn. New Haven, Conn. 

Hunter & Havens Cc, S. Mersick & Co. 
Buffalo. N.Y. New York City 

Louis F, Seltenreich Anchor Tool & Supply Co. 
Chicago, II. New York City 

Machinists Supply ¢'o, J. & C. Ernat 
Cincinnati, Ohio Passaic, N. J. 

E. K. Morris & Co New Jersey Eng. & Sup. Co. 
Cleveland, Ohio Pittsburgh, Pa. 

White Tool & Supply Co Joseph Woodwell Co, 
Dayton, Ohio Philadelphia, Pa. 

M. Lb. Larkin Co, Aetna Machinery Co, 
Detroit, Mich. Providence. R. I. 

Boyer-Campbell Co %. Berberian Co, 
Detroit, Mich. Rochester. N. Y. 

Chas, A, Strelinger Co Sidney B. Roby Co. 
Elizabeth. N. J. St. Louis, Mo. 

Hand Hardware Co St. Louis M'hinists’ Sup, Co 


Hartford, Conn. - San Francisco, Cal. 
Tracy, Robinson & Williams C Or. Macwedsl 


(‘o. 
Indianapolis. Ind. Springfield, Mass. 
Vonnegut Hardware (Co. W. J. wi si ( = 
Long Island City, L. 1.. N.Y. Syracuse, N. ¥. . 
Long Island Hardware Co, Syracuse Supply Co 
Los Angeles. Cal. Toledo, Ohio 
Ducommun Hardware ('o, Kirkby Machy, & Supply Co 
Vilwaukee, Wis Toronto, Ont., Canada 
Phillip Gross Hdw. & Sup. Co. The Masco Co., Ltd, 
Minne sapolis, Minn. Trov, N. Y. 
KE. Satterle Co, Fred K,. Blanchard, Ine, 
Sanam N.J 
Banister & Pollard ¢ 
Newark. N. J. 


Ludlow & Squier 


Waterbury. Conn. 
Hamilton Hdwe. Corp 


Worcester, Mass. 
Duncan & Goodell Co 


merican Swiss files are not a new 

product, but in twenty-five years no 
single opportunity to improve their already 
excellent qualities has been overlooked. 
They have found a ready welcome at the 
hands of veteran mechanics, who find that 
the endless variety offered by 2400 different 
sizes, cuts and shapes offers no variety in 
quality. Every American Swiss file is built 
to the single standard of “ONLY THE BEST 
ARE GCOD ENOUGH.” 


American Swiss File & Tool Co. 


410-416 Trumbull St., Elizabeth, N. J. 
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Inspection Laboratory, 
Research and Development 


UR last advertisement referred to the Chemical 
Laboratory. The photographs above also are a 
part of the “Laboratory” maintained to insure the 


highest possible perfection in “CLEVELAND” twist 
drills and reamers. 


At the left, the equipment shown is for the pur- 
pose of testing steel for carbon; photographs at top and 
right show machines for testing the hardness of tools. 


UNIFORMITY is an important word in this estab- 
lishment. Here we exert every effort, and use every 
available device, to make it mean that each tool pro- 


duced must be as nearly like the one before it as 
possible. 


With the aid of many hidden factors—the things 
you do not see when you buy small tools—“CLEVE- 
LAND” twist drills and reamers are maintained at 
an evenness, or uniformity, of quality (or performance 
capacity) not often equalled. 


TWIST DRILL 
COMPANY 
CLEVELAND 
NEW YORK: CHICAGO- LONDON 





TRADE MARK REG U S PAT OFF AND FOREIGN COUNTRIES 


Manufacturers of 
Carbon and Cle-Forge High Speed Drills for every purpose; “Mezzo’’ Super-Carbon Drills; 
Hand, Jobbers’ and Shell Reamers;* ‘Peerless’? High Speed Reamers; “‘Paradox’”’ Adjustable 
Reamers; ‘ “Quick-Set”” Reamers; ““Spirex’”? Machine Taper Pin Reamers; Chucking Reamers 
or Turret Lathes; Counterbores; Countersinks; Sockets; End Mills; 
and the “Ezy-Out” Screw Extractor. 
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Machine Knife Factory, 
Lancaster, N. Y. 
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GROWTH and SERVICE 


A Business Grows 

Only as It Serves 
The Atkins Factories and Branch House 
Supply Depots illustrated on this page, indi- 
cate that this company has been growing and 
serving the trade successfully for over 69 
years. 
The enviable position we occupy, having our 
Main Factory at Indianapolis, the acknowl- 
edged center of distribution of the United 
States, and with Other Factories and Saw 
Supply Depots at important strategic distri- 
bution points, is assurance to Mill Supply 
Jobbers, who sell to saw mills, furni- 
ture and wood-working factories that we can 
serve them promptly and well with Saws, 
Saw Tools, Saw Specialties, Machine Knives, 








Feed Rolls and Grinding Wheels. If you 


have never sold our products place a trial 
order and we are sure you will find them 


“THE FINEST ON EARTH” 
Write us for the following booklets, “Mill 
Saws,” “Saws in the Filing Room,” “Machine 


Knives,” “Grinding Wheels” and ‘Feed 
Rolls.” 


“ATKINS ALWAYS AHEAD” 


E. C. ATKINS & CO. 


Established 1857 
INDIANAPOLIS, IND. 





Home Office and Factory 
402 S. Illinois St., Indianapolis, Indiana 


Atlanta, Ga. 


New York, N. Y. 
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New Orleans, La. 
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Canadian Factory, Sherman Avenue, 
Hamilton, Ont., Canada. 
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H. W. Caldwell & Son Company, Chicago, has placed 
on the market a new vertical-capstan electric car spotter. 
The company has been manufacturing various types of 
car spotters for more than 35 vears, but the new machine 
differs from any of these previously produced. Twenty 
pounds pull on the capstan, it is asserted, will serve to 
move a ton of weight on a straight track, and it is also 
said that three minutes’ time with this machine suffices 
to do the work that two men used to require 30 minutes 
to do. Other applications of the machine include the 
moving of materials in lumber yards, steel mills, foun- 
in logging work and on docks. To operate the 
spotter, it is merely necessary to attach one end of a rope 
or cable to a car, or to any other object to be moved, 
wind several turns of the other end around the capstan, 
and turn on the power. The upper bearing of the vertical 
capstan shaft is especially long. 


dries, 


The capstan has a long 
flange on the lower edge, the radius of which allows it 
to fit over the end of the bearing. This reduces the 
bending moment of the shaft. Inside the machine, a cut 





steel spur pinion mounted on the motor shaft meshes 
With a cut cast iron spur gear on the worm shaft. The 
worm is of hardened steel, integral with the shaft, run- 
ning in roller bearings. and with a ball bearing for taking 
up the end thrust. 
cast iron frame, 


These bearings are mounted in a 
which is bolted to a cast iron center, 
and there is a bronze thrust washer between the hub of 
the worm gear and the lower bearing of the vertical 
shaft. The spotter is equipped with an automatic oiling 
system, consisting of two reservoirs. The spur gear 
running in the lower reservoir, brings up the oil with it. 
An oil sling next to the housing prevents the oil from be- 
ing thrown out into the housing joint on this side, but 
on the other side it is thrown all over the worm gear. 
The worm running in the lower reservoir, are 
lubricated by the oil thrown by the spur gears, and also 
by the worm dipping into the circulating oil. Three pet 
cocks are provided for regulating the oil level. A grease 
cup is provided for the bearing of the vertical shaft. The 
spotter is made in two sizes, the first with a speed of 
10 to 60 feet per minute, while moving one, two or three 
cars; the other with a speed of 26 to 42 feet per minute 
while moving between three and six cars. 


Hyatt Roller Bearing Company, Newark, N. J., has 
placed on the market a new line shaft roller bearing. It 
is an exact size for size replacement box, completely split 
and fitting any type of hanger. The box is dumbbell in 
shape, with twin split roller assemblies at each end. The 
center section, which is free from bearing surface, is 
narrowed down to average plain bearing dimensions to 


gears, 
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fit hangers with the narrowest frame openings. The 
bearing element is made up a “new series” type recently 
adopted by the Hyatt company for all its high duty bear- 
ings. The bars through each roller maintain equal spac- 
ing and alignment. The box is built in two sections, the 








lower part forming two-thirds, and the upper part one- 
third. Tightening four bolts seals the sections around 
a shaft. A small wrench is the only installation tool re- 
quired. It is claimed that one filling of lubricant every 
three or four months is sufficient for the new bearing. 
The bearing is being made in five sizes, 1 Pray wit, 2 
and 2 


J. D. Wallace & Co., Chicago, has placed on the market 
a new and larger portable universal saw. The latter is 
a floor type of circular saw, equipped with one-way Cast- 
ers. The motor and all working parts are built into the 
upper portion with the tables and fences, so that the top 
part is a complete self contained bench type saw when 
lifted off the regular stand. A constant speed air-cooled 
motor is directly geared to the saw spindle, eliminating 
all belts. Ball bearings are provided on the motor, and 
have an adjustment for taking up play. Saw spindle 
bearings and gears are automatically lubricated by a 
splash system. The motor operates on either electric light 


or power circuit. It is started and stopped by means of 





a toggle switch located on the motor itself. The table 
is one piece of finished steel 25 by 25 inches, fitting with 
a removable throat piece so that special saws, dado and 
cope heads may be used. This machine is designed to 
handle the smallest and most delicate work, and yet to 
cut stock 21, inches thick with rapidity. It is also 
capable of cutting compound mitres, grooves ‘x, inch 
wide and one inch deep, moldings, groove and tongue 
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and other special cuts. To cut at angles the saw may be 
tilted, and it is possible to cut at any angle up to 45 de- 
grees. The saw is tilted by means of a hand wheel. The 
ripping fence resembles a T square, and is clamped rigid- 
ly in position to a rail at the front of the machine under 
the edge of the table. This fence is ground on both 
faces so that it may be used on either side of the saw 
blade. Two cross cut fences are provided, so that right 
or left hand mitreing up to 50 degrees can be done on 


t} 


he machine. 


W. B. & J. E. Boice 


tne market a 


» Toledo, Ohio, recently placed on 
14-inch band saw containing several fea- 

"2 tures. The machine has a full 
\ 7: 15 tilting table. It is 
—_ equipped with bronze bearings. 
It has a seven-inch sawing ¢a- 
pacity. Both upper and lower 
5 guides have blade thrust 
The saw is equipped with 
for ripping. The ma- 
chine may be placed on any 
bench or flat surface. The 
frame is a one-piece iron cast- 
ing. The table is of cast iron, 
12 by 14 inches, and may be 
locked in any position. Large grease cups supply a lower 


degree 


bear- 
Ings. 


al fence 





For or- 
dinary service, a 1/3-horsepower motor is used, and for 
heavier work a !»-horsepower motor is recommended. 
A hinged aluminum angle guard covers the left side of 
the All parts are machined with jigs and are in- 
terchangeable. It is claimed that 80 per cent of the 


averaye 


grease reservoir and the upper wheel bearing. 


blade. 


light work can be handled on this machine. 


The Yale & Towne Mfg. Co., Stamford, Conn., has 
brought out a new elevating platform truck, designed 
primarily for heavy industrial use. The new truck em- 
bodies the self-loading feature. It has a short turning 
radius and narrow width, which makes it easy to drive 
in and out of box cars or The steering 
yivots are of hardened steel with bronze bushings, and a 


narrow aisles. 
I 
high pressure lubricating system is used. Heavy pressed 
steel frame members and unusually large elevating links, 
supporting the platform, furnish the factor of safety in 
t links are wide and heavy. The 
elevating mechanism is of the triple spur-gear type, and 
the replacement parts are 
The elevating platform is raised by 
two large eccentrics mounted on the 


t 
carrying the load. The 
} 


interchangeable with the com- 








pany’s other models. 
hoist unit 


means ol 


| fty ° ~ 











shaft, which draw the platform forward and upward on 
he platform links. The lifting mechanism is equipped 
with mechanical upper and lower limit stops. One of 
the features is the spur-geared unit power axle, a sub- 
assembly which is interchangeable with that used in all 
of the “‘K” series of the company’s trucks. Alloy steel 
gears are used, totally enclosed, and mounted on ball 
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bearings, running in oil. The universal joints of the 
unit are enclosed in leather boots packed with grease. 
The control is also a sub-assembly interchangeable with 
all other trucks of this series. 


The Oster Manufacturing Company, Cleveland, Ohio, 
has placed on the market a new electrically operated die 
stock for threading %g, 4% and *, inch pipe. The die 
head is actuated by a fully enclosed, universal motor, 
operating from any lamp socket on either direct or al- 
ternating current of 110 volts, and in any cycle between 


25 and 60, inclusive. An aluminum alloy housing covers 





the gear reduction from motor to die head. The tool is 
placed on the end of a stationary length of pipe in ex- 
actly the same manner as though the operator was going 
to thread the pipe by hand. It is centered by means of 
a universal chuck instead of loose bushings. A separate 
die head is furnished for each size of pipe, and the 
change from one size to another may be made by pulling 
out a pawl which holds the die head to rotating sleeve. 
The dies are fully adjustable, permitting the cutting of 
versized or undersized threads as well as standard 
threads. The switch is located on the top of the tool. <A 
quarter turn of this switch rotates the die head so that 
the dies will cut the thread. Another quarter turn stops 
the motor, while a further quarter turn reverses it and 
backs the dies off the thread. It is the belief of the 
manufacturer that it is just as logical to use a portable 
motor driven die stock for cutting threads on the smaller 
sizes of pipe as it is to use a portable electric drill for 
making holes. The new tool weighs less than 35 pounds. 

Trico Fuse Mfg. Co., Milwaukee, has placed on the 
market a new non-renewable plug fuse of unique design. 
The fuse 
porcelain base and body. 


consists of a separate 
The base 
has a long baffle chamber that ex- 
tends to the inside top of the body 
and holds the 


place. 


window in 
The body and base are held 
together with a heavy brass screw 
shell. The body is finished in a 
neat dull black, giving it a moulded 
Some of the 
distinctive features are said to be: = 
rugged knurl around the top edge, a clear India 
window, a visible link with 
thereon and a large center contact. 
made ¢ 
pletely. 


mica 





insulation appearance 


a large 
mica amperage stamped 
The screw shell is 
f heavy gauge hard brass and is threaded com- 

The lower end of the fusible strip is soldered 
to the bottom contact, and the other end is soldered at 
the base of the screw shell. 


The Michel Electric Hand Saw Company, 3814 Ravens- 
wood avenue, Chicago, has placed on the market an elec- 
trically driven hand saw, which, it is claimed, will cut 
six times the amount of wood that a woodworker ordin- 
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arily cuts with a hand saw. It can be adjusted so that 
it will cut just through a floor without hitting the con- 
crete beneath, or nicking the sleepers. It may be set any 
depth to 2%, inches. Its principal uses are for main- 
tenance and repair work; cutting out sections of floor- 





ing, roof decks, walls and steamship deck sheathing; re- 
claiming box and crate lumber in shipping departments; 


making concrete forms; cutting rafters, joists ete.; 


re- 
pairing freight cars; and trimming doors, sash and inter- 
ior trim. The body of the new saw is aluminum. The 


motor is a General Electric universal, !2-horsepower. 
Cooling is obtained by forced ventilation by means of a 
dynamically balanced fan. The shafts 
vanadium steel mounted on ball bearings. 
through a trigger located in the handle. 
the worm and wheel type. 
make. 


chrome- 
Contact is 
The drive is of 
The saws are of well known 


are of 


Armstrong Bros. 
out a 


steel. 


Tool Co., Chicago, has just brought 
wrench, drop-forged from chrome-vanadium 
The company introduced an alloy steel wrench in 


1919, and this new tool is said to be a distinct improve- 


new 





ment over this former wrench. The new wrench is an 
Aavseidig Ys tAciost 

extra long and extra thin one. The chrome-vanadium 

steel from which it is made is selected. The wrenches 


are heat treated and finished in nickel over copper with 
the heads butfed bright. 
they 


The jaws are thin and narrow, 
so that can get at a nut that 


quarters. 


is placed in close 

Samuel C. Rogers & Company, 10-16 Lock street, Buff- 
alo, have placed on the market a new 
Saw sharpener. 
handle 


circular 
It can 
It is 


automatic 
One of the features is its range. 


saws from six to 40 inches in diameter. 





also made in two larger sizes, for saws up to 72 inches 
in diameter. Changing of cams for different shaped teeth 
is eliminated. Saws having bevel faced teeth require a 
slight hand operation. The machines can be equipped for 
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either belt drive or direct motor drive. The machine is 
fully automatic for saws with four teeth or more to the 
inch and with flat-faced teeth. The equipment includes 
three saw gumming wheels, rubber belting, brass oil cups 


and a wrench. 





Obi 

Allen Chambers McKinnie, sales manager of the Stan- 
ley Works, New Britain, Conn., died at his home on 
March 15 after a lingering illness. He had been associ- 
ated with that company since 1897, and had previously 
been connected with the Simmons Hardware Company 
of St. Louis. 

Mr. McKinnie was 
fraternal circles as 





prominent in civic, church and 
well as in the field of his vocation. 
He took an active part in the standardization of builders’ 
hardware carried on by a joint committee of manufac- 
turers and the Department of Commerce bureau of stand- 
ards. 

He was born at Fort Scott, Kas., September 16, 1874, 
the son of Thomas W. and Alice Turner McKinnie. His 
father was colonel in the 126th Ohio Volunteer Infantry 
during the Civil War, and his maternal 
Was judge advocate of the state of Ohio. 
frail physique the boy McKinnie 
school after a high school course. 


grandfather 
Owing to a 
forced to leave 
He entered the em- 
ploy of the Wyeth Hardware and Manufacturing Com- 


Was 


pany of St. Joseph, Mo., as errand boy and in three 
years’ time he was head of the sample room. 
He leaves his wife, Ruth Gruet McKinnie, and two 


brothers, Carle T. McKinnie of Los Angeles and Burt 
P. McKinnie of Swarthmore, Pa. He was a member of 
the Congregational church, of Webster Groves Lodge, 
No. 84, A. F. & A. M., Webster Groves, Mo., Vincennes, 
Ind., chapter R. A. M., St. Aldemar Commandery, No. 
18, F. T., of St. Louis; the Shuttle Meadow Club, the 
New Britain Club, the Farmington Country Club, Nach- 
aug Fish and Game Club, Connecticut Society, Sons of 
the American Revolution and the Military Order of the 
Loval Legion of the United States. 


Henry P. Chenow eth 


the H. P. Cheno- 
Jacksonville and New Orleans, manufacturer’s 
died at his home in Jacksonville on Wednesday, 
April 14th. following a brief illness. 

Mr. Chenoweth the charter members of 
“The Old Guard,” the organization of old time hardware 
salesmen, membership in which is restricted to those 
salesmen and traveling sales managers who have sold 
hardware and related lines to the hardware jobbing trade 
in five or 
for 


Henry P. 
weth Co., 


Chenoweth, president of 
avent, 


was one of 


more of the southern and southwestern states 
15 vears or longer. In 1919-1920 he served as its 
president, and has been a member of the advisory board 
ever since. 


Edgar C. Woolgar 

Edgar C. Woolgar, for ten vears sales manager, Na- 
tional Acme Co., Cleveland, died on April 4 at the age 
of 52 vears. He became connected with the 
twenty vears ago as a machinery salesman 
cago territory and shortly afterward 
ager of the Chicago district 
until 


company 
in the Chi- 
made man- 
office, continuing in that 
he was transferred to Cleveland as sales 
About two vears ago he suffered a severe ill- 
ness from which he never fully recovered. 


was 
capacity 


manager. 
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OVALHOLE “HIGH PRES- 
SURE” HOLLOW CENTER 
PACKING is made in spiral 
form Style 12 and ring form 
Style 32. This is an asbestos 
packing with all the resiliency 
of a soft low pressure pack- 
ing. It is recommended for 
higher steam pressures be- 
tween 125 and 160 lbs. 
. 


OVALHOLE “BRAIDED 
ASBESTOS”” HOLLOW 
CENTER PACKING is made 
in coil form Style 24 and ring 
form Style 34. A braided as- 
bestos packing thoroughly lu- 
bricated and graphited, and 
having a resilient hollow cen- 
ter. Recommended for steam 
pressures over 160 lbs. 


The salesman’s sample case, 


illustrated 
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OVALHOLE “RED HYDRAULIC” 
HOLLOW CENTER PACKING is 
made in coil form Style 23 and ring 
form Style 33. A square fine duck 
packing which takes the place of the 
ordinary square white duck hydraulic 
packing. When used on piston 
packed hot water pumps, the oval 
hollow center takes up excess swell- 
ing and allows the pump to run 
freely, without friction. 


Samples 


OVALHOLE “REGULAR” 
HOLLOW CENTER PACK- 
ING is made in spiral form 
Style 11, coil form Style 21 
and ring form Style 31. A 
general purpose packing for 
all low pressure (below 125 
lbs.) steam rods and valve 
stems, hot water rods and 
pump plungers. Also made 
specially for ammonia service. 


OVALHOLE “FLAX” HOL- 
LOW CENTER PACKING is 
made in coil torm Style 26 and 
ring form Style 36. A square 
braided flax packing with a 
resilient hollow center which 
prevents its becoming hard in 
the stuffing box and gives it 
longer life. Recommended 
wherever flax packing is used. 
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wet tne pbusiness 
intelligently recommend a Style _ of 


above, weighs 1% lb. and easily fits the coat 


pocket. It contains five small samples of 
OVALHOLE HOLLOW CENTER 
PACKING which fill practically all re- 
quirements for rod or plunger packings. 


The OVALHOLE Packing catalogue is 
a small 24 page pamphlet which contains, 
in condensed form, all the information the 
salesman needs to sell packing in every 
steam plant in his territory. There is aiso 
a Table of SERVICE RECOMMENDA- 
TIONS which enables the salesman to 


OVALHOLE Packing and guarantee it 
will give satisfactory service. 


OVALHOLE is the only COMPLETE 
line of packing made especially for the 
mill supply jobber. For this reason 
OVALHOLE Agencies usually enjoy a 
little more than their share of the packing 
business. Co-operation with a full under- 
standing of the jobbers’ sales problems 
makes OVALHOLE the IDEAL packing 
for the mill supply jobber to sell. 


THE HOLLOW CENTER PACKING Co. 
6524 Euctip AVENUE 


CLEVELAND, OniIo. 
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Selling the Idea of a Saner Service 


Story of How the Salesmen of the Joplin Supply Company 


Succeeded in 


Their 


Getting 


Customers to 


Cooperate to Reduce Delivery Expense 


Mill supply salesmen often have it 
within their power to sell the idea 
of saner service for customers. This 
is a story of how the salesmen of 
one mill supply house did a real job 
of selling this new idea in service, 
with remarkable results for their 
company. 

Service is a great business builder. 


RUEL McDANIEL 


served by the Joplin Supply 
pany. There is also a lot of 
mined in this district. 
some smelting. 


Com- 
lead 
There is 


The life of the average zinc mine 
in this section is not 


long—only 
three or four 


So there is a 
constant moving from one location to 
another on the part of the operators. 


years. 


machinery breaks, a large gang of 
men is idle until it is repaired. Even 
though zine mining is not so frenzied 
as oil drilling, there is more or less 
speed in the operation that demands 
prompt cooperation from the mill 
supply dealer who serves them. 
Although the Joplin Supply Com- 


pany maintains only one’ branch 
Likewise it is a business destroyer, It is rather difficult for the dealer or store, which is at Baxter Springs, 
if it is not handled carefully. Dealers jobber of supplies for the mines to Kansas, it serves its customers in a 
in all lines seem to have gone service- establish branch stores at the mining manner that brings praise; and at 


mad, in a manner. Some have pro- 
vided excellent service to customers 
without previously having figured 
the cost. Once established they dare 
not curtail it for fear of competition. 
Prosperity has come to mill supply 
dealers through their service to the 
trade, but the average supply man 
who is making money on his service 
is giving service that is sane. He is 
not breaking his neck to make a 20- 
mile run with his speediest truck in 
order to deliver a rush order con- 
sisting of a valve and a little packing. 
The Joplin Supply Company is a 
good example of a concern that sup- 
plies a sane service to customers. 
The fact that the 
ently makes money is proot that its 
service policy is right from its own 
standpoint, and the fact that the 
public buys mill supplies of the com- 
pany to the tune of nearly $750,000 
a year indicates that the customers 
rather like the service plan, too. 
Before going into details of the 
concern’s service system, let us con- 


company consist- 


sider the class of customer it serves. 

Joplin is situated in the heart of 
the greatest zine mining district in 
the world. More than 65 per cent of 
the zine mined in the United States 


comes from the trade territory 











Jopli Mh Siu} pli ve a ompany’s 


centers, for the stores are no more 
than well established until the mines 
peter out. So it is up to the mill 
supply man to serve his customers 
largely out of his main store. 


MINERS DEMAND SERVICE 
Zine and lead miners, like oil well 
men, demand quick and efficient serv- 
ice on the part of the companies with 
whom they deal. When a piece of 
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, Showing Some of Its Service Trucks 


the same time, is never makes special 
delivery runs. 

“For several vears we tried to give 
instant delivery to customers any- 
where in the mining district.” ex- 
plains F. P. Huber, sales manager of 
the company. “Our 
has been for 


slogan is, and 


twenty-five vears, 


‘Where Service Counts,’ and in our 


effort to live up to it we were over- 


doing the thing. There was a time 





when we would send a truck a dozen 
miles out of town to deliver a single 
small item, simply because we wanted 
to live up to our slogan and our 
reputation of giving prompt service. 

Of recent years, however, we have 
been working to correct this evil. 
Now we give even better service to 
our customers, and yet we never 
make a special run in order to de- 
liver a single article.” 

Education of customers on the 
part of salesmen is responsible for 
the change. Formerly, customers 
had the habit of waiting until they 
had to have a piece of equipment be- 
fore they bought it. Consequently 
a great deal of it was purchased only 
after a break-down demanded it. 
Naturally the operators had to have 
quick service or they lost money. 
Their men and some of their equip- 
ment were idle in the meantime. 
It was up to the Joplin Supply Com- 
pany, or whatever dealer sold them, 
to send a fast truck with the needed 
Natur- 
ally such sales were made at a heavy 


LOSS 


articles to the scene at once. 


So the salesmen of the Joplin Sup- 
ply Company approached their cus- 
tomers in a tone something like this: 
“Why don’t you buy your supplies 
ahead of time? Start a little ware- 
house here in the corner of your 
plant and lay in a few of the items 
j often need. Then when 
ive a breakdown, a repair is 
only a matter of minutes. Otherwise 
ompelled to wait, at a heavy 
until we can send a 


a replacement 


operate with 
is toward giving you even better 
ervic you're getting. If we 
lid 1 ive to make so many trips 





ss, we could eventually reduce 


1 rices somewl 
Now what we war su to do is 
help us get our delivery service 
iown Tt i System. We'll call upon 
ou € ! tther week. You go over 
ur little stock in the warehouse 
with us and tell us the things you 


ire lkKel\ to need during the next 


‘three weeks; we'll order them, 


if 4 € 1] rye aie livered the next 
in r truck is out this way. B 
ir doing this, and the other fellows 
ut this way as well, we can have a 
ull load of supplies every time a 
ruck comes out hert Naturally our 


lelivery cost will be lower, and at the 
same time—and most important of 
all—when you have a breakdown, you 


on’t have to wait two hours, or 


three, until we can send the parts 


alk along this line has 
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induced the company’s customers to 
buy along the lines suggested. Now 
the salesmen cover their territories 
every two weeks, with the exception 
of the city salesman, who covers his 
every other day. Truck deliveries 
are made at like intervals. Now you 
never see a Joplin Supply Company 
truck dashing out through the min- 
ing district only partly loaded; nor 
do you hear of customers of the 
company having to delay work for 
several hours, awaiting delivery of 
some small piece of equipment. 

Before the company began educa- 
ting its customers to buy in advance 
of their wants, 27 motor trucks were 
required to keep up with deliveries. 
Today about 12 trucks of the same 
type do all the delivering, and the 
company is doing more business than 
when it operated 27 trucks! That’s 
what a little education of customers 
has done. 

All salesmen travel their fields in 
Ford coupes, and each man has a 
regular territory to cover. Although 
the company sells other lines than 
mill supplies—total business of 
which is upwards of two and a half 
million dollars—there is a separate 
force of men for each line. One ma- 
chinery man covers the same terri- 
tory as the nine mill supply men 
cover. 

MEN ON SALARY BASIS 

Joplin Supply salesmen all are on a 
straight salary. “If we were to pay 
them a commission,” said Mr. Huber, 
“we would be working directly 
against one of our biggest policie 
That is our aim of dealing with our 
customers in such a manner that 
they have confidence enough in us 
to take our word for the quality of 
any merchandise we sell them, or our 
advice as to when to buy new stock. 

“It is human nature for a man on 
commission to try to load his cus- 
tomers. 
a bill of 
another mental column the amount 
profit 


When he begins figuring on 
goods, he also carries in 
of his therefrom, and tha 
spurs him on to sell more, whether 
the customer needs it or not. 
“Don't overload, above all things,’ 
is our advice to the men on the road. 
We'd rather have them undersell a 
customer than to load him with stutf 
he doesn’t need. It was largel) 
through the confidence our customers 
had in us that we are able to reduce 
our deliveries to the excellent system 
that we We certainly could 
not take advantage of that confidence 


now. 


have. 


“When a man works on salary, he 
knows he’s going to get his pay, even 
if he does spend an hour building 
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goodwill for us. Salary, after all, is 
commission indirectly, for we would 
not employ a man who did not pro- 
duce the sales that his territory is 
worth.” 

Among the leading lines now 
carried by the Joplin Supply Com- 
pany are: Dodge pulleys, Byrnes 
belting, Dart unions, Goulds pumps; 
Jenkins, Ohio Injector Company, 
Lunkenheimer, and Fairbanks valves, 
American wire rope, Byers and Na- 
tional Tube Company pipe and fit- 
tings, Palmetto packing, Sullivan 
Machinery Company’s products, Me- 
dart transmission units, Crucible 
tools, Union Carbide, and the prod- 
ucts of the Carborundum Company. 

The company was founded 27 
years ago on a small scale and has 
enjoyed a gradual growth every year 
since. F. C. Ralston is president 
and general manager. 


Salesmen Like Commendation 

The sales manager of a prominent 
manufacturing company, address- 
ing a recent advertising convention, 
made a plea’ for better treat- 
ment of salesmen. In his opinion, 
too many sales managers who are 
very generous of criticism, are very 
sparing of commendation. 

“In dealing with salesmen,” he 
said, “we should) remember _ that 
salesmanship is at once a vocation 
and a sport; a means of livelihood 
and a game that brings out all that 
is best in us of enthusiasm, effort 
and achievement, and the results are 
not measured wholly by dollars and 
cents. 

“When a salesman pulls off a good 
deal, let him tell you about it, and in 
Indeed, if you don’t let 
him tell it in his own way, he won’t 
tell it at all.” 


his own way. 


fdded 


Hazard-Gould & Co., San Diego, 
has recently added to its sales organi- 
zation three new salesmen, H. Allen 
Oliver, T. W. Robertson and M. P. 
Peters. These three men have been 
assigned to county territory for the 
company, which is a dealer in mill 
and plumbing supplies, hardware and 
machinery. 


Vew Salesman 


Dumser's New Position 

Leo A. Dumser, formerly salesman 
for the Western Iron Stores Com- 
pany, Milwaukee, has joined the 
Kearney & Trecker Corporation, that 
He will spe- 
cialize in following up inquiries and 
sales for the production service de- 
partment. 


city, as sales engineer. 
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More of the True Facts 


Mill Supply Salesmen Who Know What They Are Talking 
About Can Be Constructive Forces 


In the April issue of 
Supply Salesman” Section appeared 
an article, stressing the value to the 
salesmen in knowing just how basic 
business this 
country. 


“The Mill 


conditions are in 

The other day a salesman was dis- 
cussing business conditions with the 
writer of this article, and when ques- 
tioned as to how he found things re- 
marked that “the mill supply busi- 
ness at present seems to be in a sort 
of slough.” He further qualified it 
by saying, “I see by the morning 
paper that the slack in trade is con- 
firmed by the freight reports.” 

It so happened that the writer had 
on his desk a copy of the morning 
paper, and turning to the financial 
pages located a story, which surely 
enough was captioned, “Slack in 
Trade Is Confirmed by Freight Re- 
ports.” The caption was in suffici- 
ently large type to make it stand 
out on the page, and at first glance 
the man who reads only the head- 
lines might have been 
vinced that business surely 
the downgrade. 

Studying the text that was printed 
underneath found 
that there really was nothing to in- 
dicate any such alarming state of 
affairs. As a matter of the 
second paragraph stated that ‘“load- 
ings of revenue freight for the week 
ended April 10 totaled 929,506 cars,” 
and 1,414 
cars over the preceding week, and of 
11,106 cars over a vear before.” 

Then a little lower 
paragraphs were 


easily con- 


Was on 


the caption, one 


Tact, 


“this was an increase of 


several 
the 
higher earnings reported by some of 
the railroads. 
that 


down 


devoted — to 


For instance, it stated 


“the large freight movement is 


reflected in the first reports of 
March railroad earnings. The Union 
Pacific and the Kansas City South- 


ern reported higher earnings than a 
year ago Then, lower down on the 
page, it is stated that the gross and 
net for March on another of the 
large railroads of the country will 
exceed the earnings of a yvear ago, 
and that the president of the road 
expects the net for the first half of 


this vear to exceed that of last vear. 
Still later in the month of April, 
the Department of Commerce at 
Washington issued some reports on 
April business indicators. Here are 
some of the pertinent paragraphs: 
“Continued gains in business for 
the first two weeks of April over the 
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FA ERNE A ERMINE TN Sammy SO n aren es 


same period of the previous year art 
seen from the latest weekly figures 
covering business conditions — re- 
ported to the Department of Com- 
merce. The volume of distribution, 
indicated by figures on carloadings 
and check payments, was larger than 
in any other comparable period. The 
output of bituminous coal 
hive coke during the first 


and bee- 
week of 


April was larger than a year ago, 


while lumber production and the 
volume of new building contracts 
awarded recorded similar changes 


from the 
1925. The 


awards in 


corresponding week of 
total value of building 
36 states during the first 
t 1926 was about 25 per 
than 


14 weeks « 


cent larger during the same 


Don't Ta 


The Boss May Tell You He 
You ll Have 


is the story of a 


This 


who 


young man 
a position as salesman 
for a well known mill supply house 
in Indiana and failed t 
because of his hobby 


secured 


make good 
in talking poli- 
desire to remake the 
believed that everything 
world was wrong that 
ought to be upside 


tics and his 
world. He 
in the 


“things 


and 
turned 
down.” 

The voung man in question was a 
college graduate and full of theories. 
He had read a lot of political econ- 
omy and tried to apply his theories 
to everyday life. He was a well ap- 
pearing man, and at first glance you 
would sav that he had the making of 
a good salesman. He was apparently 
ambitious and wanted to succeed, but 


he could not forget his political theo- 


ries. 
We will call the young man John 
Doe. If we used his real name, it 


would not the least add to the in- 
Terest ol 
point a 

When 


lege, he 


the 
moral. 
John came 
went to 


story or In any way 


home from col- 


work in a garage 
and his friends thought that he 
developing a mechanical mind. 
Things went well for a while and he 
along all right. Finally he be- 
came a salesman for a well 
automobile house and in the course 
of time he married and his wife pre- 
sented him with a son. He managed 


Was 


got 


known 


meh 


tie 
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period of 1925.” In addition, the re- 
ports show that “the number of 
firms failing during the first two 
weeks in April was four per cent 
smaller than a year ago.” 

Surely there is nothing in any of 
these figures which indicates that 
business conditions are anything but 
sound. Some mill supply salesmen 
may fail to see where a knowledge of 
such facts about business in general 
is going to be helpful to them in 
selling in territories, where they 
know that many of their prospects 
are complaining about business, but 
if they will stop to realize that a 
considerable portion of the talk 
about poor business is a result of un- 
certainty as to what the actual con- 
ditions are, they will answer the 
question of the value of such knowl- 
edge in their own field of sales activ- 
ities. Salesmen who can talk facts, 
and not mere hearsay gossip, can be 
of real help in making business men 
realize what the true situation is. 


lk Politics 


Has a New Job for You, But 
to Run for It 


to make a living, but as time went 
on he seemed to think more and more 
of the “economic wrongs of the coun- 
trv’? as he used to term it. 

John drifted from one job (io an- 
other, but he seemingly was not able 
to hold any position long. He was a 
man of good habits and not a spend- 
thrift. Finally he secured a position 
as traveling salesman for a mill sup- 
ply house, and was given a large ter- 
ritory to cover. He was punctual in 
his trips, and one seeing him would 
have thought that he was a success 
on the He remained with the 
mill supply house for about eight 
months and there is a why 
he did not remain longer. 

One dar 


road. 
reason 


the sales manager called 
John in, and told him he had a better 
job in mind for him and hoped he 
would land it. John opened his eyes 
and for once in his life was quiet. “I 
have decided,” the man- 
“that you no good as a 
salesman. We have given you a good 


sales 


said 
ager, are 
chance to make good, but vou have 
thrown every chance away and 
ruined it all by vour political views. 
We have decided vou should run for 
You 
might make good in that for a while, 
but I doubt it. I regret to tell you 
that vour services with this firm are 
You have my best wishes 
if you enter the political field.”’ 


congress or some other office. 


at a close. 
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Arousing Interest in the Buyer’s Mind 


Vake Your Appeal, Wherever Possible, to the Senses of 


Touch and Sight as Well as Hearing 


FRANK FARRINGTON 


Sometimes the buyer of mill supplies is in the market 
and in need of certain products when the salesman comes 
around. When that is the case, it is easy to interest him. 
He is interested in advance. 


It is probably good business 
for a buyer or 


user always to feel an interest in any 
new proposition that comes along. He is a wise mill man 
who is always on the lookout for new things, for im- 
proved machinery and methods, just as anxious to find 
them as any salesman can be to sell them. 

Unfortunately for easy selling, the number of buyers 
who always receive a salesman with a glad welcome and 
a curiosity to know what he has to offer is extremely 
limited. Next to the prospect who is just waiting to hear 
what salesmen have to offer comes the prospect who is 
always willing to give the salesman a chance to interest 
him. He may have no advance interest, no unfulfilled 
need, little curiosity, but as a part of his routine work 
he will receive any salesman and give him his chance. 
That man may not be easy to sell just because he is easy 
to see, but at least he will listen with attention to what 
you have to say. 

Working with these men who are easy to see and per- 
haps easy to sell does not help much about making it 
possible to interest the other buyers, who only tolerate 
your presence long enough to give you a chance to show 
whether you can interest them or not. When it comes 
to holding the attention and arousing the interest of the 


man who does not know that he wants anything, and 
who is unwilling to be convinced that he does, that is 
a different matter. 

How are vou going to hold a man’s attention and 
arouse his interest when his mind inclines to wander 


from what you are saving, when you feel that, though 
he sits there patiently allowing vou to talk, vou are not 
penetrating his intelligence? 

Public speakers sometimes resort to somewhat sensa- 
tional methods to revitalize a slipping audience. I have 
known John H. Patterson, late president of the National 
Cash Register Company, to renew the attention and in- 
a convention of salesmen by taking a ten dollar 
bill out of his pocket and deliberately snipping it into 
letting the pieces fall to the floor. 
retrieved 


terest of! 


pieces with sc 


Incidentally he 


issors, 
the ten by asking a secretary 
to pick up the pieces and put them together again, show- 
ing his audience that though he might be unusual he was 
I once heard Mrs. Beatrice Forbes Robert- 
son Hale in a talk to salesmen on public speaking, suggest 
that it might be 


tiring, to 


’ + *y 
not wasteful. 


necessary, if you found your audience 
glass of water from your speaker's 
to bring back their 


upset the 


stand attention. 


INITIATIVE IS NEEDED. 


Neither of these little expedients could be recommended 
as desirable methods of awakening the interest of a pros- 
pective buyer, but they illustrate the value of initiative 
action. The droning of the human voice in the 
monotonous recital of too well learned selling talks tends 
to put the hearer to sleep, or at least to disgust him and 
encourage him to cut short the audience. 

If a salesman allows his talk to take on a monotony 
of sound, with no individuality about what he says or the 


‘ ] f 
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way he says it, and with nothing about his appearance 
to remind the buyer that here is a man who differs 
from all the others who come along, then it will be the 
harder for that buyer to realize that this salesman has 
anything of advantage to offer. When the salesman is 
stereotyped in appearance, manner and conversation, the 
listener does not readily get the impression that his prod- 
uct is out of the ordinary. If you want to get over the 
idea that vours is an extraordinary product, it is impor- 
tant that vou try to be an extraordinary salesman, not 
a freak, but unusual in method and in ability. 

It is human nature to be interested in anything new 
when it is visible, but it is not so natural to be inter- 
ested in hearing about new things when one knows there 
is going to be an invitation to buy. If you can walk 
into the office of a buyer with something in your hand 
that arouses his curiosity, you capture his attention at 
the outset. If that something is a device that can be 
set down on an available table or chair where it will 
develop motion, through some mechanical arrangement, 
vou have captured the attention and aroused the interest 
of the man to an extent that gives you an unusual open- 
ing for vour selling talk. 


WE ALL LIKE MOVING THINGS 


Every man has enough of the kid in him to like to 
see a mechanical toy and if it is something new to him, 
something he does not quite understand, his interest is 
rather keen. 

One salesman capitalized this interest by having the 
shop turn out for him a model of a mechanical contriv- 
ance that had no other use than to arouse curiosity by 
means of a pendulum which was made with a _ pulley 
wheel as its weight and swung on another pulley wheel 
revolving on a certain kind of bearing. The device gave 
the salesman a chance to show the construction of the 
pulleys and the kind of bearings used. No buyer had 
ever seen anything just like this and when the salesman 
set it down, the pendulum in motion, it got attention and 
that was why he carried it. 

Another salesman presented to each buyer on whom 
he called on one trip a little paper weight made in an 
imitation of a miniature grinding wheel on which the 
buyer’s name was imprinted. This made it easy to 
broach the subject of such wheels. If the buyer was 
not to be seen, the souvenir was kept for another trip 
when it could be given to him personally. 

[ have sometimes thought that salesmen do not quite 
realize the value of action in selling. I don’t mean ac- 
tion that has no meaning or connection with the talk. 
Action that is not connected with the showing of some 
sort of product or its use would be no more helpful than 
for the salesman to try to intersperse a few steps of the 
Charleston while talking to a buyer. But where it is 
possible to demonstrate in some way something a prod- 
uct will do, the action illustrates the talk 
to put 

The following illustrates what I mean. 
the street to watch one of those street 
their way, are super-salesmen. 


and helps 
it over. 

I stopped in 
fakers who, in 
This man was selling a 


white paste in 2-ounce tin boxes, labeled $1 and_ sold 
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for 25 cents. He was a rapid talker and he demonstrated 
his paste as he talked. 

“TI ain’t any common street faker,” said he. “I’m a 
graduate of Denver college—went to college four years. 
I don’t have to sell stuff on the street like this. That’s 
my automobile over there with the Colorado license tags 
on it. But here’s the greatest thing you ever saw, this 
Diamond paste. See these spots on my shirt sleeve. It 
will take off these spots. It makes a great shampoo paste. 
It’s a fine lather cream. It whitens the complexion and 
takes the dark circles from under the eyes. Have you 
got a canker sore in your mouth? You know those un- 
comfortable little spots. If you get one and let it go, it 
gets to be an ulcer, and if you have one of them in your 
stomach, it’s a cancer and you might as well say good 
bye to your friends. This paste cures all those tuings. 
It will clean the spots from your teeth and it absolutely 
removes dandruff. Let me take your cap, there, Mister. 
Looks as if he’d had his head in an oil well, don’t it? 
There, it’s cleaned up spick and span. 
peroxide of hydrogen is. 
as strong as that.” 

There was a great deal more, but the point is that 
everything that faker described, he did. He shampooed 
his hair with the stuff. He lathered his face with it. 
He took the spots from shirtsleeve and cap. He rubbed 
it on his teeth and gums. If he had done nothing but 
talk, he would not have attracted half the people he did, 
nor would he have held them. They wanted to see more 
than they wanted to listen. And he seized the right 


You know what 
Well, this is one hundred times 
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psychological moment, for just as soon as he saw his 
hold on the crowd was at its maximum, he began selling. 
He passed out the boxes of paste to his wife who handed 
them out and took in the quarters. He gave her two 
or three boxes at a time so there was more action in 
coming and getting more all the time. You know how 
those fellows work. If you never watched one, stop and 
observe the next one you encounter and see what you 
can learn from the way he does it. They know how to 
get the attention of people, they know how to hold it 
and they know when it is time to begin to take the 
money. Such a man would laugh at the talk of psy- 
chology in his work, but he is using it all the time un- 
wittingly. 

The mill supply salesman is about as far as can be from 
the street faker, but the underlying principles making 
for successful selling are not particularly different in 
the two fields. 

You use your voice to interest the prospect and to a- 
rouse his interest, and that appeals only to his sense of 
hearing. Perhaps you feel that you are doing enough 
outside of that if you see to it that there is nothing about 
your appearance to create unfavorable impressions or to 
distract his attention. You are missing part of your op- 
portunity if you do not make your appeal, if possible, to 
the senses of touch and sight as well as hearing. When 
the buyer can have something connected with your prop- 
osition to hold and feel of and to look at, you increase 
your chances of holding his attention and you make it 
easier to explain to him what you mean. 


Suggestions for Salesmen 


Vow Is the Busy Season for Many Industries W hich 


Are Prospects for Mill Supplies 


In a recent communication from lieve that a little 


The Diamond Rubber Company, 
Akron, Ohio, to its distributors are 
contained several tips for mill sup- 
ply salesmen. While it naturally was 
attention of distributors to the com- 
pany’s own products, 
some of the 
translated into terms of other manu- seasons”? 
facturers’ products. 


suggestions may be list may be 


“Very soon now,” according to one 
communication, vention report, 
“there will be increased activities in tion is called 


section of this 
to 
dairies and creameries, construction 
work will receive new impetus with tion 
warmer weather, and then ice plants ( 
and ice cream factories will begin 
producing up to capacity. In each 
case there will be purchases of rub- 


game is in order, there often comes 
a feeling in the minds of some sales- 
men that business at this time of the 
vear is naturally a little slow. Why 
written with a view to directing the not take an hour 
some evening to study your terri- 
nevertheless tory, and see what prospects on your 
entering 


Those mill supply salesmen, who 
will take the trouble to read the con- 
will note that atten- 


+ 
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he tact that one of has been built up. 
the causes of much price demoraliza- 
is the compensation of salesmen 
yn the basis of volume sold, and not 
on profits secured. 
is certainly going to be given to the 
sales end of the mill supply business 


visit to the ball handicapped in soliciting the larger 
business in his territory, believing 
that large customers will expect to 
deal direct with the manufacturer of 
the items purchased. This need not 
One of our distributors who 
has been particularly successful in 
this direction is the . Located in 
an automobile manufacturing center, 
where the largest buyers are situ- 
ated, they have solicited this busi- 


i 


or two at home be so. 


their busy 


ness so assiduously and successfully 
that a very large volume of business 
Remember, the 
salesman who is on the ground to 
offer personal service always has a 
great advantage over the manutac- 
More attention turer who is located at a distance.” 

You will note that it was because 


the salesmen solicited this business 


ber belts, hose and packing, to keep in the future, and the salesmen who “so assiduously” that the old argu- 
things humming during the busy now begin to bend their efforts in ments fell before their assaults. If 


season. We noticed in one of the 
trade papers an item in regard to a are go 
fox farm which has installed an ice 
machine, to refrigerate horse meat 


knocks la 


the direction of profit-building sales 
ing to escape a lot of hard 
‘yy on when the executives 


vou will study that word, 
ously,” you will find that 


“assidu- 
means 


constantly in attention, persevering, 


which is fed to the foxes.” 

Isn’t there a good idea there for 
all mill supply salesmen? With the 
coming of the warm weather, and 
that accompanying temptation to be- 


te 
begin to check up on their records. 
The Diamond Rubber Company 
further on in its recent letter 
stresses a point which salesmen may 
very well consider, when it says: 
“A jobber sometimes feels that he is 


indefatigable. 

These are qualities of the highest 
order for a mill supply salesman, 
and the one who perseveres and is 
indefatigable, will overcome a large 


degree of sales resistance. 








May, 1926 




















Do you know the famous 
“Centenni: al Belt” is still at \ Ww ork? 
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smaller sizes lav these belts are still running. The 
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EDW. « LADEW ~. INc. 


BELTING AND OTHER LEATHER PRODUCTS 
Since 1835 29 Murray Street, New York City 


Branches: Atlanta, Ga 3oston, Mass.:; Chicago, IIL; 
Glen Cove, N. ¥ Newark, N. J. og Pe.: 


Pittsburgh, Pa.; San Francisco, Cal 


--------- MAIL TODAY-—--—- —-—- 


EDW. R. LADEW CO., Inc. 102-E 
29 Murray St., New York, U.S. A. 
Piease send me a copy of “The Proof Book” 
nd full information about Ladew Leather Belting. 
\ 
7 
Addres 




















As others see us— 


In the course of ordinary correspondence a 
master mechanic of a _ nationally known 


manufacturer wrote us in part as follows: 


“if every Belt Manufacturer would 
recommend the use of Crescent Belt 
Fasteners they would have far better 
results if I were a Belt Sales- 
man I would insist upon these fasteners 


being used.” 


Here is an opinion from the other side of 
thefencethat should interest everyone who 


sells belting. 


If you sell belting write 
for samples of our Dealer 


Sales Helps. 


CRESCENT BELT FASTENER COMPANY 
247 Park Avenue New York, N. Y. 























Why only Virgin Metals are used 
in Making HarBronz* 
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Arthur Harris & Co. 


Enzineers, Coppersmiths, Brass Founders and Brass Finishers 


210-218 N. Curtis Street, Chicago 
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“ our sales of the Ball are greater 


than the others together” 


— ARCH BALL METAL has been sold through mill supply distribu- 


xy more than 25 years and the statement above was made by one of 
distributors. “he full statement follow 
‘Replying t of June 3d we are pleased to say that the sale 


Monarch B all Met al has been very satisfactory 
hown and pro Sed, also because of tl 
interesting the con 1 convincing hi 
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in th : te OUR 
THE OTHE R S TOGE THE R, which we belteve w 


itself c atisfactor the pesrnedniele 


For distributors who can qualify, we have an 


Al sale proposition Write us. 
MONARCH METAL CO., 119 S. Lincoln St., Chicago 


both in the volume of sales 
given by you in 
that it is for his interest to 
( we handle several other grades, we believe 
SALES ‘OF THE BALL ARE GREATER THAN 


ould indicate the metal 








SEE 


Beari THE as Free 
IDEA ? —— 
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Personals 











Leslie Hall recently resigned as sales manager of the 
Williams Tool Corporation, Erie, Pa., manufacturer of pipe 
threading machines. 

J. J. MeCabe Lathe & Machinery Corporation, dealer in 
used machinery and equipment, has moved its office from 
New York to its Jersey City warehouse. 

M. J. O’Fallon, manager of the Crane-O’Fallon Supply 
Company, Denver, sailed recently for an extended visit in 
Ireland. He is accompanied by Mrs. O’Fallon. 

IE. A. Scheibe, purchasing agent of the Bausch & Lomb 
Optical Co., Rochester, N. Y., recently was elected vice-presi- 
dent and director of the American Abrasive Company, West- 
field, Ma 

W. A. Richards, formerly a member of the sales organi 
zation of the American Pulley Company, has been appointed 
western sales representative of the Mossberg Pressed Steel 
Co., Attleboro, Ma 

KF. i. Lammert, of Lammert & Mann Company, 215 Nort 
Wood street, Chicago, manufacturer of rotary air compres 
ors and vacuum pumps, has recently returned from a three 


months’ rest in Cuba. 





The Seifreat-Elstad Machinery Company, of Dayton, will 
hold an ex iibition of machine tools at its warehouse, 20 South 
Canal street, from May 3d to 15th. <All machines will be 


operation. 





W. P. Ferri former sale manager of the Milwaukee 
Motor Products, Inc., has been appointed sales manager of 
the Blackhawk Mfe. Co., Milwaukee, manufacturer of socket 
wrenche and othe. prod icts 

William T. Yarbrough, formerly with the MeGraw-Yar- 
proug Co. of Richmond, jobber of plu ers an le fitters 

ipplies, has gone into business for himself as the Yarbroug 
Supply Company, with headquarters at 929 Brook road, 
Rich 0 

I. B. Gould, Jr., secretary and treasurer of the Hazard 
Gould & Co., San Diego, recently was selected by the Cham 
ber of Commerce of that city to represent San Diego at 
Washington on 2 mission relating to the development of San 





Roy IF. Williams, advertising manager of R. Hoe & Com 
pany, Inc., New York, manufacturer of saws and printing 
esses, | been elected treasurer of the Ames Shovel & 


fool Company, Boston, and on April 20th became actively 


ociated with the latter organization. 

Cc] | C. Phelps, secretary and sales manage of the 
Uehlin Instrument Co., Paterson, N. J., recently returned 

the ome oflice after a 10 weeks’ trip dur hich he 





visited all of the company’s representatives in 
tates, a vell a <everal in the middle west. 

C. L. Harris, city sales manager for the Leighton Supply 
Fort Dodge, has resigned after 18 years’ service 
to devote his time to the simple life. He was guest of 
urprise party at the home of E. 1. Leighton 
recently, and was presented with a roll-top desk, chair, desk 
lamp and a complete desk equipment. 


honor at a 


R. ik. Buckholzer, sales manager of the Fort Wayne Pipe 
& Supply Co., Fort Wayne, Ind., recently spent a week in 
Chicago, at the R. R. Donnelley & Sons Company’s plant. 


While there he gave his final release on a new mill supply 
catalogue, which the Fort Wayne company expects to have 
ready for distribution about June 1st. 

The following officers have been elected by the Triangle 
Club, Pittsburgh: President, E. C. Edmundson, Williams & 
Co., Inec.; vice-president, Howard L. Keally, vice-president 
and sales manager of the Pittsburgh Screw & Bolt Co.; 
secretary-treasurer, Ernest S. Cox, Chicago Nipple Mfg. Co. 
The following are the members of the board of governors 
of the club: Marcus Boyd, Boiler Tube Co. of America; 
Harry J. Casper, Pittsburgh Gage & Supply Co.; George W. 
Jones, Pittsburgh Steel Co.; L. V. McCune, Jenkins Bros.; 
Frank A. Vance, Union Radiator Co. 

W. H. Fraser has resigned as president of the Machinery, 
Pipe and Supply Company, of San Diego, and has been suc- 
ceeded by Paul O. Vance, formerly vice-president of the or- 
ganization. M. B. Hart, former secretary, is now vice- 
president, and Roy H. Novak is secretary and treasurer. 
The company is capitalized for $500,000. 

Howard B. Jernee has been appointed sales manager of 
the line shaft bearing department of the Hyatt Roller Bear- 
ing Company, Newark, N. J., to succeed Frank S. Cole. Mr. 
Jernee was formerly construction engineer for E. I. DuPont 
de Nemours and Company, and later works engineer at the 
Oakland Motor Car Company plant in Pontiac, Mich. 

Nelson Brandt has rejoined the sales organization of the 
Link-Belt Company, of Chicago, and will manage a new 
| 


wl 





anch oflice to be opened up by the company in Florida. 
His headquarters will be at, or in the vicinity of, either 
Jacksonville or Orlando, and he will also maintain contact 
ons With the company’s agents, Cameron & Barkley 


relat 

Company. 
Chapin E. Harris, formerly manager of The Charles C 

Lewis Co., Springfield, Mass., dealer in iron and steel, 


h aVYV 
Cal v 
ardware and mill supplies, is now associated with the 
Brown-Wales Company, Boston, as sales manager of 


sheet metal department. Richmond Lewis, treasurer of the 
Lewis company, is now also its general manager. Mr. Lewis 


tet + + + 7 


ates that the mill supply department of his company is 
now under the direct supervision of R. H. Smith, who has 
been associated with the company for the past 15 years. 
Elmer E. general 
manager of the Dunning Compressor Company, of Holmes- 
burg, Philadelphia, manufacturer of air compressors, has 


given up all active 


Dunning, formerly vice-president and 


duties in that company, to devote his en- 


‘e attention to electric refrigeration pumps. A new company 


been incorporated under the name of the Lindley-Dun- 





ning Manuf uring Company, under Pennsylvania state 

vs, to manufacture pumps and equipment for electric re- 
frigeration in any quantity. The company, according to Mr. 
Dunning, ilready in production and has several good con- 
tracts 


W. P. F. Ayer has submitted his resignation as vice-presi- 
dent in charge of sales of the Walworth Company, Boston, to 
become effective as soon as the company can relieve him of 
his duties. He will continue to serve as a director. Prentiss 
L. Coonley has been elected first vice-president of the com 
pany and will assume charge of sales of the Walworth Com 
pany and its subsidiaries, with headquarters in New York. 
The company will transfer its sales headquarters to the 
Vanderbilt building, New York. Mr. Ayer, who retires after 
od» years of active service with the company, began his ser- 
vice in 1891. His first job was to unload fittings and put 
them in the stock bins. 
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The only com- 
plete bibb and 
small valve Re- 
seater. 


Write for 


proposition 





M. B. SKINNER CO., 562 Washington St., Chicago 


€ 





Shicago Warehouse: 345 W. Austin Ave. 


“Va” 


Victor Balata 


Belt 


Ampere 
CANVAS STITCHED 
BELTING 
Sold Extensively by 
Mill Supply Houses 


Ask for Prices 


Victor Balata & Textile Belting Co. 
Main Sales Office, 38 Murray St., New York 





Factories: 


Easton, Pa. 

















MOTOR PULLEYS 


PAPER AND IRON 


Prompt shipments are made 
from our large stock of Paper 
and Iron Motor Pulleys, Flex- 
ible Motor Couplings and Ad- 
justable Motor Rails. Let us 
fill your motor requirements. 








“ower {DIRKLESMACHINESWoRKS 
he a NOT INC ©& ese 
2 








456 N. Union Ave., Chicago 














“There is somuch to tell about our~ 
Chucks as we build them to-day 
that inno less space than that” 
of our Latest Catalog can we 
even approach doing jus, 
tice to them. 








4 “BROWNIE” 


Made Right — Priced Right 


CLAMPS 


Tough malleable iron with steel 
screws. Furnished either plain or 
nickel plated. 


TURNBUCKLES 


Strong and durable. Furnished 
either plain or galvanized. 








Ask your 


jobber or 
write us for a catalog. 


BROWNIE MFG. 
Co., INC. 





Fort Wayne, Ind. O 








Industry’s Chief Asset-—36 Sizes 
Material Handling Minimized 


New 12 page Bulletin illustrates many radical ad- 
vantages in use and design. 
Sold almost 


exclusively 
Houses. 


through Mill Supply 


Most attractive propositions for Distribu- 
tors, Dealers and Agents. Write today. 


The Plimpton Lift Truck Corp. 


Elmcourt, Stamford, Conn. 


























Purchasing Agents Mills and Mines— 
An Opportunity to Increase Your Sales 


Have You Thought of Foster as a 
Source of Supply? 


Rails—New or Relaying 
New Bolts, Spikes, Frogs, Switches 
( omplete Line of Track Accessories 
Every Desc ription Prompt Shipments 


With Foster’s Unconditional Guarantee 
Send us your Inquiries—Glad to quote you prices. 





“1 Ton or 1,000” 







Park Building 154 Nassau St. 
Pittsburgh, Pa. New York City 


B LBFOSTERCO- 


PITTSBURGH PA - SEW YORK CITY os 











When 


writing to Advertisers ple 
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BAND SAWS 
“The Sooty in the Paid Bor” 


AMERICAN SAW & MFG. Co. SPRINGFIELD, MASS. 
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Factory Additions 


mews 








The New Departure Manufacturing Co. is spending $24,000 
on alterations to its buildings in Bristol, Conn. 


The Ford Motor Co., Detroit, will build an addition to its 
River Rouge plant at an estimated cost of $250,000. 


Kuhns Brothers, Inc., Dayton, Ohio, is building a 


story foundry addition at an estimated cost of $65,000. 
The Archer-Strauss Rubber Co., Framingham, Mass., 
build a factory addition at an estimated cost of $90,000. 


one- 


will 


The Berkey & Gay Furniture Co., Grand Rapids, Mich., 


will build a factory addition at an estimated cost of $225,000. 

Flint Foundry Co., 802 West Kearsley street, Flint, Mich., 
is building a foundry addition at an estimated cost of $45,000. 
Machine & Tool Co., Grand Rapids, Mich., is 
building a factory addition at an estimated cost of $40,000. 


Che Jarecki 


Stickley Brothers Furniture Co., Grand Rapids, Mich., is 
building a factory addition at an estimated cost of $100,000. 

The Hamilton Mfg. Co., Two Rivers, Wis., will build ad- 
ditions to its furniture plant at an estimated cost of $750,000. 

Drying Systems, Inc., 11 South Des 
cago, is building a factory addition at 
SHO,000, 

The 
tory addition 
$50,000, 


Plaines 
an 


street, 
estimated ¢ 


Chi- 
st of 
Otis Elevator Co 
built at 


.. Harrison, N. J., 


is having a one 


s plant at an estimated cost of 


The Specialty Handle C 
Ne Wark, N. oe 


SHO,000, 


“9 12. Ne \ Jersey 
ill build an 


Railroad avenue, 


addition at an estimated cost of 


The Washington Pulp & Paper Corporation, Port Angele 


Wash., ill build mill extensions at an estimated cost of 
S1L,000 000, 

The Federal Can Co., Benton avenue, Nashville, Tenn., 
will soon build an addition to its factory at an estimated 
cost of $45,000. 


The George B. Smith Chemical Co., Springfield, Il]., manu- 
facturer of pigments, will build an addition at an 
cost of $50,000. 

The 


to be 


estimated 


Lippineott Glass Co., Alexandria, Ind., is reported 
planning to build a factory addition at an estimated 


cost of $50,000. 


Electric Storage Battery 
Philadelphia, will build a 


t of § Lod oog, 


The 


Co., 
factory 


Ontario and C 
addition at an 


streets, 


<timated 
co 


General Plate Co., Attleboro, Mass., jewelry plate 


manufacturer, will build a factory addition at an estimated 
cost of $150,000. 

The Bastrop Pulp & Paper Co., Bastrop, La., plans to 
build additions to its mills at an estimated cost of $900,000, 


according to reports. 


The Todd Co., Rochester, N. Y., manufacturer of protective 


devices, will build another addition to its factory at an esti 
mated eost of $45,000. 

The Huttig Sash & Poor Co., 1500 South Vandervente 
treet, St. Louis, is building a four-story addition at an es 


timated cost ef $80,000. 


The Barber Mfg. Co., Anderson, Ind., manufacturer of 
bed springs, is building a machine shop addition at an esti 
mated cost of $50,000. 


The Wyoming Shovel Works, Wyoming, Pa., has been con 
sidering plans for rebuilding the portion of its plant which 


us destroyed by fire on April 2nd, with damage estimated 


at $75,000. 


The Southern New England Telephone Company plans to 
carry out this year in the Hartford, Conn., 
struction program costing $1,250,000. This 


area a con- 
includes cost of 
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plant for a new switching unit, central office 


equipment and 
new toll cables. 


The Wisconsin-Arkansas Lumber Co., Malvern, Ark., plans 
to rebuild its planing mill, damaged by fire recently with 
loss estimated at $70,000. 


The Implement Mfg. Co., East Hemlock 
street, Chattanooga, Tenn., will build two factory buildings 
at an estimated cost of $60,000. 


Chattanooga 


The City of Hartford, Conn., will spend $53,000 for ma- 
chinery and tools to equip the manual training department 
of the new Bulkeley High School. 


The Southern Box & Basket Co., Macon, Ga., recently sus 
tained loss estimated at $200,000, in a fire which destroyed 
portion of its plant and equipment. 


The Chiloquin Lumber Co., Chiloquin, Oregon, sustained 
loss estimated at $100,000 in a recent plant fire. It is 
ported to be considering rebuilding. 


The F. A. Day Co. of Bristol, Conn., manufacturers of 


screw machine products is about to award the contract for 
a new factory building 74 by 24 feet. 


re- 


The Cottonseed Products Co., Tiptonville, Tenn., will re- 
build the portion of its mill which was recently destroyed by 
fire with damage estimated at $75,000. 


The Main Line Battery & Electric Co., 212 West Lancas- 


er avenue, Ardmore, Pa., plans to build an addition to its 
plant at an estimated cost of $45,000. 


+ 


The Tampa Gas Co., Tampa, Fla., will build extensions 
and improvements in its plant and system, using portion of 


a $2,500,000 bond issue for the purpose. 


Decatur, Ga., is considering the installation of additional 
pumping machinery and equipment at 


works at an estimated cost of $60,000. 


The Luthe) Mfg. Co., 285 South Water street, 
Milwaukee, has awarded the contracts for an addition to its 
factory at an estimated cost of $30,000. 


The tailroad Co., Philadelphia, plans to 
electrify its lines to Wilmington, Del., and to West Chester, 
Pa., at an estimated cost of $10,000,000. 


its municipal water- 


Grinder 


Pennsylvania 


The American Seating Co., Grand Rapids, Mich., is re- 
ported to be planning to enlarge its local manufacturing 
facilities at an estimated cost of $2,000,000. 

The Savannah Electric & Power Co., Savannah, Ga., plans 
to make extensions and improvements in power plants and 
systems at an estimated cost of $1,500,000. 

The St. Independent Packing Co., 3817 Chouteau 
street, St. Louis, will build a cold storage and refrigeration 
plant addition at an estimated cost of $150,000. 


Louis 


The Dobbie Foundry & Machine Co., Niagara Falls, N. Y., 
manufacturer of hoisting machinery, plans to build a one- 
story addition at an estimated cost of $65,000. 


The New Egyptian Portland Cement Co., 408 West Fort 
street, Detroit, is building an addition to its mill at Port 
Huron, Mich., at an estimated cost of $200,000. 


John Hassell, Inc., Clay and Oakland streets, Brooklyn, 
manufacturer of rivets and nails, will build a three-story 


factory addition at an estimated cost of $100,000. 


Fire Engine Co., Bloomfield, N. J., 
will build a one story addition to its plant at an estimated 
cost of $45,000. The contract has been awarded. 


American-LaFrance 


The Consolidated Ice & Fuel Co., Union, S. 
rebuild the portion of its ice-manufacturing pl 
recently damaged by fire with loss estimated at 


The Creamery Package Mfg. Co., 67 West Kinzie street, 
Chicago, manufacturer of dairy machinery, plans a factory 
addition at DeKalb, Ill., at an estimated cost of $85,000. 


C., plans to 
ant which was 
$55,000. 


Four additions to cost several hundred thousand dollars 
and providing employment for some 400 additional men are 
soon to be erected by the E. Ingraham Company, manufac- 
turer of timepieces, at Bristol, Conn. There will be a five- 
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Flexible Shaft 
Grinding, 
Polishing and 
Buffing Machine 
is a Mighty 
Handy Tool 


When once installed it 
becomes the most pop- 
ular machine in the shop. 
Several sizes 
Catalog Upon Request 
Manufactured by 


N. A. Strand & Co. 
5001-09 No. Lincoln St. 
Chicago, Hl. 


Factory Maintenance with 


Stow Flexible Shafts 





Drilling—Grinding—Buffing and Wire Brush 
All Sizes—Motor and Belt Drive 


STOW MANUFACTURING CO., INC. 
Binghamton, N. Y. 
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ALWAYS. A SOUND INVESTMENT 


Production is faster—the work is done better—and your men are 
more contented if their tools are always keen and sharp. High quality 
work is impossible with dull tools. The 


BODINE TOOL GRINDER 
Portable —Electric 


soon pays for itself by increasing 

ne amount of work each man can 
do, thereby lowering labor costs 
and saving time. 

The Bodine is made in % H.P. 
and %,H.P. Equipped with bail 
. bearings, heavy wheel guards, ad- 
justable tool rests, extra thick rubber covered cord. The Bodine is 
never an expense—always a saving. The price is reasonable. 





We will be glad to send you full particulars on request. 


THE BODINE ELECTRIC CO. 
2256 West Ohio St. Chicago, Ill. 
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M A R AT H Oo N 
Grinder and Buffer 


OC EM EIT 


This outfit is ideal for grinding tools, 








SPECIALTIES FOR MILL SUPPLY JOBBERS 
Who are Seeking Opportunities for Sales and Profit 


i 


| 












' 
preparing metal surfaces for welding, and | 
for countless other uses in machine shops, j 
garages, repair shops, service stations, 
blacksmith shops and wherever men work ; 
in metals. ; 

Our specialization in the production of | 
small, high grade motors makes our prices i 
25 to 50 per cent below the average. Your ' 
best investment of the year will be the j 
purchase of a Marathon Grinder and 
Buffer. Write for Bulletin. 

We fully co-operate with mill supply houses. 
MARATHON ELECTRIC MFG. CO. 
50 Island St., Wausau, Wis. 

PION Rrra 

EE ELECTRIC 
Light weight, yet sturdy. Heat } 
treated alloy steel gears. Every ; 
tool inspected and tested. New ' 
type of ventilating fan. Rugged } 
motors. Fool proof switch. ; 
Pressure in direct line with : 
spindle, avoiding bit breakage. ; 
Universal motors. Single speed : 
and two-speed. ? 
The PIONEER Line includes j 
heavy duty and Garage Special i 
drills, center, surface and floor i 
grinders. Send for catalog and f 
jobbers’ prices. : 
i f 
os P . Ball Bearing Equipped, but cost ¢ 
Louisville Electric Mfg. Co. no more than the plain bearing ' 
Louisville, Kentucky tools now on the market. i 

1 

. _ j 
— —— rn aw ‘ 

| 

14” Size . . ° 

5 : 
$28.00 SNE lads 

14,” Size — 





$58.00 line of electric 
drills, grinders and buffers 
is complete, including all 


sizes and prices for 


portable 


types, 
every purpose. 

Write for complete catalog 
and Jobbers’ proposition. 


The Cincinnati Electrical Tool Company 


1525 Freeman Avenue Cincinnati, Ohio 








Y, ou can Sell them 
MASON REGULATORS 


for every pressure service 





Enzinee cnc wherever they neec 
er ‘ pressure control, 
€1 Ma R ilator designed and 
t t Ifill that need May we send 
C 


nplete information? 


atalog 62 with cor 





MASON REGULATOR CO. 


Boston, Mass 
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JESSEPH SAW & TOOL WORKS 


Manufacturers of 


AAA Swedish BAND SAWS 


For Wood and Metal. Best on Earth. 
6919 E. Jefferson Ave. 


Write for Jobbers’ Discounts, 
Detroit, Mich. 
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story warehouse 80 by 125 feet providing 46,000 feet of 
floor space; a double wood-drying kiln with a capacity of 
90,000 feet a month; a one-story addition to the buffing and 
plating department increasing capacity 65 per cent; and an 
addition to the case department providing an elevator tower 
and stairway. All the buildings will be of mill construction 
with unloading platforms. 


The Pennsylvania Cement Co., 131 East Forty-sixth 
street, New York, will have additions built at its plant at 


Portland Point, N. Y., at an estimated cost of $250,000. 


The Inland Mig. Co., Dayton, is enlarging its factory at 
an estimated of $300,000. The company manufactures 
automobile steering wheels and rubber automotive parts. 


cost 


The Michigan Artificial Ice Products Co., 1101 Real Es- 
tate Exchange building, Detroit, will build a refrigeration 


plant addition at Ann Arbor at an estimated cost of $50,000. 

The Associated Gas & Electrical Co., 61 Broadway, New 
York, is reported to be arranging for a large bond issue to 
carry out a merger by which the Harlem Valley Electric 











Corporation, Pawling, N. Y., will take over a number of 
utility companies in Dutchess and surrounding counties, and 
also to make extensions and improvements in the system. 
‘ 
; New Factories 
1 

The City of Detroit plans to build a new steam powe1 


house on Mullett street at an estimated cost of $500,000. 


build- 


of $40,000. 


The Dunlap Furniture Mfg. Co., Dunlap, Tenn., is 
ing a new furniture plant at an estimated cost 
Joseph H. Hill Co., Riehmond, Ind., will build a new 
greenhouse and power plant at an estimated cost of $400,000. 
F. A. 


build 


1). Andrea, Ine., New York, radio manufacturer, will 
a four-story factory at an estimated cost of $400,000. 
lhe Norfolk Quincy, Mass., plans to build a 


new plant at Norfolk Downs, Mass., at an estimated cost of 
$50,000. 


Iron Co., 


The Ulmer Packing Co., Pottsville, Pa., will build a 
house 
$70,000. 


new 


power at its packing plant at an estimated cost of 


The Army and Navy hospital, Hot Springs, Ark., will soon 
have a new 


$150,000. 


power house constructed at an estimated cost of 


The Prairie Pipe Line Co., Coleman, Texas, plans to build 
a new pumping plant and pipe line at an estimated cost of 
$500,000. 
The Puget Sound Light & 
build a repair and service building at an 
$175,000, 


Power Co., Seattle, plans to 
estimated cost of 

The Louisiana Ice & Utilities Co., Baton Rouge, La., will 
build a new ice-manufacturing plant at an e 
of $65,000. 

The 
cold storage 
of $60,000. 


stimated cost 


Los 
refrigeration 


Hauser Packing Co., 


and 


Angeles, will build a 
plant at an estimated cost 





The Queens Borough Gas & Electric Co., Far Rockawa 
IL. I., plans to build a new power plant at an estimated 
cost of $350,000. 

The General Metal Spinning Co., 2854 North California 


avenue, Chicago, will build a new factory at an estimated 


cost of $90,000. 

The Phillips Petroleum Co., Bartlesville, Okla., building 
a new refinery near Amarillo, Texas, at an estimated cost 
of $1,000,000, 

The Savannah River Lumber Co., Gilmania, S. C., plans 
to build a new lumber and woodworking mill at an esti 
mated cost of $90,000. 

The Northern Indiana Power Co., Guaranty building, 


Indianapolis, plans to build a distributing and storage build- 


12] 
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ing at an estimated cost of $45,000. 


The building will con- 
tain a repair department. 


The Omaha Folding Machine Co., 117 North Twenty-sec- 
ond street, Omaha, Neb., plans to build a new factory at an 
estimated cost of $45,000. 


The Bonita Building & Lumber Co., 209 Keystone build- 
ing, Houston, Texas, is building a woodworking plant at an 
estimated cost of $50,000. 


The Montana Power Co., Butte, Mont., will build a new 
hydroelectric power plant at Great Falls, Mont., at an esti- 
mated cost of $1,000,000. 


The Western Land Roller Co., Hastings, Neb., manufac- 
turer of road machinery, will build a 
estimated cost of $100,000. 


new factory at an 


Loeffelholz Co., 170 Clinton street, will soon start build- 
ing the first unit of its new foundry and machine shop at an 
estimated cost of $75,000. 


The Holcroft & Simpson Co., Wynona, Okla., plans to build 
a new ice-manufacturing plant at Panhandle, Texas, at an 
estimated cost of $175,000. 


The Estes Rainbow Power Co., Ausable Chasm, N. Y., is 
planning to build a new hydroelectric power plant at an 
estimated cost of $100,000. 


The Southern Power Co., Charlotte, N. C., is said to have 
plans for a new steam operated electric power plant at an 
estimated cost of $600,000. 


The Westinghouse Electrie & Mfg. Co., East Pittsburgh, 
plans to build a factory branch on Trimble avenue, Detroit, 
at an estimated cost of $400,000. 


The Milwaukee Brass Specialty Co., 3200 Senator avenue, 
Milwaukee, is building a new foundry and machine shop 
at an estimated cost of $40,000. 

The Texas Central Power Co., Frost building, San An- 
tonio, Texas, is planning to build an ice-manufacturing plant 
at an estimated cost of $65,000. 


The trustees of Fairmont hospital, Kalamazoo, Mich., plan 
to build a power house and mechanical laundry at the hos- 
pital at an estimated cost of $50,000. 


The board of education, North Baltimore, Ohio, plans to 
install manual training equipment in 
built at an estimated cost 


The Water Power Co., Spokane, Wash., is 
planning a hydroelectric power development at Lake Chelan, 
Wash., at an estimated cost of 

The Foundry & Machine Co., East Ninth 
street, Oswego, N. Y., will build a new foundry and ma- 
chine shop at an estimated cost of $65,000. 

The board of education, Lake Mills, Iowa, is 
installing manual training equipment in a 
to be built at an estimated cost of $12: 


a new high school to be 
of $250,000. 


Washington 


$5,000,000, 


Otis-Sawyer 


considering 


new high school 


25,000, 
J. Thomson & Brother, 233 Rampart street, New Orleans, 


n 
manufacturer of auto bodies, will 


build a new 


factory on 
Gravier street at an estimated cost of $90,000. 


The State Teachers’ College, Duluth, 
new power plant in connection with 


being planned at an estimated cost of 


The Co., 230 South Clark manu- 
facturer of street lighting standards, is building a new plant 
at Sheffield, Ala., at an estimated cost of $200,000. 


Minn., will 
a new building which is 


$275,000. 


King street, Chicago, 


The Illinois Central Railroad Co., 135 East Eleventh place, 
) 


Chicago, plans to build a 


} 
snoop 


one-story locomotive repair 


at Burnside, Ill., at an estimated cost of $300,000. 

he Hookless Fastener Co., Cottage and Cherry streets, 
Meadville, P: manufacturer of 
build a new factory 


The R. E. Dietz Lantern Company, of Syracuse, N. Y., 
has announced the purchase of a plot of land, 75 feet by 
180 feet, on which they plan to erect a new plant in the 
near future. The lantern manufacturing organization has 
two plants in Syracuse. They occupy a site bounded by 


i 





metal specialties, 
at an estimated cost of $200,000. 


plans to 
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SPECIALTIES FOR MILL SUPPLY JOBBERS 
Who are Seeking Opportunities for Sales and Profit 














The HOLLANDS Line Common Sense Flue Cleaner 


will i increase your Adjustable to Tubes, Never Sticks in Flue, Passes Welds or 


Obstructions 





sales 


v’sn 
vd 3143 | 
SONV710H | 
y j 


Send for 
Catalog and 
Terms - 
a 
HO LLA NDS M Shaves Carbon Perfectly. Guaranteed to Give Satisfaction 
FG. cap. Against Defects in Material or Workmanship 
ESTABLISHED 1887 


ERIE, PA. Fries & Company, 91 Main Street, Buffalo, N. Y. 








a ee 





"Selling Points ” ug. & S.” Friction Clutches 


FTENTIMES a friction clutch is installed 
C) where the shafting is slightly out of align- 





ment and inclined to wobble on the ends Guaranteed to contain no rosin 


where they come together. The ordinary WIZARD (Stick) Belt Dressing 


clutch when used to couple the ends of a shafts 
does not bring them into line. Even if they are IS STRICTLY A JOBBERS’ PROPOSITION 


only a trifle out of line, continued running will tend 


” - is ee ee had, reg ae ee Jobbers specializing in transmission mate- 
in e will injure tne J anc get lire repairs e e a 
n the “S. & S." ¢ take u rials will find our advertising system unusu- 
nent, thereby overcoming one of th orst troubles s . ° 
agp rend, f the wo eof its sim- ally helpful in selling belt dressing. 


feature, the “S. & S.” is well 








! to ) tribution. Distributors, write for | Sales guaranteed—Write for our proposition. 
er intorm: i 
RICHMOND BELT DRESSING MFG. CO., Inc. 
“A. L. Ste & Son Miaak Ws. 
_1675 Elston Ave. . . Chicago, Ill. 








Every mill supply house 


should stock and catalog— 
DAVIS VALY TE 


STEAM SA Ss INCE 1875 


The New (LEZ 


Keyless Drill Chuck 





LIGHTER IN WEIGHT o 
SPECIALTIES | ae easerene vanes 
Pressure Regulators Float Valves SELF-CENTERING 


HAND OPERATED 
BALL BEARING 
CONTINUOUS GRIP 
SIMPLE CONSTRUCTION 
1 Real Dealer's Profit— 
Stock Them 


Eastern Tube & Tool Co. 
594 Johnson Ave. Brooklyn, N. Y. 


Back Pressure Valves Steam Traps 
Stop and Check Valves —Other Valves, all listed 
Exhaust Relief Valves in the big catalog. 

Write for your copy and for the liberal dealer plan to— 


G. M. Davis Regulator Co. 


108 Milwaukee Ave., Chicago 


Pipe joint leaks are costly 
and dangerous. Prevent es ee team et ump 
them with : : 
APPLICATION—Not intended for boiler 
Genuine METALLO Gaskets feeding but for moving liquids from one level 


to another. For shallow mines, quarries, 









Metallo Gas kets are more than bid CK tanneries, coffer-dams, excavations, cellar 
copper and asbestos. By PREVENTING dviinars. etc 
leaky pipe joints they are a real economic 7 5 


We make a Jet Pump for any purpose and 
of any metal. 


wering ‘oeadient yn costs. 





1€ well known Metallo trademark on every box 
Me allo i is good advertising in your 


DISTRIBUTION—Widely sold by steam and 
window and on your shelves. If you haven't mill supply houses. Shown in almost all 
ked Metallos, get distributors’ prices. jobbers’ catalogs. Has been the standard of 


its class with users since 1864. 
Metallo Gasket Company Send for New Price List No. 7. 


10-20 Bethany Street New Brunswick, N. J. 10 — Manufacturing a. m. 





~ AN pe RO DA RR en nero arp A Bee At Tee toe 


When writing to Advertisers ise mention Mitt Supp ies 
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Wilkinson, Leavenworth and Tracy Streets and the pro- 
posed building will occupy the recently purchased strip of 
land which extends from Wilkinson to Tracy Streets. 

The Gulf, Colorado & Santa Fe Railroad Co., Galveston, 
Texas, has awarded contracts for its new shops to be built 
at Cleburne, Texas, at an estimated cost of $500,000. 

The Northeastern Iowa Power & 
lowa, i 


Light Co., Clermont, 
said to be planning to build a new power house at 
New Hampton, Iowa, at an estimated cost of $200,000. 


John C. Raum & Son, 467 South Sharp street, Baltimore, 
manufacturer of automobile bodies, has arranged to lease 


a new factory to be built at an estimated cost of $75,000. 


The city of Trenton, N. J., plans to build municipal re- 
pair and machine shops in conjunction with a new fire de- 
partment headquarters, the estimated cost being $380,000. 


The Missouri Hydro-Electrie Co., Bagnel, Mo., plans to 
construct a hydroelectric power plant on the Osage river, 
using the portion of a $20,000,000 bond issue for this purpose. 


The Colorado & Southern Railroad Co., Denver, Colo., is 
reported to be planning to build a new engine house and 
machine shop at Fort Collins, Colo., at an estimated cost of 
S100,000, 


The West Pittston, Pa., school district will have a manual 
training department installed in a new high school which is 


being planned for the near future at an estimated cost of 
$250,000. 


The Chicago Automatic Conveyor Co., 37 West Van Buren 
treet, Chicago, is said to be planning to build a new factory 
at Seventy-fourth street and Oakley avenue at an estimated 
cost of S65 000. 


The Standard Oil Company of Indiana, 910 South Michigan 
avenue, Chicago, will soon build a storage and distributing 
plant, with machine shop, at Evansville, Ind., at an estimated 
cost of $200,000, 

Morganite Brush Co., Inc., 519 W. Thirty-eighth street, 
New York, manufacturer of electrical specialties, has 
awarded contracts for a new factory to be built at Long 
Island City at an estimated cost of $230,000. 








‘ j 
' 
; New Corporations ; 
' ' 
“* . 
The Samuel Stamping & Enameling Co., Chattanooga, 
renn., $100,000, to manufacture enamel iron products; in 
corporators: S. S. Price, 646 Vine street, and others. 
Sesamee Company, Hartford, Conn., $500,000, to manufac 
ture keyless locks; incorporators: A. G. Hatch, Philip B. 
Gale, L I. Zacher, Major Meade Wildrick, the inventor ot 
the | ck 
General Brass Corporation, Waterbury, Conn., $50,000, to 
manufacture brass and other metals; incorporators: Rocco 


1] 


Diorio, Floyd H. Rasmussen and Arnold R. Rasmussen, all 


of Waterbury ‘ 


Rustless Iron Corporation of America, Inc., Baltimore, 
$500,000, to produce rustless iron and stainless steel in 
former plant of Hess Steel Co.; incorporators: Alwyn H. 


Wild, Roland Wild and George C. Scobie. 


Poa 





al 


1 
} Field Notes 
‘ 





The Sareo Co., Ine., New York City, has moved its offices 
and sales headquarters to 183 Madison avenue, at the corner 
of East 834th street. 

The U. T. Hungerford Brass & Copper Co., New York, 
has opened a branch office and sales warehouse at 3812 North 
Second street, St. Louis. 

The Duro Pump & Mfg. Co., Dayton, Ohio, has changed its 


name to the Duro Co., W. J. Lantz, western sales manager, 


C. P. Eisenhauer, chief engineer, and H. I. 


Field, eastern 
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sales manager, have been added to the board of directors of 
the company. 


Nevada Engineering & Supply Company, Reno, Nev., has 
been appointed representative of the Industrial Works, Ba) 
City, Mich., manufacturer of cranes. 


The Uehling Instrument Co., of Paterson, N. J., announces 
the appointment of W. B. McBurney, 619 Trust Company of 
Georgia building, Atlanta, as its representative for Georgia 
and eastern Tennessee. 

The Reed-Prentice Co., Worcester, Mass., has been ap- 
pointed sales agent in southern New York and New England 
for the Cincinnati Engineering Tool Co., Cincinnati, manu- 
facturer of automatic chucking machines. 

The Ludlum Steel Company, Watervliet, N. Y., is build- 
ing a continuous furnace of modern construction and design 
for billet heating. The company also states that other im- 
provements are now being made at its plant. 

The Iowa Supply Company is the name of the new sup- 
ply house which has been opened at Ottumwa, Iowa. The 
principals are H. C. Yelton, E. W. Payne and L. B. Yelton, 
of the Inland Supply Company, Danville, Il. 

The Bertolette Used Machinery Exchange, Fourteenth and 
Prevost streets, Jersey City, has been organized to deal in 
new and used machinery. The members of the firm are 
Chester Bertolette, Sr., Daniel Bertollette and 
Bertolette. 


Chester 


The Watson-Stillman Company, New York, manufacturer 
of hydraulic machinery and fittings, announces that on and 
after May 1st, 1926, its main offices and sales department 
will be located in the Evening Post building, 75 West street, 
New York City. 

The Bureau of Mines, Washington, D. C., has issued a 
pamphlet covering abrasive materials, containing various sta- 
tistics relative to abrasives, including production and sales 
of millstones, grindstones and pulpstones, corundum and 
emery and other abrasives. 





The United States Electrical Tool Co., Cincinnati, recently 
announced that the following new jobbers had been added to 
their list: Coleord-Wright Machinery & Supply Company, 
St. Louis; Doubleday-Hill Electric Co., Pittsburgh; Jos. L. 
Bickerstat?’s Sons, Richmond. 





Plans are under way for the starting of a new 
in Clinton, Mass., to be 
Compay. 


ndustry 
known as the Clinton 
The company will manufacture 
screens, doors and storm windows. Machinery wil 
chased and installed at once. 





The Grobet File Corp. of America removed April 1st from 








quarters at 64 Reade street, New York City, to new offices 
at 3 Park Place, New York City, Oppose ne Woolworth 
building. The corporation is a branch of Grobet File 
Company, of Vallorbe, Switzerland, which has been m: ic 
turing files for the past 112 years. The president of the 
company, E. A. Grobet, is a descendant of the original 


founder of the company. 

The second annual Chicago Power Show will be held in 
the Coliseum building, Chicago, from February 
192 


and more comprehensive one than the first sh 





and plans are being made to make the 


held in January, this year. The ¢ in 
Coliseum is due to the necessity for larger qua 
because the Furniture Mart building will not 
for exposition purposes. 





E. B. Grandage, Market street, Douglas, Isle of Man, is 
desirous of getting into touch with American manufacturers 


of tools suitable for sale to tool dealers, engineers and 
machinery agents in Great Britain. Mr. Grandage, whose 
business stationery describes his business as that of an 
“engineer’s agent and wholesale factor of tools,” is a manu 
facturer of screwing tackle, but states that in other engineers’ 
tools he is always on the lookout for lines for resale. 


The Ringer-Worcester Company, a newly organized cor- 


poration, has rented factory space in the Walden-Worcestér 
Company’s building, Shrewsbury street, Worcester, Mass., 
and will manufacture steel cabinets, filing cases and other 
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SPECIALTIES FOR MILL SUPPLY JOBBERS 
Who are Seeking Opportunities for Sales and Profit 
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SANDUSKY TOOL CO. 7 
Lubricators ___ «48 Meigs St. 7 
are universally applicable to steam engines Sandusky, Ohio 
of all types and sizes, steam pumps, air and Established 1868 
ammonia compressors. They are easily in- w 
stalled and adjusted, and feed any grade of anufacturers of 
oil with clock-work regularity. SELF-ALIGNING, STEEL- 
SPINDLE HAND SCREWS: 
One of the fastest selling and best paying WOOD HAND SCREWS: 
power plant specialties on the market today. IRON & WOOD BENCH 
= se SCREWS; SEMI-STEEL & 
They are now stocked and sold by t lreds 
ot Mill Supply jobbers. If woe ples peer WOOD PLANES; PLANE 
of the number, let us mail catalog and sub- - RONS & MACHINE 
mit our proposition for 1926. <NIVES; WOOD MAL- 
wor LETS; COOPERS’ WOOD 
Sure-Shot ‘ > 
Lubricator Write today. Mention Mill Supplies. + aaa oe 
McCULLOUGH MFG. CO., Minneapolis, Minn. acs fmm, 
rite for Catalog i 
e 
Champion Motor Driven Sensitive Bench What Sood is 
P > 
Drill No. 50E one belt sale? Repeat 
1 orders are the ones that 
i ext p il 
lly re ind make money for you. 
AMERICAN belting de- 
HP. Me 1g livers complete satisfac- 
step Pp ds tion and our prices 
hol < leave you a good mar- 
Fi 5 y gin of profit. 
I his AMERICAN LEATHER 
: ; BELTING Co. 
, r catalog a —_ 
Manufacturers of Leather 
- . Belting 
Champion Blower & Forge Co. didaiaheth acces 
Lancaster, Penna. CHICAGO 
“Use-Ew-Up” EC T 
Use-Ew-Up ONOMY HUMB SCREWS 
The new “Economy” Thumb Screw is similar to 
Sockets a round head machine screw, threaded up to the 
head. The steel key is forced into the slot of the 
and Sleeves screw under pressure and can’t loosen. The re- 
sult is an all-steel screw, with wide binding sur- 
On olid piece—Standard except the flat face, standard threads and bright tumble finish. 
AN ORDINARY DRILL SOCKET irive a twist drill Pleases every mechanic who has had to work 
only as long as the drill has a tang. » tang twists off with old style cast and malleable thumb screws. 
r the shank breaks, the rill i seless ordinary socket. 
BUT—grind a (time 3 minutes) on the broken drill, slip No delay in shipment. Complete stocks of all 
t into a “Use-Em-Up” Socket, and it’s as good as a new drill. ' sizes. Also made in brass and bronze. A good 
ear * in es a : : wwe e i seller. Send for Deaier’s Sample Outfit. 
Furnished in Sleeve or Socket Type. Specials made to order i 





ite for Sebbors prapenton ECONOMY SCREW CORPORATION 
LOVEJOY TOOL WORKS Mon ufacturers of Standard Round, Flat, Fillister and Oval Head Iron 


328 West Ohio Street Chicago 


Brass Machine Screws, Brass Washers and Soldering Terminals. 
5215 Ravenswood Ave., peiieat Ill. 


—- a er can - we ae tee 


LEATHER FILLET LEATHER | 


“LINLY” 


The Perfect Fillet 
Made by 
G. E. Tennison, Cincinnati, Ohio 
Write for information 


<a ea 


DO YOU WANT A TORCH 


that can be depended upon to give 
A-| service every day in the year 
and for many years? BUY OUR 
No. 32. Do you know that the 


No. 32 will save its entire cost in the 


saving of fuel alone and many 
times its cost in saved time. Mechan- 
ics are proud to own and use the 


No. 32. 


Jobbers supply at factory price. 


LEATHER FILLET LEATHER | a CLAYTON & LAMBERT MFG. CO. 


Ask for latest) price. 6257 
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Beaubien st. Detroit, Mich. 
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steel products. J. Verner Critchley is president and treasurer 
of the new company, and Sorren P. Ringer general manager 
and designer. John E. White, president of the Worcester 
Bank & Trust Company, is a member of the board of directors. 


The first dividend on the new preferred stock of Burhans 
and Black, Inc., Syracuse, N. Y., hardware and mill supplies, 
has been mailed. Checks were sent to stockholders of record 
as of March 27. Burhans and Black was recently reorgan- 
ized, following the purchase of the company by several well 
known out of town hardware men, in conjunction with a 
number of old employees of the concern. Both common and 
preferred stock in the company was widely distributed in 
Syracuse and Central New York by a Rochester banking 
firm. 


Clarence A. Popp, New York sales manager of the Toledo 
Pipe Threading Machine Company, Toledo, Ohio, acted as 
host to 28 members of the sales force of the United Plumb- 
ers’ Supply Company, Inc., New York, at the branch offices 
of the Toledo company on April 10th. The salesmen were 
given an opportunity to see the various machines of the 
company operated under actual working conditions. Mr. 
Popp also explained the various sales arguments that are 
useful for supply salesmen in selling pipe threading and cut- 
ting machines. 


Jas. P. Marsh & Co., Chicago, manufacturer of gauges, 
valves, traps and other steam specialties, has leased from 
the Justrite Manufacturing Company a four-story mill con- 
struction building at 2073+2081 Southport avenue. The lease 
is for a 10-year period at a term rental of $160,000. The 
building contains 40,000 square feet of floor space, and will 
be used by the Marsh company exclusively for manufactur- 
ing operations, the offices and sales department of the com- 
pany being continued at the old address, 114-124 South 
Clinton street. Jas. P. Marsh & Co. was established in 1865 
and incorporated in 1909. 


A committee representing manufacturers and users of ball 
bearings recently reported to a conference called by the divi- 
sion of simplified practice of the Department of Commerce. 
As a result it is likely that there will be a reduction in the 
number of sizes and varieties of bearings. The report recom- 
mended the elimination of from 25 to 45 per cent of the 
S. A. E. standard sizes of different types. It retained on 
the list of preferred bearings 100 sizes of annular ball bear- 
ings in the light, medium, heavy and wide series; 47 sizes of 
the light, medium and heavy angular contact series; seven 
sizes of open ball bearings, and four sizes of extra small ball 
bearings. 


The Motor Hardware & Equipment Co., of San Diego, 
deals in machine shop and automotive equipment. The com- 
pany has just set aside a part of its floor space for a re- 
placement parts department, and has appointed Merton Gray, 
formerly a counter salesman for the house, as department 
manager. Steel shelving and well arranged showcases have 
been installed, and the new department is now an attrac- 
tive feature of the store. The company is a great believer 
in specialization, and has trained each salesman in one line. 
A. J. Rice has been made outside salesman for the replace- 
ment parts business. He is the latest addition to the sales 
organization, and has been with the company for three years. 
Each salesman is given thorough ground work in the home 
office before going on the road. 


Seventeen belting men representing 14 different leather 
belting manufacturers were present at the regular monthly 
meeting of the Leather Belting Club of Chicago. 

present were: H. G. Watson, Alexander Bros.; E. H. 
and E. V. Zimmerman, W. D. Allen Mfg. Co.; C. P. Engel- 
hart, Charlotte Leather Belting Co.; Lee Stiles, Chicago 
Jelting Co.; S. E. Ullman, Allen Gardner, Chicago Rawhide 
Mfg. Co.; V. F. DeWulf, Eagle Belting Co.; J. E. Donovan 
and C. L. Linseott, Graton & Knight Mfg. Co.; E. L. Vogel, 
Sr., Jewell Belting Co.; J. J. MeCauley, McCauley Belting 
Co.,; C. A. Banks, Moloney Belting Co.; R. W. Thomson, Page 
Belting Co.; W. J. Keuer, J. E. Rhoads & Sons; T. R. Claffy, 
W. H. Salisbury Co.; Julius M. Schoen, B. Williams & Co. 


Those 
Pease 


The business session included a discussion of credits. 





CLASSIFIED ADVERTISEMENTS 


Classified Line Advertisements under heads of Wanted, For Sale, etc., 
will be published in this Department at a rate of 25 cents a line, each 
insertion. Count nine words to a line. 








SITUATIONS WANTED 

WANTED—Manager of mill supply house of splendid 
reputation desires to make a suitable connection with a high 
class manufacturer as its representative in the South. Can 
furnish references as to character and ability, and will be in 
position to make a change about the middle of this year, pos- 
sibly earlier if necessary. Address No. 848, care MILL Sup- 
PLIES, 5387 S. Dearborn St., Chicago. 

WANTED—Experienced mill supply sales executive, thor- 
oughly familiar with all phases of the business, desires man- 
agerial position, either buying or selling, with mill supply 
house. Will also consider position as manufacturer’s repre- 
sentative, preferably with Chicago headquarters. Address 
No. 856, care MILL SUPPLIES, 537 S. Dearborn St., Chicago. 








SALESMEN WANTED 





WANTED—An experienced mill supply salesman special- 
ized in valves, steam specialties, to cover Southern States 
with headquarters in Atlanta. Also interested in a represen- 
tative with headquarters in New Orleans. Give references. 
Address No. 853, care MILL SUPPLIES, 537 S. Dearborn St., 
Chicago. 

W ANTED—Experienced man to sell mill supplies and ma- 
chinery. Address The Wm. T. Johnston Co., corner Third 
and Vine Streets, Cincinnati, Ohio. 

WANTED—Large manufacturer of high grade Mechanical 
Rubber Goods has positions open for experienced salesmen 


in Chicago, New York, Detroit and Philadelphia. Address 
No. 854, Care MILL SUPPLIES, 537 S. Dearborn St., Chicago. 
WANTED—There is a good cpening with a first class 


mill supply house for an experienced mill supply sales- 
man, who is thoroughly acquainted with the line and who 
can really produce results. The territory will be E] Paso 
and vicinity. This is an exceptional opportunity for the 
right man. Address No. 850, care MILL SUPPLIES, 537 S. 
Dearborn St., Chicago. 


AGENCY WANTED 

WANTE)—Agency for specialty in industrial or automo- 
tive supply line in New Jersey territory. Address No. 851, 
care MILL SUPPLIES, 537 S. Dearborn St., Chicago. 

WANTED—Newly established manufacturer’s agency for 
mill supplies, headed by experienced salesman, desires to 
represent high grade manufacturer. Address C. A. 
Company, Office & Salesroom, 224 Pine Street, St. Louis, Mo. 





» 
»aSS 


AGENTS WANTED 
WANTED—Large manufacturer selling Asbestos Pack- 
ings through Mil] Supply and Hardware Jobber channels has 
limited territory open for representation. Can make attrac- 
tive proposition on manufacturer’s agency basis to individ- 
ual or firm representing non-competing lines. Parties in- 
terested must be of high character and have high standing 
with the trade. Such parties are invited to write, giving 
lines carried, territory covered, ete. Address No. 
MILL SUPPLIES, 537 S. Dearborn St., Chicago. 


855, care 





PARAMOUNT SWEDISH BANDS 


ACCURATELY SPACED TEETH-) 
NO CRUSHED POINTS ~ GUARANTEED 


JD BURRILL & SON ~ ILION N.Y. 
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A Superior Vise with seven strong features 
ops prefer Parkers’ 





The Charles Parker Company 
Meriden, Conn., U. S. A. 


PARKER Vises 4% 











Pas NRE I ON 


GENUINE 
a 


\ 





Self Lubricating - Anti-Frictional 


Mabb’s Chicago Rawhide 
Hydraulic Packing 


The Chicago Rawhide Mfg. Co. 
1301 Elston Ave. Chicago, Ill. 


Sole Manufacturers 
BRANCHES 


109 Broad St., New York 228 W. Fourth St., Los Angeles 
209 Broad St., Boston 2428 Riverside Drive, Minneapolis 
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The Valve with the Reversible Disc & Seat 


Om 1, Seat and disc of Nicu- 








lanium — a hard, tough, 
close-grained nickel alloy 
—resists effectively the cut- 
ting, wearing action of high 
temperatures and pressures, 
that is one factor in the 
economy of Reverso Valves. 


To this is added the re- 
versible feature. When one 
side wears both disc and 
seat reverse and you have 
the life of another valve 
with no extra expense. 

But this is not all of Re 


verso’s vitality as disc and seat 
are easily regrindable. 


Reverso is a valve unexcelled 
on steam, water, oil, air or gas. 
For other features, types, sizes 
and prices, ask for new bulletin 
No. 17. 


REVERSO: — Bronze _ body 
for 200 lbs. pressure. Total 
temperature 550 deg. F. 


IROVERSO:—Iron body for 
150 lbs. pressure. Total tem- 
perature 450 deg. F. 


THE D. T. WILLIAMS VALVE CO. 


CINCINNATI, OHIO 




















Stayon Flexible 
DOOR HANGERS 
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ROLLER BEARING 
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It’s building time for in- 
dustry, for the { and for 


he home. For years Myers 
Stayon Door Hanger 





) ) rs—the 
omplete line for sliding 
doors on any building—have 
been popular and top sellers 
with those who erect new 
buildings or remodel old 
ones. Supply houses, deal- 
ers and others stock them 
regularly. Many contrac tors 
and carpenters specify and 
use them exclusively. Cata- 
logs and prices to the trade. 
Inquiries receive prompt at- 
tention, 


A, = 


THE F.E.MYERS & BRO. CO. 


ASHLAND, OHIO 


ASHLAND PUMP & HAY TOOL WORKS 

















MYERS —— 
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AIR T — 


Wm. B. Scaife & Sons 

ANVILS 
Columbu Anvil & Forging Co 
Yost M or 


APRONS, LEATHER 
Chicago Rawhide Mfg. Co, 
ew Co., In 











ARBORS 
Morse Twist Drill & Ma 
Papert 
Dod M turing Cory 
H t Met 





BARRE LS, STEEL 


Mull I 
BARRE Ls, TUMBLING 

Royersford Foundry & Machine Co 
BEARINGS, BRONZE 

The Bunting Bi & Bronze Ce 

Arthur Harr & 

BE ARING Ss, SHAPF T, BABBITTED 

Be i Found Machine Co 

H. W l ee on Co 

Dodg tion 

Fal Co. 

The } & KFuu ( 

Th 

Re Ma hit ‘ 





mag tg SHAFT, BALL 


Xw Sedge tale Co 





BE ARINGS. "SH AFT, OILLESS 
Arguto QOilless earing Cc 

caemnenn SHAFT, ROLLER 
Bond Foundry & Machinery Ce 
Dodge Manufactur 4 








‘The Reeves R , y Co 
Royer Four Machine Co 
The en Roller Bearing Co 
BELT DRE ESSING 
Atlantic Manufactur oO 
“Cantol Belt .Wax" _E Cc. Atkins & C« Inc. 


Chicago Ra wit i de Mfg. Co 
Joseph Dix ‘ri bl 

Edward R 
Me 







Mfg. Co., In 


n 

Belting Co 
BELT FASTENERS 

The Bristol Company 

Clipper Belt Lacer Company 

Crescent Belt Fastener Co 

Flexible Steel Laci ; 





Bonner & Ii ne 
Chicago Rawhide Mtg. ‘o 
“Cocheco"’—I. B. Wil ms & Sons 


Edward R. Ladew — th 
Geo. Rahm 2 
Chas. A 





BELT LACINGS, METALLIC 
Clipper Belt Lacer Company 
Crescent Belt Fastener Co, 
Flexible Steel Lacing Co 
The Bristol Company 

_ LT SHIFTERS 
T. B. Wood § Co 
nat: T TIGHTENERS 

Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry 
The Medart C SES il aoa 
r. B. Wood ‘ 


BEI TING, BALATA 
Bonner & Barney A 
Victor Balata ¢ rextile “Belting Co 
BELTING, CANVAS STITCHED 
} nner & Barnewall, Ine 
The Mechanical Rubber Co 
Victor Balata & Textile Belting Co 
BELTING, CONVEYOR 
Boston Woven Hose & Rubber Co 
The Diamond Rubber Co., Inc, 
The Mechanical Rubber Co 
New York Belting & Packing Co 
The Republic Rubber Co 
Stanlev Belting Corporation 
Victor Balata & Textile Belting Co. 
BE ——_ cor TON, SOLID WOVEN 








Hon new In 
Stan y Corporation 
Victor “8 Textile Belting Co 
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BELTING, IMPREGNATED BOXES, TOTE 
s Belting Corporation Mullins Body Corp 
BE L eg, LEATHER BRACKETS, WALL 
\ rican ting Co yundry & Machine Co. 
be lit «& ] h tg 
ig k Mt Co hine & Foundry Co. 
hnso1 | Compal 
EKdward R ( In 
G R m ) i \\ So Ce. 
has. A. Schieren Co, ' BRAKE LINING 
: “ne = h - mene & Co., Philadelphia Johns-Manville, Inc. 
BE LTING, LINK a 
8 1 Co as ; 
JTING, ROUND 
\ n Le Belting Co yhberts ¢ 
igo R Mfg. ‘ njector Co 
. Rahs 0 sianu turing ( 
A. S Co Powe CK 
E rd 1 v Cc I Mfg. Co 
mE a W im & Sons Tillliams Valve Co 
BE L bogie Rt BBE BARS, CORED AND SOLID 
1H & Rubber Co TI Brass & Bronze Co 
( Inc, art "Ha irris & Co 
o. BROOMS, FACTORY, WAREHOUSE AND 
al Rubber Co. RAILROAD 
; ‘Statins Packing Co Brush & Broom Mfg. Co 
i} ‘u er Co r Co 
i BELTING, THRESHER hie orn Manufact g Co 
~ ee BRUSHES. BEN( H, FLOOR, ETC. 











4 & Broom Mfg. Co 
I Co The Jos oO 
New King C r Osc t turing Co 
tT} rd . Bt Cc KETS, EL EVATOR 
I B H. W. ¢ ell & Son 
Vict . Belting Co. “Salem Mu lin B oe Corporation 
BELTING, TRACTOR d BUPPFERS, ELECTRIC 
\ ita & Textile Belting Co iy on Mis 
BEI rING, TWISTE Macl i 
I rd I W n Aisa i i 1 
V Balat: Textile a Co Stow M «* I 
BELTING, Ww ATE RPROOI aN. A. St ie 
American Leather Belting Co > Elect T 
I yal BI RNE Rs, a AND KEROSENE 
Ce ( om & Lambert Mfg. Co 
' “ic In BU SHINGS, BRONZE 
: : ] Bunting Brass & B ize Co 
Ch Arthu I ri & o, 
I. |} CABINETS, TOOL, STEEL 
Vi Belting Co IDbavid Lupton’s Sons Co 
‘BE LTS, WE 1 L DRILLING ( ‘Aa ad b R RULES 


tine Cc 





Viet Tm Balata & T ‘ ting Co 
CANS, OILY WASTE 
BENCHES (WORK), JEWELERS Geo. W: Dienes wee Ge 


n Bros The Witt Cornice Company 
BENC re LEGS CANS, REFUSE 


hn ae ee The Witt Cornice Company 
Lupton’s Sons Co s 
Standard: Peasned Stacl Go CANS, SAFETY, GASOLINE 
BINDE RS, LOOSE LEAF CATALOG Geo. W. Diener’ Mtg. Co 
Kalamazoo Loose Leaf Binder Co. CARDS, ENGRAVED 
BLOCKS, CHAIN John KB, Wiggins Company 


CAR-MOV ERS 
1 Car Mover Co 
ton Car Mover Co, 


Wright Mfg. Co. 
The Yale & Towne Mfg. Co 
BLOCKS, PILLOW 





Rond Foundry & Ma o fae Con eee ; 
( ago Pulley & Co CASING, WELL 
Dodge Manufa ration National Tube Co 


The ROU Onite CASTERS, TRUCK 

ae a es gfoieaatll ; Bond Foun dry & Mac hine Co 

Royersford Fo : hine C NE eae 

Skavef CASTINGS, GRAY AND MALLEABLE 
Stand The Hill Clutch Machine & Foundry Ce. 

r. | Wood Sons ¢ Illinois Malleable Iron Co 

BLOCKS, TACKLE Pyott Foundry Company 


Foundry Co. 














Wire Rope Co, CASTINGS, SEMI-STEEL 
BLOWERS. FORGE Bond Foundry & Machine Co 
1ampion Blower & Binaries Co Pyott Foundry Company 
Electric Blower Company CATALOG BINDERS, LOOSE LEAF 
BLOWERS, GAS AND OIL COMBUSTION Kalamazoo Loose Leaf Co. 
Electric Blower Company C ATALOGS. SU PPLY HOUSE 
Leiman Bros Blu rm I 
amid on — weer i The Catalog Service Ce 
ae —e oem Co ABLE, ELECTRIC R. R 1elley & Sons Co 


CEMENT, ASBESTOS 
Johns-Manville, Inc. 
CEMENT, LEATHER BELT 


Chicago Rawhide Mfg. Co 
BLOWERS, SANDBLAST Cocheco—lI. B Williams & Sons 


Leiman Bros Edward R. Ladew Co., Ine. 
BOILERS, TUBULAR AND WATER TUBE Chas. A. Schieren Co, 
Henry Vogt Machine Co Cc EMENT, PIPE JOINT 


The United States Electrical Tool Co 


BLOW ERS, PRESSURE 
Electric Blower Company 


BOLTS AND NUTS Joseph Dixon Crucible Co * 
Burdsall & Ward Bolt & Nut Co CHAIN BELTS 
rd Pressed Steel Co H. W. Caldwell & Son Co 
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CHAIRS, 
M Mig. ’ 
CHARGING SETS, BATTERY 
Elects MI ) 
AUTOMATIC 


PACTORY 
M i J 
CHUCKS, 


CHUCKS, DRILL 
X i It Ett 
M M 


CHU KS, LATHE 
‘ , AMP FINTURES 
cl AMPs, BAR 
CLAMPs, BELT 


CLAMPS, “C’ 


CLAMPs, HOSE 


CLAMPS, PIPE REPAIR 


CLEANERS, FLUE 


CLEANERS, VACUUM 
CLIPS FOR PNEUMATIC SETS 
CLOSETS, FROST PROOI 


CLOTHS, WIPING 


CLUTCHES, FRICTION 


cOCKs, AIR 


COCKS, BALL 


COCKS, CORPORATION 


COCKS, GAGE 


COCKS, STEAM AND SERVICE 


COILS AND BENDs, PIPE 


COLLARS, SHAFT 
& M , 


COLUMNS, WATER 
COMMERCIAL DROP FORGINGS 


COMPOUND, PIPE JOINT 


CONVEYORS, FOR ALL PURPOSES 


COPPERS, SOLDERING 


COUNTERBORES 

\lwist ) 
M ] Ir & NI } ne ¢ 
COUNTERSHAFTS 


Manufact ng Corp 


COUNTERSHAFTS, SMALL 


COUPLINGS, SHAFT 
Manufacturing Corporation 


Machir & Foundry 





& I lr Eastern,” 


Company 

Foundry & Machine Co, 
Foundry & Machine Co. 
3s 1 Co 


ed Ste 








oO 
COUPLINGS, SHAFT, FLEXIBLE 

I le M hine Works 

I I «& M he Co, 

I iH Cluteh Mas & loundry Co 

I M ( 1 

r. 1B. Wood Sons ) 


} ‘ ont M hin Co I} 
r I Clutch Machine & u ( 
I M & White 
I M t «Con 
A. I s & Son 
l I Wood Sor Co 
COUPLINGS, SHAFT, MARINE 
I oundry & M I (‘o 
COVERING, PULLEY 

Pu & Si til ‘ 
CRANES, OVERHEAD, TRAVELING AND JIB 
dy \ & Tow M Co 


CRAYONS, LUMBER 


CUPS, LEATHER 
M ’ 











I l 
| \\ n-Stillman ¢ 
CUPs, OIL, AND GREASE 
\r n Injector Co, 
| 
s M 
r ‘\ \ ‘ ) 
CUTTERS, BELT 
I tJ ‘ H 
CUTTERS, GASKET AND WASHER 
CUTTERS, GLASS 
S M ( 
CUTTERS, MILLING 
l> M 
CUTTERS, PIPE 
M 
I I r M ? ( 
CYLINDERS, WATER, AIR OR GAS 
B Ss. & Sor ( 
DESKs, STEEL 
DIES, THREADING 
\ Ptr y ( 
I ( M 
“ y I ’ M } y 
DIPPERS, COPPER 
H r & Co 
DISCS, VALVE 
AT 
DOGS, LATHE 
DRESSERS, GRINDING WHEEL 
s I n W rn Tr rtiy Ltd 
DRILLING POSTS 
0 I ( 
1 Wor 
DRILLS, ELECTRIC 
& D er Mf Co 
} ! 
\ M 
1 I r M 
c ~ 3 ur I 
N \ S & 
States Electrical Tos ) 
DRILLS, POST 
n Blower & Forge | 
T} nt Machir 
TI United Stat Electr 1 Tool Co 
DRILLS, RATCHET 
I \ ong Bro Tool Co 
T Wor 
DRILLS, TWIST 
'? t Tril ‘oOo 
r I I> ( 
M I & Machin 
S' n & Barnes Mfg. Co 
DRIVES, POWER 
I +? » Piy Threading Machine Co, 
“DROP-FO” VISES 
ul Drop Forge Co 
DROP FORGED VISES 
Drop Forge Co 
PROP FORGINGS, LIGHT 
] Drop Forge Co 
DRUMS, CAST IRON 
TI Hill Clutch Foundry & Machine Co 
rt Medart Compar 
r. Bo We Sons Co, 
EJECTORS 
American rr Co 
Nason Mant turir Co. ( i) 
P rt Injector Co 





Sherwood Mfg 
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ELECTRIC GLUE HEATERS, COOKERS 
AND POTS 
Sta-Warm Electric Heater Corporation 
ELECTRIC LAMPS, ADJUSTABLE 
Appleton Electric Company “‘Reelite”’ 
ELIMINATORS, OLL 
The D. T. Williams Valve Co, 
ENGINE AND BOLLER 
ican Inje 
vw & Roberts Co 
! Wh 
erwood Mts ° 
f Williams Valve Co 
EXHAUST BLOWERS, ELECTRIC 
Kleetri Blower Company 
EXNPANDERS, TUBE 
The Watson-stillman c. 


FITTINGS 





ctor Co, 





Lovejoy Tool Wot 
EXPANSION TANKS 
Wim B. Scaife & Son (o 


EXPELLERS, OLL AND MOISTURE 
V. D. And on ¢ 


TI 1 oO 
ENTENSIONS, TAP 
Vl \l M to 
ENTINGUISHERS, FIRE 
Geo. W Diener M Co, 
I er Mf “Co 


LYE SHIELDS AND PACK PROTECTORS 
hi oO Eve Shield Compat 

PANS, VENTILATING, ELECTRIC 
Marathon Electric M 

PASTENERS, BELT 

The Bristol Compan 

! I c i 
| t | 
PEED WATER SOFTENER AND PURIFIER 
Doc Manu tu (or , t 1 
The Swartwout Compar 

PEEDER VALVES, STEAM HEATING 

BOILER 


\ Manu ‘ 
PiLEs 
\ s «x 
i \\ 
Seandat nv ten 1 tin I.td, 
MILLET, LEATHER 
G. E l 
PILTERS, WATER 
FIRE ENTINGUISHERS 
WV Diener M ‘ 
Mf: to 
FIRE PREVENTING EQUIPMENT 


\i 
FITTINGS, HIGH PRESSURE 
Vort M his 

FITTINGS, HOSE, BRASS 
Vo n | \ 1 ° 


a ! 


FITTINGS, HYDRAULIC 
t Machine Co 


H 
r} Watson-Stillman Co 
PITTINGS, PIPE, BRASS 
Hy, BB. Shyert n M ‘ 
FITTINGS, PIPE, MALLEABLE 
I Mallea Trot 


FITTINGS, PIPE, STEEL 
Forge & To WW 





st re n-St 

Vogt M 

PLEXIBLE SHAFT EQUIPMENTS 
Manu tu It 





N \. Strand & Co 

FLOATS, ALUMINUM 
Arthur Hart & Ce 

FLOATS, COPPER 
rt \ 1 Ander nm te 


FLOATS, LEAD COATED 











\r 1 1 &W 

FLOATS, STEEL 
\r it & to 

FLOOR STANDS 
I lound & M hine ¢ 
Dod M u vrit tion 
T li Ch loundr & M hine Co 
I M rt pan 
I ersford I Iry & Macl 
I I Wood Sons t’o 

FLUX, SOLDERING 

Chi Solder Co 





PLY WHEELS 
teturing Corporati 


Machine & Foundry Co 


BLOWERS, ELECTRIC 


Blower ° 
FORGES, BLACKSMITH 


Champion Blower & Fors 


FORGES, RIVET 
Champion Blower & Forge Co 
Lovejoy Tool Works 
FRAMES, HACK SAW 
E. C. Atkins & Co., Ine. 
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ILLINOIS MALLEABLE IRON CO. 


General Offices, 1801 Diversey Parkway, CHICAGO, ILLINOIS 


Manufacturers of 


Cast and Malleable Fittings, Screwed and Flanged 
Nokoros Unions, C. D. Railroad Unions 


IRON BODY GATE VALVES 


Screwed, Flanged and Hub Ends. 


Sizes 2 in. to 12 in. Inclusive. 








THIS SAND BLAST WILL MAKE MONEY 
FOR METAL GOODS MANUFACTURERS 


and makers of goods in glass, celluloid, 


Quantity work is rapidly done in this 





hard rubber, wood 


and other’ materials by 
quicker production and _ su- 
perior finishes. No experi- 
ence whatever is required to 
operate this outht so that 
any boy or girl may be em- 





LEIMAN BROS. PATENTED 
CONTINUOUS FEED 


SANDBLAST 


way—1in fact, it is 
the most rapid and improved 
method of doing this work 
—displacing the scratch 
brush for mat and silky fin- 
ishes and for cleaning cast- 
ings before plating—it dis- 











ployed at the work without fear of marring or spoiling 
the work. It can be operated from any power shafting or from 
an engine or electric motor. A half pail of sand lasts for 
many days. 

An outfit like this feeds the sand automatically and the con- 
tinuity of the sand flow is controlled by foot pressure. All the 
work is done inside the cabinet so that the operator is not 
bothered with dust. He holds the work piece by piece under 
the nozzle, where the spray of sand quickly produces the mat 
finish desired. 


LEIMAN SAND BLAST 


places dangerous acids also—and the finish is always 
more even and uniform from day to day without streaks or 
other undesirable effects. 


Makers of gas fixtures, electrical goods, cosmetic containers 
in metal or glass, rubber goods where moulds are to be 
cleaned; chemical laboratories where bottles are to be marked and utensils 
freed from corrosion; all manner of manufacturers, in fact, should investi- 
gate the possibilities of sand blasting, as there are unsuspected places 
where it should have been used years ago. Tell us your mode of manu- 
facture and we will be glad to make recommendations without any obliga- 
tions on your part whatsoever. 


23 WALKER ST. HM 
New York 


Vakers of good machinery 
for 35 years 
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FRAMES, WALL 

y & Machine Co, 

facturing Corporation 

h Machine & Foundry Co 
Company 

Foundry & Machine Co 








FURNACES, SOLDERING 
vert Mfg. Co 
Mfg. Co 
stern Importing C<¢ 














Standard Pressed Steel Co, 
ed Wood Sons Co, 

HEADS, EXHAUST 
The Swartwout Company 


HEATERS, FEED WATER 


Arthur Harris & Co 
The Swartwout Company. 
HEATERS, GLUE, ELECTRIC 
St Wart kl tric Heater Corp 
HEATERS, GLUE, STEAM AND GAS 





Nason Manufacturing Co. 
GAGEs, HYDRAIL LI1I¢ HELMETS AND RESPIRATORS 
T} \ bons tillmar Chicago Eye Shield Company 
Phe Wa mm-Stillman C si 
GAGES, IRON, AMMONIA AND CHEMICAL . | i 
‘ata M : beats ; The Sandusky Tool Co, 
wason Manula irl K ( ‘ STS . ’ - 
GAGES, WATER tiipmu 
seOCTGr Co The Yale & Towne Mfg. Co. 
Secmteaes <a HOISTS, ELECTRIC 
nut acturing ( The Yale & Towne Mfg. Co. 
Inje r C HOISTS, HAND 
Engi! rin ( Wright Manufacturing Company 
ow Oo The Yale & Towne Mfg. Co 
Wi ns Valve ¢ HOLDERS, TOOL 
GASKETS Armstrong Bros. Tool Co 
s. J. H. Williams & Co. 
‘ ~~ HOOKS, BELT 
In The Bristol Company 
I i Flexible Steel Lacing Co, 
oe a ae Se HOSE, COTTON 
GAT ZE, ‘Tt BU Le AR KNIT TED : Woven Hos & Rubber Co 
I l S Vipers In Diamond Rubber Co., In 
GEARS The chanical Rubber Co 
Rond vy & 1 Co New Y rk Belting & Packing Co 
H. W. Caldw & > HOSE, RUBBER 
h go |! e | ). Boston Woven Hose & Rubber Co, 
ige M 1 uring Corporat Diamond Rubber Co., Inc 
The Hi M & Foundr o Hewitt aunnee Co 
I Med pa The Mechanical Rubber Co 
I tt Foundry Co. New Y¢ whe Belting & Packing Co 
GEARS, ae REDU¢ ING The Rey blic Rubber Co 
The H Clutch Machine & pundr HYDRAULIC LEATHER 
GL ASSES, GAGE Chicago Rawhide Mfg. Co, 
ry M Chas. A, Schieren Co 
T} . : ; Mfe. ( The Watson Stillman Co 
GLUE HEATERS, COOKERS AND POTS INJECTORS 
> I American Injector Co 
Penberthy Inje Cc 


GOGGLES, — SHADE S, ETC. 


E Ss} 
GRAPHITE FOR ALL “PURP OSES 
h Dixon Cru 


GREASE, Lt BRIC ATING 














The Wm. Powell 
Sherwood 

INSULATING MATERIALS 
Johns-Manville In 


: ‘ teamaaitn IRON PRESERVATIVES 
Bond Foundry & Machine yndelin il ie 
Royersford Foundry & Machine IRONS, SOLDERING 
GRINDERS, BELT, ROPE AND MOTOR Sta-Warm Electric Heater Corp 
DRIVEN JACKS, LIFTING 
ioc URC ci tate In Lovejoy Tool Works 
GRINDERS, BENCH AND FLOOR JOINTERS, WOODWORKING 
B t ndrv & Ma ( The Crescent Machine Co, 
t Pu & Sk Ci The Sidney Machine Tool Co. 
ncinnati E rica Co JOINTS, EXPANSION, COPPER 
Pa - Arthur Harris & Co. 
Snts Wak Ge KETTLES, STEAM JACKETED 
Royersford Foundry & Machine Co Arthur Harris & Co 
The United States Electrical Tool Co KNIVES, MACHINE 
GRINDERS, DISC E. C. Atkins & Co 
The Sandusky Tool Co, 


The Crescent Machine ¢ 


GRINDERS, ELECTRIC 





The B i ker Mfg. Co 
Bodine E npany 
incinnat ol ¢ 
Loulsville Mfg. Co 
Marathor Mfg. Co 
Stow Mar iz Co r 
N A Str 1d » ¢ 
The United State Electric Tool Co 
GRINDERS, VALVE 
The Black & Decker Co, 
Cincinnati Electric T« sol Ce 
The United States Ele cal Tool Co 
GUARDS, EL SCYRIC LAMP 
lexible Steel Lacing Co, 


GUARDS, CABLE, HIGHWAY 


GUNS, OIL AND GREASE 


Bond Foundry & Machine Co 
Royersford Foundry & Machine Co 
HAMMERS 
Prentiss Vise Co “Cheney” 
HANGERS, BALL BEARING 


Chicago Pulley & Shafting Co 
Skayef Ball Bearing Co 


HANGERS, DOOR 
F. E. Myers & Bro. Co 
HANGERS, PIPE 
“Ball Joint’—The Penn Engineering Co. 


Tilinoig Malleable Iron Co, 
Walworth Company 
HANGERS, SHAFT 


American Pulley Company 


Bond Foundry & Machine Co 

H. W. Caldwell & Son Co 

Chicago Pulley & Shafting Co 

Dodge Manufacturing Corporation 

Falls Clutch & Machinery Co 

The Hi Clutch Machine & Foundry Co, 
The Medart Company 

Pyvott Foundry Companv 

Paversford Foundry & Machine Co. 
Skayef Ball Bearing Co. 


LACERS, BELT 
Lacer Co, 


LADLEs, MELTING 


Clipper Belt 


Hollands Mfg. Co 
Mullins Body Corporation 
qG I>. Rowel _Y Son 
LAMP GUARDS 
Flexible Steel Lacing Co 
I. page 


wee TRIC, ADJUSTABLE 
omnpat bieelite 
LATHES, WOODWORKING 
Greenfield Tap & Die Corporation 
The Sidney Machine Tool Co. 


. KATHER FILLET 
G. E, T 
LE nebo SPECIALTIES 
I ner & & It 
Chicago awhile Mfg. Co 
Edward R, Ladew Co., Inc 


LEATHERS, HAND 
Chicago Rawhide Mfg. Co 
LEGS, BENCH 
David Lupton’s Sons Co 
Standard Pressed Steel Co. 
LEGS, LIFT TRUCK PLATFORM 
Plimpton Lift Truck Corp 
LOCKERS, STORAGE, STEEL 
David Lupton’s Sons Co 
LOCKS, INDUSTRIAL 
The Yale & Towne Mfg. Co 
LUBRICANTS, BALL & ROLLER BEARING 
Bond Foundry & Machine Co, 
Royersford Foundry & Machine Co, 
LUBRICATORS 


American Injector Co 
Detroit Lubricator Co, 
McCullough Mfg. Co., Minneapolis, Minn. 


McRae & Roberts Co 


The Wm. Powell Co. 
Sherwood Mfg. Co 
The D. T. Williams Valve Co. 
When writing to Advertisers please mention Miri 
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MACHINE TOOLS 
The Crescent Machine Co. 
Greenfield Tap & Die Corp 


Royersford Foundry & Machine Co. 


MACHINERY CLUTCHES 


Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation rg 
Edgemont Machine Co., Inc. 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
The Moore & White Co 
A. L. Schultz & Son 
T. BKB. Wood Sons Co, 
MACHINERY, COAL HANDLING 
H. W. Caldwell & Son Co 
Dodge Manufacturing Corporation 


MACHINERY, CONVEYING AND ELEVATING 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
MACHINES, GRINDING AND POLISHING 
Bodine Electric Company 
Bond Foundry & Machine Co, 
Cincinnati Electrical Tool Co. 
R toye rsford Foundry & Machine Co. 
A. Strand & Co 
The United States Electrical 
MACHINERY, ICE AND REFRIGERATION 
Henry Vogt Machine Co 
MACHINES, METAL CUTTING 
Atkins & Inc, 
MACHINE Ss, PIPE CUTTING AND 
THREADING 
Die Corp. 
Co. 


Tool Co. 


E. C 


Co., 


Greenfield 
The Oster Mfg 
Toledo Pipe Threading Machine 
MACHINES, PUNCHING AND SHEARING 
Royersford Foundry & Machine Co. 
MACHINES, TIRE ROUGHING 
United States Electrical Tool Co 
MACHINERY, WOODWORKING 
E. C. Atkins & Co, 
The Crescent Machine 
Greenfield Tap & Die Corporation (lathes). 
The Sidney Machine Tool Co. 
MALLETS, WOOD 
The Sandusky Tool Co. 
MALLETS AND HAMMERS, RAWHIDE 
Chik Rawhide Mfg. Co 
MANDRELS 
Twist Drill & Machine 
MATS AND MATTING, 
Diamond te eg Inc 
The Mechanical Rubber Co 
New York Belting & cking Co 
MERCHANDISE CONVEYORS 


Tap & 


Co 


The 


Co. 


ago 
Morse Co. 
RUBBER 


Co., 





> 





Fk. E. Myers & Bro. Co 

METAL, BEARING 
Dodge Manufacturing Corporation 
Bunting Brass & Prous Co 
Arthur Harris & ¢ 
Hoyt Metal Company 
The Medart Company 
Monarch Metal Co 
Reeves Pulley Co 

MILL LEATHERS, ALL KINDS 
Chas. Bond Co., Philadelphia 
The Chicago Rawhide Mfg. Co 
Edward R. Ladew Co,, Inc. 
Chas. A. Schieren Co. 
I. B. Williams & Sons 
MONORAIL SWITCHES AND TURNTABLES 
The Yale & Towne Mfg. Co 
MORTISERS 

The Crescent Machine Co. 


MOTORS, ELECTRIC 
Bodine Electric Company 
Marathon Electric Mfg. Co 
MOVERS, CAR 
Advance Car Mover Co, 
Appleton Car Mover Co. 
* D. Rowell & Sor 
MULE STANDS 
Foundry & Machine Co. 
Manufacturing Corporation 


Bond 
Dodge 


The Hill Clutch Machine & Foundry Co. 
The Medart Company 
T. B. Wood Sons ao, 

NUT SETTERS 


The United States Electrical Tool Co 
NUTS, MACHINE SCREW 
Economy Screw Corporation 


NUTS, WING 


The Eberhard Mfg. Co. 

OIL PUMPS, HAND 
Sherwood Mfg. Co, 

OIL WELL ACCESSORIES 

The Wm. Powell Co. 

OILING DEVICES 
American Injector Co, 
Detroit Lubricator Co, 
The Wm. Powe!l Co. 
Sherwood Mfg. Co. 


The D. T. Williams Valve Co, 


PACKING, AMMONTA 


Boston Woven Hose & Rubber Co 
Diamond Rubher Co.. tne. 

Hollow Center Packing Co, 
Johns-Manville, Inc 

The Mechanical Rubber Co, 

New York Relting & Packing Co. 
The Republic Rubher Coa, 


Supp ties. 
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Merely for Protection 


PENBERTHY 
AUTOMATIC 


INJECTORS 


Are Worth Their Cost 


No one who has ever had experience with them doubts their 
reliability and sure-fire operation. Give them steam and water 
and the Penberthy will do the rest—no one ever worried about 
getting water into the boilers where a Penberthy is part of the 


equipment. 


Engineers all over the world know the Penberthy 
are used in every country. They are absolutely a 


itomati 
oO 







they always operat particularly when you need them the most 


Write now. 


We will be glad to send you particulars 





Injector—they 














7 ~~ Safeguard Automatic 
ir T Water Gage 
e)° i! aw A. 
ent wo a5” B- 
| Leen] 


PENBERTHY 


INJECTOR COMPANY 


1262 Holden Ave., Detroit, Mich. Write For 


Particulars 





Canadian Plant, Windsor, Ont. 





























is the day you May 
use the 


Genuine 
Nason 
Steam 
Trap 


Class B, 1 to 20 Ibs. 


That’s every day 





Class C, 20 to 70 Ibs. We have a Bulletin showing 
this and the other famous 
Nason Specialties which have 


led since 1841. 


Write for it 


NASON MFG. CO. 


Steam Specialty Specialists 


71 Fulton St. New York 


Sidelug, 40 to 150 Ibs. 











PERFORMANCE 
COUNTS ! 





pews to meet the 
rigid specifications 


Make May 


a Moncrieff month 





Get some of your Jenkins Valve 
customers and other quality 
frst buyers started on Moncrieff 


PERTH 8 
for steam pres 


Gauge Glasses. 


The five types in which Moncrieti 





of quality, durability, 











strength and_ efficiency, 
the complete Falls line of 
l= Power Transmission Ma 


chinery stands the severe 








tests put upon it by some 
of the most exacting buy- 


ers of the country. 


The Falls handbook No. 18-D con- 
tains the solution to every trans- 
mission problem. Send for it today. 











FOOL OLOd THE FALLS CLUTCH 
& MACHINERY CO. 
Cuyahoga Falls, Ohio. 


New York: 206-208 Fulton St. 
Boston, Mass.: 52-58 Purchase St. 














: ; 

giasses are furnished provides a 
1 

range of choice to fit practically 


every service Each Moncriett 
{ every type represents a 


> combination of the two 





essentii f a good gauge glass 
toughness and clearness 
Too. the Jenkins sales organization 


is in back of Moncrieff Glasses 


JENKINS BROS. 


Sole Agents for MONCRIEFF Genuine 
Scotch GAUGE GLASSES 


80 White Street 


§24 Atlantic Avenue Boston, Mass. 


133 No. Seventh St...Philadelphia, Pa. 
Chicago, II. 


646 Washington Blvd. 


ee ee 


When writing to Advertisers please mention Mitt Supprirs 


New York, N. Y. 








CUNTFI(C 0 


tor ste am pres 
sures up to 0 


uf 
Il 
Ib 


1 glass with white 
enamelled bac k 
for steam pres 
Rutiet ¢ 15 


Ibs. 


BEACON REO § 





an enamelled glass 
with d indicator 
line stea 

pressure up to 15 


I} 
Ibs 


1 lubricator glass 








that withstands 

steam pressure up 

to 400 lbs 
ea ea OEE REP FETE 


iil 





PACKING, HYDRAULIC 
tawhide Mfg. Co. 
R ubber Co., Inc. 


ny n 
I ew Co,, It 
in il Rubber Lo 
Belting & Packing Co 
Schieren Co 
n-Sti n Ca 





lliams & Sons 


PACKING, PISTON 


Diamond Rubber Co., Inc, 
H ww Center icking Co, 

‘ i 
The Mechar Ru Co 
New Yor I ng & Packing Co 
The Republi Rubber Co, 

PACKING, SHEET 
\\ I & Ru t 

I 1 r ¢ Ir 

r s °*9 J is Bros 
H wv r I } ze Co 

M 

The M r ( 
New Ye t T t ng Co 
The |! er oO. 





lic Rubt 
PACKING, VALVE STEM 
Diamond Rubber Co., Inc, 





He w Center Packing Co. 

Tr n Y o 

New B & ing ¢ 

Th | r Ce 

St w Mfe. Co. 
PADLOCKS 

PAILS, CORRUGATED METAL 
PAINTS, INDUSTRIAL 

PANS, TOTE 

Mullins ry 


PANS, VACUUM 


PASTE, SOLDERING 
PEGS OR PINS, BELT LACING 
Mfe. ( 


Chicago Rawhide 





Clipr Rel 
Flexit St ' & - Coa, 
PIPE THREADING TOOLS 
Armstrong Bros. Tool Co. 
( i « . 
Toledo Pipe Thrs g Machine 
PIPE. HIGH PRESSU RE 
The Watson-Stillman Co. 


PIPE, STEEL 





ational Tube Co. 
PLANERS, WOODWORKING 
t Machine ¢ 


‘tT 


bt ANES, WOOD 
PLATES. whscrsintngdh ee tne 
The Penn Engir 


Pi ATFORMS, LIFT TRICO K 
) ruck Corporation, 





PLIERS 
Bonney Forge & Tool Works 
PLUGS, BRASS AND FUSIBLE 
Ameri n Tniector Co 
Sherwood Mfg. Co. 
The TD. T. Williams Valve Co. 
The Wr Powell Co. 
POLES, TUBULAR STEFI 
National Tube Company 
POTS, GLUE 





Sen TT — 
POWER TRANSMISSION APPLIANCES 
are f rir 
& M ne Co 
& Son 
& Sr 
M ) 
The Medart Company 
& White Co 
1 Found & Machine Co 
11tz & Son 
4 Bearing Co 





PRESSES, DRILL, JEWELERS’ SENSITIVE 
Leiman Bros, 
PRESSES, DRILL AND FOOT 
Royersford Foundry Machine Co, 
PRIMING CUPS 

Detroit Lubricator Co, 
McRae & Roberts Co, 

pig ack a — ELECTRIC LAMP 
Flex Steel 5s Co, 
P t 1 L. F 7¥ COVERING 

Mfg. 


“ Ce 
. . 


ago Ra 


When 


PULLEYs, BALL BEARING 

Skayef Ball Bearing Co, 
thicago Pulley & Shafting Co, 

PULLEYS, CAST IRON 
Birkle Machine Works 
Bond Foundry & Machine Co, 
H, W. Caldwell & Son Co. 
Dodge Manufacturing Corporation 














Falls Clutch & Ma ery Co 
rt H ‘ tel hin «& Found: 
I} Medart C¢ any 
I t lound I iy 
Roye rd | oundry «& Machine Co. 
| I od Sons ('o 

PULLEYS, CONVEYOR 
H,. W. Caldwe Ne & Son Co, 
| HH ( \l ! & 1 ( 
Th Mri I 
r. RB. \ <3 

JP U LL E YS, FLANGE 

Dod Manu u , Corpors ation 


r is I. LEYS, FRICTION CLUTCH 
& Machine Co, 

Shafting Co, 
Corporation 






PULLEYS, IRON CENTER 
Dodge Manuf turing Corporation 





PUI I. EYs, LOOSE 








Ch & afting Co, 
Dodg ufacturir Corporation 
a M nad 

Medart ( par 

w M Co 
3 i T Co 
r ~ 
PULLEYS, MOTOR 

Birkle M hine Works 
a) Manufacturing Corporation 


\T 1 


The Medart Company 





Mts , . Co, 





. vd LLE vs, ROLLER BEARING 
Skavef Bearing Co. 

Pt 1 LE YS, STEEL 
American Pulley Company 
Dodge Manuf turing ‘Corporation 


PU . LEYS, STEEL RIM 











The Medart 1 
PULLEYS, STEP AND TAPER CONE 

Dodge Manufacturing Corporation 

The Medart Com 

Reeves Pulley Co. 


Lw Mfg Co. 


PULLEYS, WOOD SPLIT 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Medart Company 
Reeves Pulley Co, 
ginaw Mfg. Co. 
PUMP JACKS 








Whe rule Mfg. ° 
F, E. Myers & Bro. Co. 
PUMPs, AIR 
Leiman Bros, 
PUMPS, ELECTRIC 

fou Pumy Ir 
FE. E, Myers & Bro, Co, 

PUMPS, GAS AND VACUUM 
Leiman Bros, 

be — HAND AND POWER 


F, E. IB rian & B ro, Co, 
PUMPS, JET 
American Injector Co, 
Blakeslee Mfg. Co. 
= UMPS, MINE 
Gould Pumy 
F, E. Myers & i Co. 
PUMPs, OIL 
Detroit Lubricator Co, 
Leiman Bros. 
Sherwood Mfg. Co. 
PUMPS, TANK 





writing to Advertisers please mention Mri 
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PUNCHES AND DIES 

Royersford Foundry & Machine Co, 
PUNCHES, SCREW 

Lovejoy Tool Works 

RADIATORs, Se VERTICAL 


Nason Manufacturing Co, 
RAILS, ELECTRIC MOTOR 
Birkle Machine Works 
RAILS, STEEL 
L. B. Foster Co. 
RANGE BOLLERS 

Wm. B. Scaife & Sons Co, 

RASPS 
Delta File Works 
Scandinavian Western Importing Co., Ltd. 

RATCHETS 

Armstrong Bros, Tool Co, 


REAMERS 





Cleveland Twist Drill Co, 
Greenfield Tap & Die Corp. 

Mor i t rill & hime ¢ 
rh Whitt ne& Barne Mfg. Co 


REDUCERS, SP EED 
The Hill Clutch, Machine & Foundry Co, 


i aeerony B yax-secrpalel Lodi Naat 





\ I ! IN 
RESE VTING TOOLS, VALVE 
TI Bla & De r Mfg. Co 
M. I Ss ner Co 
RIVETS 
Iku l, Burd & Ward Bolt & Nut Co 


K “a. INGS, ASBESTOS 


M 
ROPE DRIVES 
H. W. ( aldwell & Son Co. 


Dodge Manufacturing Corporation 

The Hill ¢ “hate h, Machine & Foundry Co, 
The Med Company 

T. RB. Wor Sons Co 


ROPE, WIRE 
RUBBER GOODS, MECHANICAL 
Diamond Rubber Co,, Ine, 
Hewitt Rubber Co, 
Jenkins Bros, 
The Mechanical Rubber Co, 
fork Belting & Packing Co, 
The Republic Rubber Co, 
= L bh Ss, ALUMINUM 


\ 





RULES, ENGLISH MEASUREMENT, METRIC 
AND COMBINATION 
Iiust Riule ka ee 


— CALIPER 


Itu ( 
SAFE TY DEVICES 
! zo Eye Shield Company 
TI (re ent Mac shine Co. 


Dodg Manufacturing Corporation 


SAND BLAST OUTFIt#S 
Leiman Bros, 
SAWS, BAND 
American Saw & Mfg. Co. 
ro © \ th ns & Co, 


The Crescent “Machine Co 
pt Worl 








Sidne ME hine Tool Co 
SAWS, HACK (Blades) 
American Saw & Mfg. Co 
E. C. Atkins & Co. 
Vict Saw Works, In 

SAWS, HACK (Machines) 
NE. «, Atkins & Co 

SAWs, HAND 
E. C. Atkins & Co. 
; SAWS, SWING, CUT-OFF 
The Crescent Machine Co. 
SAWs, CIRCULAR 
E. C. Atkins & Co, 
SCREWDRIVERS. ELECTRIC 

The Black & Decker Mfg. Co, 
Cincinnatl! Electrical = Co, 
Hi v-Wolf M hine 





The United State Ele« trical Tool Co 
SCREWDRIVERS, HAND 
American Saw & Mfg. Co. 
SCREW MACHINE PRODUCTS 


Ferry Cap & Set Screw Co, 

Standard Pressed Steel Co 
SCREW P the ATR 

Greenfield Tap & Die orp 


Morse Twist Drill & Machina We. 
SCREWS, BENCH 
The Sandusky Tool Co. 
SCREWS, CAP AND SET 
The A llen Mfg. Co 
Ferry Cap & Set Screw Co 
Standard Pressed Steel Co. 
SCREWS, HAND 
Adjustable Clamp Comyany 
The Sandusky Tool Co 
SCREWS, MACHINE, BRASS AND IRON 


Economy Screw Corporation 


SupPLiza, 


seen n sven 


— 


i 


4 
i 











Ps aba La > aa 


dea NPM «9 





f 


TREN wee Gea 


pisos Ht, 


AEA 6. 
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POP IER Suet 








; 


i 





ere 


a TANKS@ FILTERS _ 


att 


Air Tanks, Gasoline or Oil Tanks, Expansion Tanks 
Riveted—W elded—Copper Brazed; Plain or Galvanized 


We are prepared to manufacture Copper-Brazed Tanks in conformity with 
1.8. W. EB. Unfired Pressure Vessel Code 


WATER FILTERS and PURIFIERS for every use 
Range Boilers 


Pla ce aaa, Z 
ma Ss ROY 














ei OE EY EPEAT Te A GREY ae 6 REL eS 





4 wen. B. & SONS © 

| FOUNDED Fe | & ER S PITTSBURGH 

3 1602 xy PENNA 

‘ New York—26 Cortland St. Chicago—38 So. Dearborn St. 
; 









Turned and Polished Shafting 


Milled Key Seats at Reasonable Prices 
Cold Drawn Rounds, Flats, Squares, Hexagons 
and Screw Stock 


Shipments from stock made the same day. Jobbers—Send for our stock list. 


BLISS & LAUGHLIN, Inc. 


Mills and General Offices: Established 1891 Chicago Warehouse: 
HARVEY, ILLINOIS 1023-1025-1027 West Jackson Blvd. 


Chicago Phone: Pullman 64960 Phone: Monroe 5356 and 5357 


eee A ARATE FEET ND 











He 


| THE COLUMBUS Our Specialties are sold to Jobbers Only 
|| ANVIL & FORGING CO. Hanna “Ball Joint” | 


Pipe Hanger 


is the 


Stretee L | 
and : 
tronges 





aerate RET Wie LES 




















| HANGER EVER MADE ! 
@ Note the ball and socket : 
. The Famous “Arm & Hammer” joint. 
@ Hanger can swing in any 
W h | A il direction. } 
rought iron Anv 
Z ' @ Not necessary to remove j 
4 Crucible Steel Face hanger to raise or lower 
: pipe. 
Be ' Prompt Shipments Made From Stock 
ed ' F I ° = | 
¥ ' m Write for ‘ 
Our Silent Salesman ‘ 
ee / Main Office and Plant, 115-129 Frankfort Street 
Columbus, Ohio, U. S. A. ° ° 
) The Penn Engineering Co. 
General Forgings of Wrought Iron and Steel Philadelphia, Pa. . = 
| - VPUSTLVN EERE Jiu wz 


nt NO RO INO EE Ro I, a Oem TS 








re e nab man 
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LO+ 
SCREWS, SAFETY SET TILING, RUBBER, INTERLOCKING 
Allen Mfg Co ‘ New York Belting & Packing Co 
Tt ri Company TOOLS, BORING 
Stan 3 i Stee o Armstrong Bros. Tool Co. 
S¢ RE WS, THU MB TOOLS, MACHINISTS’ 
| ion American Swi File & Tool Co 
| \ Armstrong Bros. Tool Co 
SEPARATORS, OIL AND STEAM Bonney Forge & Tool Works 
mh I 1 Jelta lle 
ka st oii Ks’ ant Co The Grobet Corp. of America 
eee ae . Greenfield Die Corp. 
SHAP PING, FLENIBLE pean Soe nines Ga. be 
se ; J. H. Williams & Co, 
~~) \ _ A ww ‘ _ V< P M % 
ING it : : , ee 
i a ice nin = . TOOLS, “PLUMBERS’ AND STEAMFITTERS’ 
i ft gored Py es rong Bros. Tool Co 
- — Laug ~ ans ' Works 
Ct ago Pu y & Shaf oe Ce. a: “be Cor} as at 
Dodge Manufacturing i _Pi i Ma 
The Hi itch M hine & I< rth 
The Me ary & Machis TOOLS, SAW 
A. I ” Sek & S ‘ci E. C. At & 
7 nod 3 TOOL S, VAL VE ' RESEATING 
SHAPERS, WOODWORKING rhe Decker Mfg. Co. 
“he Crescent M hine Co 5 
th Sidney Machine Tool TORCHE Ss, BLOW 
SHEAVES, MANILA AND WIRE ROPE ton & Lam ert “Mfg. Co. 
The Hill Clutch Machine & Scandinavian Western Imperting Co. 
The M 7 . TRAC TORS, NDI STRIAL, ELECTRIC 
yott Yale & Tov Co 
: ; ERS. INDUSTRIAL 
SHELVING, STEEL I \ “ 
Da I s Sons ( TRANSMISSION, Vv ARIABLE SPEED 
SYE PROTECTION Moore & W 
SHIELDS, FACE AND EYE PROTI S tales Ge, 
( y > thy - TR > > ty MENT 
SHING LES, ASBESTOS 7 FRAl Ss, ATR AND SEDIMENT 
- M “is Sv twout Company 
SHOVELS, HAND TRAPS, RADIATOR 
Wood SI} & 7 Man It 
SHOVE LS, POWER TRAPS, STEAM 
H. W Caldwell & So Co, a wm ex 
SLEEVES AND SOCKETS, DRILL " 
M sadn : s Valve Co 
SOLDER, BAR AND WIRE " z 
icago 8 : TROL LEYS 
Hoyt Met ompany Tool Work 
SOLDERING COPPERS, FLUX, PASTE AND \ a ies. Bete 
SALTS rRUCKS, INDUSTRIAL, ELECTRIC 


rRANFORMERS 


SPEED 
M 


=PROCKETS 


H. W 
Pett } : 
Th Me 
A. L. Schultz & 5S 
STANDS, DRILL 
The United S E 1 Tool 
; ST ANDS, EMERY WHEEL 
5o I i 


STE way) SPECIALTIES 





STEEL 
& Laughlin, In 
STOCKS AND DIES 





ry 





Threading Ma 
STOOLS, FACTORY 


hir 10. 


STRAINERS 


om iny 





STRAPS, LEATHER 


Chicago Rawhide Mfg. Co 
Chas. A, Schieren Co. 
Gc. 2. FF or 
I B. W ams & Sons 
eg UPSET 
r \t «& tf I 
eines cS, SAW 
The Crescent Machine Co. 
The Sidney Machine Too! Co 
TABLES, STEAM 
Nason Manufacturing Co. 
TAKE-UPS 
H. W. Caldwell & Son Co 
TANKS, PRESSURE 
Wm. B. Scaife & Sons Co 
TAPE, FRICTION 
Boston Woven Hose & Rubber Co. 


Inc. 


— PINS 


Johns-Manville, 


TAPPING ATTACHMENTS 
Eastern Tube & Too! Co., In Ettco 
TAPS 
Greenfield Tan & Die Corp 
Morse Twist Drill & Machine Co 














TRUCKS, LIFT 
I I r < Corp 
a Y row: Mf ( 
: mt BE S, BOILER 
TU BING, ‘RUBBER 
Y Be Packing Co 
TU BING, STEEL 
TURNBUCKLES 
WI Mfc 
rt E be ird M! ) 
UNIONS, BRASS AND IRON 
W ilworth Comy Bon i 
Vv “sags LEATHERS 
} hide Mfr ‘ 
Edw i | idew In 
VAL VE ‘tg NIONS 
Nason Manufacturing 
bi AL VE S, AIR 
The Penn Engi 
v VALY ES, BAL Ant ED, FLOAT 
Mason Regulator ¢ ‘0 
VALVES, BLOW OFF 
lor \ \I ‘ 
Je nkins Bro 
The wn Pow: ( 
The D. T. Wi il ( 
Walworth Com, v 
VALVES, CHECK 
Jenkins Bros 
The Ohio Brass Co. 
The Wm. Powell Co 
The D. T. Williams Valve Co 
Walworth Company 
VALVES, COLD WATER, BALATA 
Victor Balata & Textile Belting Co 
VALVES, — GIOBE AND ANGLE 
\ ("¢ 
(linois Malle at on 
Jenkins Bros 
The Ohio Brass Co. 
The Wm. Powell Co 
Henry Vogt Machine Co 
Walworth Company 
The D. T. Williams Valve Co 
VALVES, HIGH PRESSURE 
Honest \ eM (*o, 
Jenkins Bros 
The Ohio Brass Co 
The Wm. Powell Co 
Henry Vogt Machine Co. 
The D. T. Williams Valve Co 
Walworth Company 
The Watson-Stillman Co 


—— Ager HYDRAU LIC 


Jeulins olla 
The Wm. Powell Co 


Henry Vogt Machine Co 

Walworth Company 

The Watson-Stillman Co 

The D. T Tilliams Valve Co, 
VALVES, LEATHER 

I r Barne i 


When writing to Advertisers please mention 
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VALVES, POP 
Detroit Lubricator 
The Wm. Powell Co, 
Walworth Company 

VALVES, PRESSURE 
G. M. Davis Regulator Co 
Mason Regulator Co. 
Walworth Company 
VALVES, 


Rubber 


SAFETY 


Co. 


AND RELIEF 


REGULATOR 


PUMP, 


Co., Inc 


RUBBER 

Diamond 

Jenkins Bros, 

The Mechanical Rubber Co 4 

New York Belting & Packing Co. ; 
‘ =< VE S, QUICK OPENING ; 

lor a t ('o 

Vason 


ll tur 


V ALVES, 


bricator 


Co 


RADIATOR 


Ohio Brass C 
1 ! Powe 
W: ilworth br ppd 
The Db, T., Williams 
M AL VE s, 


Valve 
THROTTLE 


Co 


Valve Mie Ge 








Will s Valve Co 
VENTILATING SETS AND 
Electri Blower Company 
VISES, ‘“ NCH, WITH CLAMP 
Bonney for: vol Works 
DKILL 


FANS 


“ 
VISES, 
Mfg. ¢ 


PRESS 


Rs ACHINISTS’ 
Works 


VISES, 


“Dropfo.” 
pfo. 





VISES, PATTERN MAKERS’ 


VISES, PIPE 
nf 1! Tap & Die Corp, 
Hollands Mfg. Co 
The Cl Parke 

}’ rn \ ‘ Cor 
Toledo Pipe Thre 


3 
aS 
y 
3 
ve 
4 
3 
; 
oH 
% 
a 
t 


iding Machine C 


o. 





Y« t Mfg. Co, 
VISES, WOODWORKERS’, RAPID ACTING 
rent Vise Company, 
Mfg. Cc 

W ASHE KS, BRASS 
re ‘ yration 
WwW ASHE Ks, LEATHER 

hi £0 cawh N Co 
Edward R. Ladew Co., In 
Ww ASHERS, RUBBER 

r Co., Inc, 


, & Tas king ¢ 





I 
Ww. ATE ” ‘ LOSE Ts, FROST PROOF 
Jos i. % 
WATER 
B 





FIL. ve ms AND SOFTENERS 
tife & , 

Ww ATER u 
Manuf 





IVEL 

w ATERPROOFING 
In 

WHE i LS, 


CONTROL 
Nason 





Johns- Manville 
TRU Ch 





W HE E LS, GRINDING 
kins & o ne, 
& Packing ¢ 
Wane HES 


A. L. Schultz & 
WIP ING Cc LOTRS, MACHINERY 

Aaron Ferer & ( 

Louisville 








Ww TRE ‘SOLDER 


ler ( 
WOODWORKERS, 
ent Machine Co 
Machine Tool 
WRENCH SETS 
Armstrong Bros. Tool Co. 
Bonney Forge & Tool Works 
J. H, Williams & Co 
WRENCHES, ADJUSTABLE 
Bonney Forge & Tool Works 
Walworth Company 
J. H. Willlams & Co. 
WRENCHES, OPEN END 
Bros. Tool 
& Tool 


Chicago Sole 
; VARIETY 
Cres 
The Sidney Co 


Co 


Works 


Armstrong 

jonney Forge 

Brownie Mfg. Co 

J. H. Williams & Co 

WRENCHES, 

Armstrong Bros. Tool Co. 

Bonney Forge & Tool Works 

Greenfleld Tap & Die Corp | 

Walworth Company 

J. H. Willlams & Co. 
WRENCHES, 

Armstrong Bros. Tool 

J. H. Willlams & Co, 

WRENCHES, SOCKET 

The Allen Mfg. Co 

Armstrong Bros. Tool Co 

The Black & Decker Mfg. Co 

Bonney Forge & Tool Works 


PIPE 


PIPE, 
Co. 


CHAIN 


ee a 


Mrit Surrcias. 
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~~ A oy REN DOES LE NE OS ES AOR, ee = rs Res ——a | 
i 
i 
The Thin Red Li | 
le £nin Nea LIne 
1) BROADENS | 
Right up to the water level you 
| can see the bright red band con- i 
| trasted against a clear white back- i 
ground. IMPROVED 
} Made of 4 num Ba vhite fini | 
| No chance t istake the water 
| pl wag ee Senggcamee exten: > DOUBLE LINED BLACK FIGURES | 
level in a boiler equipped with 
j | 1s] 1 ring brass int M: in 6-inc} ld 
il 3-fo 10 foot lengths Every rul sald 
« >. e e 
' Libbey Red Line a 
4 « e Made in 4-inch folds, 2, nd 4-foot lengths. Ju 
H High Pressure {ie picket ae. don’t overlook this popula 
; | Gauge Gl me 
auge Glass 
t All the Libbey features - - - 
Strength, toughness, ree 
my = clearness and ability to withstand 
sudden temperature changes. 
RUSTLESS _— O., INC. 
Write for circular oe ae: See, Sey ee 
We are the original makers of aluminum rules and our $ 
“rustless’’ product is superior to any other rule on the j 
nN . : r ‘ y SS ny me ‘ market in quality and workmanship. | 
THE LIBBEY GLASS MFG. CO. ide tpsces aa | 
Poledo, Ohio Look for Trade Mark “RUSTLESS” on Each Rule 
| 
THE SUCCESSFUL SALESMAN | 
A Book for Mill Supply Salesmen po geste! : 
By FRANK FARRINGTON a Ai Irresistible 
Contains chapters on the following subjects: oy = ” Cutting 
What Makes a Salesman—lIt Pays to Study Sales- | ate a a) | 
manship—Salesman and Salary—The Salesman’s ae as = Force! 
Mental Attitude—Understanding the Customer ag = * a Victor Power Blade ' 
What Customers Want—Keeping Up the Cus- ‘ee 
tomer List—The Entering Wedge—Getting On with Th i reat satis- 
Customers—Showing the Goods—Where Compe- So SS Z f — sé i. als 
tition is Concerned—Selling Better Goods—Putting SS F* woe Pia ~ es | 
On the Finishing Touches—Putting Punch into Pe bs ta il d, ey a 
Salesmanship—Honesty in Selling—The Morning ——————_ seh ve lied wor i 
After—"‘Selling” vs. ‘Introducing’ —The Salesman and can . reed on as : 
and the Catalog—Netting a Profit—Cooperating a cutting certainty. ' 
with the House—The Value of Optimism—Curing : 
Indifference—The Salesman and his Stomach— i 
Selling Goods “‘As Is'’"—The Element of Luck— P . er, se ; 
The Value of System—The Traveling Man and the The constantly growing demand for \ ictor i 
Time Table—Getting It Right the First Time—The = i 
Value of Push—The Dead Center—"‘It Can't Be power blades proves beyond doubt that | 
Done’’—The Art of Selling Yourself. : ‘ ee sgl ; : } 
this blade is satisfying the cutting require- 
USE THE COUPON ments of the metal industry today. | 
“The Successful Salesman’? and a year’s j 
subscription to MILL SUPPLIES, for $1.50. : : | 
: Let us send you free samples of this 
The Crawford Publishing Co., Wonder Blade. 
537 S. Dearborn St., Chicago. 
Pp se send a copy of “The Su essful Salesman" and MILL 
SUPPLIES for one year, for which we will remit $1.50 upon VICTOR SAW WORKS, Inc. 
Name . ene snr MIDDLETOWN, N. Y. 
1ddre ; 


When writing to Advertisers please mention Mitt Supp irs 
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This means more than anything that 
we could say about ourselves 







H.Channon Company 


FOUNDED 1875 





MACHINISTS ANDO MECHANICS TOOLS 
MILL AND MINING SUPPLIES 
MACHINERY FOUNDRY EQUIPMENT COTTON OUCK 
CONTRACTORS EQUIPMENT ENGINEERS SUPPLIES MANUFACTURED CANVAS GOODS 
HEAVY HAROWARE MECHANICAL RUBBER GOODS 
RAILROAD SUPPLIES TWINES,MANILA AND WIRE ROPE 
HOISTING EQUIPMENT EQUIPMENT FOR VOCATIONAL SCHOOLS 


WE 


Market and Randolph Streets 


Chicago 
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THE SA TURDA c 
. 
; 
q 
announc a im let li j 
el | P£ELe en eNO 
} G ] d d B ffi 
| KN (%4 to 20 Horsepower—complete range of styles and sizes) 
NN The Black & Decker Mfg. Co- nationally known manufacturers of 
Portable Electric Tools “With the Pistol Gri and Trigger Switch”, 
have acquired the complete organization, plant and properties of the 
Marschke Manufacturing Co-, Indianapolis, Ind. The Marschke Line 
a of Electric Grinders and Buffers will be continued under the direct 
2 supervision of F. W. Marschke and W. A. Marschke, founders of 
the company, in collaboration with the Black & Decker Engineering 
Department. 
4 f For more than a decade Marschke Electric Grinders and Buffers have 
5 | ve INCH BES RINDER earned universal recognition based on safety, efficiency, long life and 
seicaeil " on | unparalleled quality, to which have been added the advantages of the 
jench Ty9s : . . : “Lees 
| Pedeatal Type ss | Black & Decker national distribution and service facilities. 
eee cere TTI 
‘ —"F 
\ | 
‘ | & INCH PENC H OR 
‘ | PEDEST at GRINDER ~ 
‘ | y¥, H. P Nn, 
\ Bench Type s% ir, 
Pedestal Type 14 
6 INCH BENCH OR IN . ’ 
PE nSTAt ORINDE R PORT ABLE ELECTRIC CRINDS - ee iiiilt 
14 Ff operate on D.C. or A re 
Bench Type $125 4tnch $0 
Pedestal Tyr 0 SiInch sO 
@ Inch 90 | 
Inch anb 4 mc 
PEDEST Al GRINDERS 
12 Inch. § uF $25 
14 Inch 100 
: 
1 HORSEPOWER L to 10 HORSEPOWER NY ; 
BUFFER BURFERS \ 
pester aoa ne Sn *ie0 \ ' 
Grinder and Butler 180 p . > ane wl 
There is a Black & Decker Electric Grinder for every purpose. wre GRINDERS 
You can obtain them from the leading Machinery, Mill Supply, a guerers 
Plumbing and Sheet Metal, Electrical and ano 
Automotive Supply Houses. H 
; 
The Complete Line of Black @ Decker Electric Grinders is described ' 
in a new Grinder Catalogue, which you may obtain by writing to ' 
THE BLACK & DECKER MFG. co. : 
TOWSON, MD., U. S. A: i 
Black & Decker Mfg- Co., Limited, Toronto, Ont. ' 
Black & Decker, Limited, London, England. HF avy DUT) Gis : 
winch, 7°: HF $ ose F 
‘ Railway Supply Manufacturers Convention, Atlantic City, June 9-16, 1976 20 Inch. 16 = > = ] ' 
- 1 one at Y cational Steel and Machine Toot Exposition, Chicas, September 20-24, 1926 | ' 
s \ on Exhibit at | American Foundryment’ Convention, Detroit, September 25 to October 1, 1926 | ; 
i 
i 
ee We BLACK i 
a °*K & DECKER MFG 
—————ee OWSON, MD, U.S.A. _ Co.., j 
eS — 
—_ | 
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The Compression Grip 


























The double teeth penetrate 
lengthwise, the ends of the longer 
teeth protruding, are clinched 
down flat on the belt. Each 
tooth becomes a tiny vise 
holding the belt end 
in a grip of steel. 
The “‘pull’’ is : — 
against the entire The good “word of mouth from one 
_— beltas a unit. Fric- belt user to another is the foundation of 
aaa pga pe = the popularity of Alligator Steel Belt 
ening e 

Lacing and this word would not be good 


joints are eliminated. . 
d Thw feaibhcineicenccthend unless the product warranted the pret- 
erence 





Preference Warranted 





flush with the belt on both sides. 
Repeated tests have demonstrated 
its great reserve of strength—‘“‘the 
Strongest Belt Lacing on Earth.” 


The Hinge Pin 


To spread this knowledge of Alligator 
Steel Belt Lacing, our salesmen through- 
out the year are calling upon belting 
users and dealers. 





RE 





In the column to the left is a part of 
the careful presentation of Alligator 
Steel Belt Lacing to the belt user in our 
1926 advertising in many leading pub- 
lications. 


The steel hinge pin is made in two 
sections with oval faces that rock on 
each other eliminating wear on the lac- 
ing. To open joint for changing belt 
length, release tension and push out pin. 


SS 





Sizes: 

From No. 00 for tape belts to No. 
75 for belts of 5@ inch thickness there 
are eleven sizes—a complete range, 
suited to every thickness and width 
of belting. 


) A joint of Alligator Steel Belt Lacing usually 
f ' lasts the life of the belt. 





Flexible Steel Lacing Co. 
4633 Lexington Street, Chicago, IIL. 
In England at 135 Finsbury Pavement, London, E. C. 2 
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A Perfect Hexagon Head 


Each face clean cut, smooth and 
true. Made bythe Ferry Patented 
Die Compression Principle — 


That’s a distinguishing feature 
of Ferry Cap Screws. 


Compare it with others. 
“If it’s upset—it must be heat-treated” 


THE FERRY CAP & SET SCREW CoO. 
Cleveland, Ohio 


FERRY 


OCESS SCREWS 


PRINTED BY ATWELL PRINTING & BINDING CO., CHICAGO, ILL. 























